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From the very first, First Lady was a suc- 
cess. There are now five lovely leaders to 
clinch sales for the Authorized Dealers 


of Holmes & Edwards Inlaid. 
What a line to sell! All the surface 


beauty in the world—plus that inner value 
that makes women say: “Handsome is 
and handsome does.” For, the most used 


pieces have invisibly inlaid blocks of ster- 


HOLMES 


CMA, 


AND FOUR OTHER 


FIRST FAVORITES 


ling silver at the wear points be‘ore sil- 
verplating. 

And, remember! Holmes & Edwards 
Inlaid is sold direct only to retailers... 
at one price to all...an assurance of full 
mark-up. 

This line is an active leader—heavily 


advertised to your best customers. 


1 Each piece of Holmes & Edwards Inlaid 
is stamped with the quality mark of the Inter- 
# REG. U.S. PAT 


national Silver Company. 


SOMETHING MORE THAN PLATE 


THE SWEETEST 
SET-UP IN THE FIELD 


1 Sterling Inlaid quality . . . . 2 Sold 
only direct to retail dealers.... 
3 Full 100% Protected Profit.... 
4 Five fast-selling patterns... . 5 Na- 


tional advertising features the retailer. 


s EDWARDS INLAID 


THE DIRECT-TO-RETAILER LINE...SOLD THROUGH AUTHORIZED DEALERS ONLY 


INTERNATIONAL SILVER COMPANY. HOLMES < EDWARDS DIVISION, Meriden, Conn. 


New York. 9-19 Maiden Lane « Chicago. Werchandise Mart ¢$an Francisco, 150 Post $t. ¢ $t. Louis. Ambassador Bidg. 














WHAT EVERY 
MERCHANT 
SHOULD KNOW 


MAGINE over 5,500,000 families — 
consisting of 22 million people—in a 








gigantic stadium. That’s the tremendous 








audience reached by The American 







Weekly 52 times a year. That’s what 






makes it the world’s largest magazine. 


8 
21,999,999 |p 
22,000,000 F* 


And it concentrates its biggest circula- 











tion where the largest buying is done. 





Your customers read The American 








Weekly. They are already sold on the 





products advertised in it. Get your share 






of the tremendous business it creates. 
Let your neighborhood know you sell 
the products they read about—and want 














—every week. 





















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 


circulation. 
In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 
In an additional 165 cities, 30 to 40% 
In another 173 cities, 20 to 30% 


... and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 
in the World \WLEE LY 











“The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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SPEAKING OF THE JEWELRY TRADE .« a4 «4 


Luis the banquet 
of the Jewelers’ 24 Karat Club of 
New York at the Hotel Biltmore on 
the evening of Jan. 17 a topic of 
conversation that came up at Table 35 





was in regard to the replacement of 
coffee spoons which are constantly dis- 
appearing from hotel tables. It 
would seem that there must be an ex- 
ceptional number of souvenir hunters 
who have a preference for these small 
spoons. 

A. L. Zeitung, of the International 
Silver Co., said that at the Waldorf- 
Astoria alone that an average of 100 
dozen of these spoons are required 
every two months to take the place of 
those which disappear. The banquet 


months show the heaviest losses, he: 


added. Bar spoons and even cham- 
pagne coolers are also “collected.” 
Many other articles not associated 
with the jewelry trade are also taken 
but the coffee spoon enthusiasts seem 
to lead the entire list. 


. 9's 
The perennial 


press report of the pearl of great value 
found by some person eating oysters 
this year reached the office of THE 
JEWELERS’ CIRCULAR-KEYSTONE in 
the form of a newspaper clipping 
from the Lancaster New Era for Jan. 
14, sent by S. Kurtz Zook, local 
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jeweler. This gem is alleged to have 
been served up in a mollusk ordered 
by Miss Margot King, of Chicago, 
but actually discovered by Mrs. Sadie 
Stearns, dining with Miss King in a 
restaurant of that city. The pearl, 
the New Era reports, was sold for 
$1900, and a photograph shows vari- 
ous claimants to an interest in the 
gem, including the restaurant keeper. 

Mr. Zook made the report the oc- 
casion for the publishing of the experi- 
ence and opinion of the trade of such 
recurring tales, stating in the New 
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Era that “experience and research of 
the pearl industry reveals that there 
is no value in pearls found in eating 
oysters. . . . The real pearl comes 
from a different kind of oyster. The 
fresh water pearls come from mud 
oysters or mussels.” 

Commenting on the report of the 
alleged find, a trade authority sug- 
gested slyly that possibly the whole 


thing was a “whispering campaign” _ 


started by the oyster fishermen to 
stimulate trade. 


. ? 9 


A wholesale grocer in 
Providence, R. I., the home of the 
Uncas Mfg. Co., decided to take a 
long trip with his family to the Pacific 
Coast and Alaska. His best friend in 
Providence is a partner of the Uncas 
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company and upon his return, of 
course, came over to spend the eve- 
ning. 

“Well,” said the grocer, “I’ve got 
something pretty fine to show you. I 


bought my wife some beautiful 
. LIKE BRINGING OALS 
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jewelry and I know you will find it 
interesting. It’s hematite, a native 
Alaskan stone.” So he brought out 
the hematite jewelry and to his 
amazement, says Sales Management, 
found that it had been set and de- 
signed by the Uncas company in his 
own city. 

This is how it happened. ‘The 
hematite mined in Alaska was shipped 
to Czechoslovakia for cutting and 
polishing, then back to New York 
where it was sold to Uncas in Provi- 
dence; after setting, it was shipped to 
jobbers in Portland, Ore., who in 
turn sold it to merchants in Alaska, 
who do a big tourist business in hema- 
tite, their native stone. If the rolling 
hematite stone gathers no moss, it at 
least sees the world. 


+ ¢ ¢ 
An editorial 


in the January issue of the North- 
western Jeweler congratulates and ex- 
tends best wishes to the publishers of 
THE JEWELERS’ CiRCULAR and THE 
KerysTONE for their action in consoli- 
dating the two publications. The edi- 
torial says in part: “For many years 












these fine journals, both representa- 
tive of the best in American journal- 
ism, have covered practically the same 
field both as to subscribers and adver- 
tisers. This duplication of effort has 
been apparent and the consolidation 
follows the natural course of econom- 
ics.” . . . It is not out of place to 
extend our compliments to all of our 
fellow publishers. All have kept the 
banner waving on high despite the 
vicissitudes of recent years. Dimin- 
ishing revenues have not affected edi- 
torial quality nor spirit and 1935 sees 
us all in the van and ready to lead to 
better times.” 

Thank you, Mr. Hayek, of the 
Northwestern Jeweler, for your 
words of congratulation and good 
will. We believe with you that a 
kind word goes much farther than 
uncalled for criticism which often re- 
flects upon those who use such tac- 
tics. 
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R. W. B. Roe, 


executive of R. §. Robinson & Co., 
wholesale jewelers of Pittsburgh, Pa., 


ae 
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says the public is not “jewelry con- 
scious” because the American jewelers 
have not done a good job of publiciz- 
ing the industry. For retail jewelers, 
he feels that radio advertising has the 
call and he pointed out that one of the 
large cosmetic companies, sponsoring 
a program in the central west, re- 
quires the services of nearly 100 
clerks to take care of the requests for 
samples which are received as a result 
of the broadcasting. 

Mr. Roe was not inferring that the 
retail jewelers could afford to give 
jewelry samples away but he does feel 
that much good could be accom- 
plished by properly planned and well- 
conceived and executed advertising 
programs. 

“Here in Pittsburgh for example,” 
said Mr. Roe, “and this is typical of 
many cities, we have five prominent 
retail jewelry houses on one thorough- 
fare, all within a short distance of 
each other. Suppose these five houses 
were to join together and sponsor a 
program such as “Tales of Precious 
Stones.’ The cost would not be so 





great, yet the public would be made 
jewelry conscious and more apprecia- 
tive of some of the finer things in 
life.” 
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has been asked to decide whether or 
not, under the existing codes, mem- 
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bers of the retail grocery trade have 
a right to advertise and conduct a 
premium coupon sale in silverware, 
in competition with retail jewelers. 

The issue has been raised and for- 
mal complaint made to the National 
Code Authority for the Retail Jewelry 
Trade in New York because of the 
action of a large retail food establish- 
ment which is selling a silverware 
service for $2.98 to customers of the 
store who present $10 worth of gro- 
cery cash receipt slips. 

Retail and wholesale jewelers are 
up in arms about the matter because 
the grocery firm has widely publi- 
cized the sale. In talking with THE 
JEWELERS’ CIRCULAR-KEYSTONE rep- 
resentative, one prominent retail 
jeweler said, ““What would any retail 
grocer think if we gave away 500 
pounds of coffee with every diamond 
ring purchased ?” 


ee 


“7 = 
ade is in many 
ways part of the Chinese nationality 
itself,” says a writer in the Gemol- 
ogist of London. “The child has a 
necklace with a padlock of jade to 
‘lock him to life’ hung around his 
neck; the exquisite adorns himself 
with a jade bracelet and thumb ring; 
at table his food and wine are served 
in cups and bowls of jade carved to 
almost eggshell thinness; and his ear 
is charmed with a dulcimer-like in- 
strument of rods of jade in a black- 
wood frame. ‘The bride carries a 
sceptre of jade; powdered jade is a 
specific against illness; and after 
death the tongue of the departed is 
weighed down with a slab of jade 
carved with the Fungus of Immor- 
tality. 

“Specially prized is a type called 
Kingfisher-Wing jade, dug up mostly 
from the graves of the Han period 
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and which, owing to contact with 
the soil, has taken on a bloom or sheen 
similar to the old glass found in 
Roman graves. The fortunate pos- 
sessor of such a treasure will spend 
his hours of leisure gently rubbing its 
lustre. The apt description of the 
names given to the different jades en- 
ables us to visualize at once what is 
indicated. Emerald, Apple-green, 
and Spinach-green differentiate the 
various green shades, while specially 
fascinating is the name given to a type 
largely used for bowls and cups, ‘moss 
in melting snow,’ a semi-transparent 
white with tendrils of emerald green 
running through it.” 


4 ¢ 4 
About the time 


the trade begins to say to itself rather 
sorrowfully, “Well, I guess the old 
gold business is pretty well washed 
up,” along comes some jeweler (this 
time it is Emil Brunner, of Westfield, 
N. J.) with glowing reports of new 
highs set “just last week” or “last 
month.” Mr. Brunner, who _ has 











probably done one of the best selling, 
or more properly, “buying” jobs, in 
old gold among jewelers of the east, 
asserts that in his opinion, old gold 
buying will continue to be a profitable 
venture for the jeweler until July 1 
of this year, if not for a still longer 
period. As late as the second week in 
December, he said, the volume of 
old gold purchased by his organiza- 
tion reached a total which came pleas- 
antly close to his high week of the 
year. 


q ¢ 4 
- F. Walk, 
president of Julius C. Walk & 


Son, Indianapolis, Ind., writes THE 
JEWELERS’ CIRCULAR-KEYSTONE to 
add his protest to that of many other 
jewelers relative to Article VIII, 
Section 16, in the Silverware Code, 
which provides that 
“No member of the industry 
shall ship any merchandise hav- 
ing the cost of less than ten dol- 
lars ($10.00) net, unless there 
shall be added to the invoice and 
collected from the customer a 
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package charge of twenty-five 

cents (25c).” 

“We have written many letters to 
manufacturers regarding the so-called 
package charge,” says Mr. Walk. 
“Many of them have claimed that 
this was a bookkeeping or account 
charge—not a package charge. We 
have learned definitely that there is 





no charge made for items costing 
under $10.00 in the aggregate when 
such delivery is made to a messenger 
or anyone calling for the filling of 
such order. We believe that the so- 
called package charge is unfair and 
discriminatory. * * * No one to whom 
we have written is willing to either 
take credit for, or accept the blame 
for the package charge. They agree 
that this charge should not have been 
in the Code, and they are doing and 
have been doing all in their power to 
have same removed. * * * 

“We are so bitterly opposed to this 
package charge that during as busy a 
season as we are experiencing we stop 
long enough to write at length.” 


4 ¢ 4 


4d 
The United States 


provides the best market for the super- 
fine grades of emeralds,” as is evi- 
denced in a recent report of C. Ken- 
drick MacFadden, director of the 
General Mining Co. and chairman of 
the Bogota Syndicate, recently men- 
tioned by*Gems and Gemology. He 
goes on to say that “those classed as 
No. 2 and even No. 3 find a ready sale 
at satisfactory prices. The material 
of cheaper quality has always found 
a better market in the European coun- 
tries and this is especially true of 
India, where the lighter colored 
stones seem to be in steady demand. 
In New York the superfine Colom- 
bian emeralds are sold at retail as high 
as $3000 per carat and for some spe- 
cial gems as much as double this 
amount, thus far outranking the dia- 
mond in value.” 

Referring to the fact that fine color 
is extremely rare, he says: 

“It is interesting to note that even 
during a period when veins containing 
emeralds of fine color are regularly 
producing, an almost _ infinitesimal 
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portion of the total product would 
grade as superfine gems, the propor- 
tion being something like 0.01 per 
cent. The exact percentages can only 
be ascertained after the stones have 
been cut by a skillful lapidary.” 


.* > % 


‘ is one of 


those stories which, as the principal 
character involved remarked, ‘No 
one would believe unless it happened 
to him, as it did to me.” 

A jewelry manufacturer from ‘way 
down East’ was seated in the New 
York offices of a wholesaler, a cus- 
tomer of his. The interview wasn’t 
getting along very well, because the 
jobber didn’t seem inclined even to 
look at the manufacturer’s line. Time 
passed ; they talked about the weather, 
the good old times; in fact, the con- 
versation turned about good business 
of the past so that the jobber got him- 
self worked up to the point where he 
would have a look. The manufac- 
turer opened his case, and soon he was 
writing a good-sized order. While 
in the middle of this pleasant duty, 
the ‘phone rang, and was answered 
by the wholesaler. Placing his hand 








WE’RE ON OUR WAY! 








—From all sides we hear reports of low in- 
ventories and under-supplies of goods and 
services for human use. 

—Is the American standard of living to be so 
reduced that we will need less things and 
be satisfied with that condition? 

—Not by a jugful! 

—Our people enjoy a better living standard 
than any other nation in this world. 

—And they are economic-minded enough to 
realize that the future progress of America 
must be based on a still higher standard. 

—Retail sales are up from a year ago; people 
with money are beginning to loosen up and 
buy things they need and want; this will 
in turn put more people to work; and their 


wages will augment and stimulate the speed- 


of money in circulation. 

—I realize how dangerous it is to pose as a 
prophet—but | will venture the guess that 
1935 will be a year of more-than-normal 
replenishment, and definite recovery. 

—What can you do to help the rise? 

—Work like .. . and advertise. 


t.2-6-TH 


President. 
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over the mouthpiece he turned to the 
man from down East saying, “It’s 
your salesman. He wants to know 
if I want anything today. What’ll I 
tell him?” 

“Tell him what you usually tell 
him,” the manufacturer replied. 

“Nothing today.” 
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And the answer came back, “Okay, 
I'll be seeing you.” That was all. 

And at this point we draw the cur- 
tain over a scene in which the grim 
details which followed are left for the 
imagination of the reader to fill in. 
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Among the 


great army of craftsmen driven out of 
France by the Revocation of the 
Edict of Nantes, none have left a 
greater impress than the colony of 
silver workers who found refuge in 
London. To the traditions and fine 
workmanship of English silversmith- 
ing these Huguenots brought a fresh 
impetus and contributed qualities of 
suavity and freedom which endured 
for two generations” says Geo E. Ball 
in Talk of the Town. 

“Of many who found there an op- 
portunity to ply their trade we have 
now no record, since they worked 
obscurely as journeymen, but among 
those who emerged . . . none has 
come down to us with the glamour 
and prestige of Paul de Lamerie, 
goldsmith, who is found registered at 
Goldsmiths’ Hall in 1712. He died 
in 1751. He is thus a contemporary 
of Chippendale and his work covers 
the early and middle Georgian peri- 
ods, his influence prevailing in Eng- 
lish silver until the classic revival be- 
gan to be felt about 1765. 

“As a craftsman, not all of Lame- 
rie’s work is of equal merit in design, 
and to the purist in style some of 
his later productions are anathema, 
but many authorities regard him as 
the greatest artist in silver that ever 
worked in England... 

“Doubtless the value of a piece 
bearing the Lamerie mark is enhanced 
by the knowledge that the majority 
were made by his own hands and that 
he never duplicated any important in- 
dividual piece. 





Do Your 














re message is 
addressed to Cash Jewelers—especially to you jewelers 
whose establishments are regarded as the finest in your 
respective communities. 

Dou you realize that last Christmas, thousands of your 
potential customers went into installment jewelry stores 
for the first time; and that you have lost this business 
simply because you have failed to help them solve the 
problem of buying when they are short of ready cash? 

Whether you have given much thought to these ques- 
tions or not, you will find in this article a suggestion for 
a practical, workable plan that will meet the situation 
and still not put you in the installment business. 

The facts given and the-conclusion drawn are based 
on more than ten years’ experience with a leading install- 
ment jewelry chain, and on close study of thousands of 
credit jewelry buyers. 

People who buy jewelry from credit stores cannot be 
thrown into one general classification of “credit buyers,” 
although many of you have mentally disposed of them in 
such fashion. It is true that about two-thirds of these 
people are unable to buy jewelry unless they have the 
easy terms given by the installment houses; and that the 
main reason they buy is because they get a year to pay. 
These are mostly ‘low-wage earners. ‘They are of no 
interest to this di$cussion. 

The other third—the cream of present and prospective 
installment jewelry buyers—is what you are interested in. 
These are the people to whom I referred at the outset— 
your legitimate customers. They are “white collar” peo- 
ple, higher paid wage earners, technical workers, etc., 
who have seen their expenses approach so close to the 
level of their reduced income that they have been forced 
to turn to installment buying as the only way of getting 
the jewelry that they want. 

They do not like the idea of going to credit jewelry 
stores, many of which have no jewelry background what- 
ever. They are highly skeptical of the quality and value 
which these stores give. Their natural inclination 
would be to buy from you; but you have stood aside giv- 
ing the impression that as far as the salaried man is 
concerned you sell for cash only. 

You might say “But what can we do? We are not 
going to ruin our cash business by trying to run an install- 
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Customers Need 


CREDIT ? 


Here is a 


practical solution to the 
offered by a man who should know 


problem, 


ment business along with it.” As a matter of fact you 
do not have to do anything of this kind. 

Suppose you were to say to these people, in effect, “You 
are welcome to come into this store, select any article 
you wish, pay a reasonable deposit, and settle the balance 
in three equal monthly payments. ‘This new policy is a 
modified charge plan open to responsible salary and wage 
earners who are able to handle their .purchases within 
three months time. The minimum purchase permitted 
under this plan is $25, and a small expense charge will 
be added to the regular cash price. We are taking this 
step at the request of many friends and customers, and 
because we feel that there is a real demand among think- 
ing people for this type of charge plan in an old-estab- 
lished jewelry store. You can rest assured that each 
purchase will be handled in the quiet, dignified manner 
that you would expect of Blank & Co.” , 

Now, naturally, there are many angles to be consid- 
ered in analyzing the probable reaction to such a plan. 


‘But two big questions stand out for primary considera- 


tion—First, would this policy hurt your prestige with 
the public, and with your high class clientele in particu- 
lar, or in any way be detrimental to your cash business? 
Secondly, assuming it would not, then would a three- 
month plan attract any great number of people who need 
time to pay, when they can get ten months and twelve 
months from installment houses? 

Taking up the first question—your prestige and your 
cash business would undoubtedly suffer if your store 
began to take on an installment name. Giving a homely 
example, if, for instance, a young man would feel that 
if he gave a girl a present in a Blank & Co. box she would 
wonder whether it were paid for, then the plan would be 
fatal to your prestige and to your cash business. However, 
this would be the fault not so much of the plan itself, as 
of the way it was presented to the public. 

Keep in mind that your purpose is to let responsible 
salary and wage earners know that you will allow them 
three months’ time on a purchase, and at the same time 
not give them and the public in general the impression 
that people who buy from you are buying on an install- 
ment plan. 

No one would dream of, regarding an open charge and 
an installment account as in any way similar. And if 
you would refer to a 90-day plan as a “charge” plan, call 
it such in your advertising and other forms of publicity, 
and carry out that conception of the idea in every detail, 
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stores. As the plan seemed 
of interest we requested him to prepare 
this article. Any jeweler wishing to get 
in touch with the author can do so 
through the editor. 





you would find that the public would accept your atti- 
tude. Your reputation and your background are entirely 
different from those of installment houses; your advertis- 
ing would be in no way similar; your merchandise is, of 
course, far superior. In short, the mental picture which 
the public holds of your store has no relation to their 
impression of credit stores. 

After all, there is no reason why you should not give 
the middle class people who live on a weekly salary or 
wage the same opportunity to spread a jewelry purchase 
over a period of a few months as is given by the finest 
department stores in the country on furniture. The argu- 
ment that jewelry is a luxury is meaningless. You are 
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a merchant—not a moralist or an economist. You cater 
to people’s WANTS—not to what other people think is 
good for them. If they want jewelry and they need a 
few months to pay, why not give it to them instead of 
forcing them to go to credit stores or else do without it? 

As for the question of whether a 90-day plan would 
compete with the 10-month and 12-month installment 
terms—remember that you are not trying to compete 
directly with credit stores. Your sole purpose is to offer 
a new charge plan designed to make it convenient for 
intelligent jewelry buyers to purchase from an old-estab- 
lished, high-grade jewelry firm, even though they might 
not have the full amount of cash available. 

So the question here is not whether 90 days would 
meet competitive conditions, but whether the people whom 
you would naturally expect to be attracted to your store 
by this plan, are able to pay within 90 days. 

The answer emphatically is yes. As stated above the 
people who would respond are the better grade, present 
installment buyers, and also thousands of others just like 
them who have not yet gone into a credit store. Most 
of them have paid $40 and $50 per month at various 
times on cars or on furniture. If they wanted a watch 
for $50 or $75 they would be able to pay you $10 or $20 
down and $15 or $20 per month for three months. And 
the fact that they could buy the identical item (in some 
instances) from a credit house and get a year to pay 

(Turn to page 63) 
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Valentine's Day—symbol 
of love, of hopes and aspirations. A gift-giving time 
for sweethearts. Starting in childhood with the frilly 
lace valenties; later, a compact, bracelet, pin—tokens 
of more lasting affection. And, with the coming of 
spring, THE. RING. 

Lasting Valentine sentiments can be symbolized by 
the jeweler, and by the jeweler alone. 

Display advertising carried to its highest plane should 
be subtle—powerful—beautiful. In the silhouette win- 
dow created specially for THE JEWELER’s CIRCULAR- 
KEYSTONE not a card is used, not a word is said, and 
yet this idea is clearly expressed, “Here is YOUR gift 
for HER.” 

The actual construction of the display is quite simple. 
A diamond ring should be placed in the hand of the 
male silhouette. Any good sign painter can place the 
photograph of these two figures in his projection machine 
and copy the design in a size suitable for your own window. 

The center heart is of cardboard covered with a piece 
of sparkling red sequins. This is obtainable at your 
department store in the form of triangular scarfs. As a 
background, the new cellophane net curtain is used, 
hacked by plain white cloth. This gives a lacy effect 
to the whole display. If the cellophane net is not obtain- 
able, ordinary glass curtains from any drapery material 
store will be satisfactory. Black cloth covering both 
sides of the window completes the silhouette effect. 

A rose lace pillow, heart shaped, holds a wide pearl 
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RAYMOND HAY 
Coshocton, Ohio 





FIFTH AVENUE TO MAIN STREET 


bracelet with a crystal buckle with clip to match. Other 
merchandise which should be shown at this time includes 
evening bags, wide mirror bracelets, large clips and pins, 
diamond baguette watches, ear clips in star shapes, 
winged shapes and circles. Also compacts, three-strand 
pearl necklaces and of course your rings, in bright red. 
heart-shaped boxes. 

A rose-colored spotlight will add effectiveness to the 
display at night. 

You place diamonds in attractive mountings. This 
sells them. It is just as important to place both diamond 
and mounting in attractive windows so they will appear 
to their very best advantage. 

A sale lost because you cannot supply a customer’s 
requirements is unfortunate. Too often a customer 
comes to your window seeking helpful suggestions for 
a recognized gift-giving occasion, and your evident lack 
of interest turns him to some other store. This lost sale 
is inexcusable. 

Fifth Avenue stores dramatize their displays. Their 
windows not only show merchandise, but add the sug- 
gestion of its use, its style features or the pleasure ob- 
tained by its possession. Judging from their success, it 
is quite evident that displays of this type produce better 
results than ordinary ones. 

Therefore, if your store is to get its share (or per- 
haps a little more than its share) of sales this year, make 
your displays a worthy setting for your jewelry. Give 
them the power of suggestion. 

That is merchandising. That is good business. 
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The jeweler may simply use a huge cut-out heart of 
red cardboard or a tray appropriately decorated with red 
ribbons and lace upon which he may arrange a number 
of articles in silver, for silver being lower in price than 
the other precious metals is nearer to the pocketbooks of 
these young persons who give Valentine's Day gifts. In 
the window articles of silver such as chain bracelets from 
which silver hearts are dangling, the ever wanted silver 
heart locket, silver knives, key chains, watch chains, belt- 
buckles, pens and pencils may be displayed. Of course, 
the jeweler may arrange with his red hearts some ruby 
rings or a ruby pendant in the form of a heart but these 








gifts will attract many eyes and when the eyes find that 
the gifts displayed are priced at only a few dollars inter- 
est will be ensnared. Cards with such sayings as “Tell 
her your love is as true as sterling silver.” “Make this 
Valentine’s Day one he will not forget—give him a gift 
of silver,” will prove effective. 








are expensive gifts. He would do well to concentrate his Valentine’s Day is one of the most delightful and happy 
grouping on the less magnificent gifts for youth. days and there is not a pair of sweethearts married or 
The window charmingly adorned with Valentine’s Day unmarried who do not enjoy celebrating it. 








f . a ; 


A window display that tells its own story—and tells it forcefully 
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Memorandum Decision 


HE decision recently rendered by 

the New York State Court of Ap- 
peals in the case of Nelkin vs. The 
Provident Loan Society, which is 
given in full on page 90 of this issue 
of THE JEWELERS’ CircuLar-Key- 
STONE, is of special interest in the 
jewelry trade since it involves mem- 
orandum transactions. 

In this case a dealer named Mosko- 
witz obtained a diamond ring on 
memorandum from Morris S. Nelkin, 
another diamond merchant, for the 
purpose of sale. Moskowitz pawned 
the ring for a loan of $125 with the 
Provident Loan Society. Nelkin then 
sued the Provident Loan Society for 
the return of the ring. The action 
was begun in the Appellate Division 
of the State Court by a submission 
upon an agreed statement of facts. 

The plaintiff obtained judgment, 
basing his action on a previous case 
(Green vs. Wachs et al), where the 
same Court of Appeals decided that 
an owner of merchandise who parts 
with its possession under the usual 
jewelers’ memorandum agreement 
does not part with title to the prop- 
erty and that regardless of previous 
dealings no oral evidence could be in- 
troduced to show that an understand- 
ing other than that contained in the 
written memorandum existed between 
the owner of the merchandise and the 
one who obtained it on memorandum. 

In the Nelkin case the Court has 
held in an action of replevin, brought 
by the owner of jewelry against a 
pawnbroker, that the pledgee may in- 
troduce evidence to show that the real 
agreement empowered the pledgor 
to sell the merchandise, that the 
merchandise was obtained for pur- 
poses of sale notwithstanding the pro- 
visions of the memorandum to which 
the pledgee was not a party and that 
the lien of the pawnbroker (under 
the Factors Act) is valid and bind- 
ing. In such a case the owner to re- 
cover his property must pay to the 
pawnbroker the amount the latter has 
advanced with legal interest. 

In our opinion, the decision in the 
Green vs. Wachs case has not been 
reversed. That case involved an issue 


between the owner of merchandise and 
a third party who claimed title through 
a purchase from the party to whom 
the goods had been given on memoran- 
dum. 

The Nelkin case, on the other hand, 
involved the issue of the validity of a 
pawnbroker’s lien where the pawn- 
broker had advanced money and taken 
the memorandum merchandise as se- 
curity and where it was shown the 
merchandise had been delivered to 
the pledgor with a power of sale for 





ADVERTISING STRAWS 


—We know of no better barometer of busi- 
ness trends than the advertising pages of 
newspapers, magazines and business pub- 
lications of National Circulation. 

—During the past three months, a general 
increase in advertising has been recorded; 
but the largest percentage of increase has 
been in business publications. 

—Advertisers whose product is distributed 
through retail channels are today more 
understanding than ever before of the im- 
portance of knowing and being known by 
their dealers and prospects. 

—And dealers are more interested in their 
business publications because of the many 
kaleidoscopic changes in the business situa- 
tion and the need of knowing what is the 
most desirable merchandise to offer and 
where that merchandise can most ad- 
vantageously be obtained. 

—*“Tell and sell the merchant and he 
will tell and sell the millions” is a 
good principle for any manufacturer to 
observe. 











the purpose of making a sale and 
not for making a selection. 

Where the party receiving the mer- 
chandise on memorandum is guilty of 
a larceny the Factors Act does not 
apply and the owner can _ recover 
without any payment. 


re“ 
The Banquet Season 


HIS is the season of annual meet- 

ings and banquets in the jewelry 
trade. It is the time for a backward 
glance over the past year and the 
time to plan ahead for the year to 
come. During January and February 
most of these events are held. 

The annual meetings are necessary 
for the welfare of the various asso- 
ciations, but what about the ban- 
quets? Are they really worth while? 
Is the expense a justifiable one? 
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Anyone who raises such a question 
should pause to consider that much 
good comes from these annual gather. 
ings. They are refreshing breaks ip 
the daily business grind which afford 
opportunity for the renewing of old 
friendships and for the forming of 
new ones. They are the time for a 
warm handshake and a hearty greet- 
ing which adds zest to living and re- 
turns dividends in a new outlook on 
the industry. 

The banquets of the Jewelers 
Twenty-four Karat Club of New 
York have been resumed following a 
break since 1932. These social aftairs 
started in 1902. The Chicago Jewel- 
ers Association held its banquet on 
January 24. The Boston Jewelers 
Club banquet will be held February 9 
and the New England Manufactur- 
ing Jewelers & Silversmiths dinner 
on February 23. 

Yes, it can truthfully be said that 
banquets have an important place in 
the cycle of events in the jewelry 
trade. They are attended by jewelers 
from all sections of the country, who 
return to their homes with renewed 
courage and new friends—and friend- 
ships and good-will are, after all. 
worth while. 


. = = 


Replies to Questionnaire 


Feces NAIRE was re- 
cently sent out by the National 
Retail Jewelry Trade Code Author- 
ity to retail jewelers of the United 
States asking for a frank expression 
of opinion as to the merits of NRA 
and the Retail Jewelry Code. The 
questionnaire raised queries as to 
whether the Code should be con- 
tinued, modified or dropped. 

The responses to date indicate that 
the retail jewelry trade is supporting 
the NRA in its efforts to speed re- 
covery and a large majority of those 
who replied indicated their desire for 
the continuation of the Code in its 
present form, with the stipulation in 
some instances that the Trade Prac- 
tice provisions be strengthened. Other 
replies, while endorsing the Code for 
the Retail Jewelry Trade as a whole, 
suggested specific changes, a small 
percentage voted for its termination 
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and some of the replies were so in- 
definite as to prevent classification. 
It is noted that in many of the 
cases where objections were raised 
that the objections did not apply to 
the Retail Jewelry Code but dealt 
with provisions in the Codes of other 
branches of the industry entirely out- 
side the jurisdiction of the Retail 
Jewelry Trade Code Authority. It is 
evident that there are still a number 
of retail jewelers who confuse their 
own Code with these other Codes. 
All retail jewelers should make it 
their business to thoroughly familiar- 
ize themselves with the provisions 
governing their own Code and should 
keep informed about all rulings and 
amendments applying thereto. 


4 4 
Profit in Cooperation 


? the fight against outside compe- 
tition the average retail jeweler 
of today has a much better opportu- 
nity to study modern distributing 
methods than he had some years ago. 
New avenues of cooperation through 
his local, state and national associa- 
tions have been opened to him where 
he has the chance to exchange selling 
ideas and learn more about sound 
merchandising. He should improve 
this opportunity to the fullest extent 
because the more complete his knowl- 
edge the greater will be his success. 

The manufacturer has done and is 
doing a great deal to add to the suc- 
cess of the retail jeweler. He recog- 
nizes that his own prosperity rests in 
large part in the hands of the retail 
jewelers who sell his products. He is 
glad to offer suggestions aimed to in- 
crease retail distribution. Window 
displays and many other merchandis- 
ing helps are willingly supplied by 
progressive manufacturers for the use 
of retail jewelers. 

The alert retail jeweler is quick to 
welcome the efforts of the manufac- 
turers or wholesalers when they are 
of a practical kind that really help 
him to increase his business. 

As a matter of fact the manufac- 
turer, wholesaler and retailer all have 
the same object in view—to sell satis- 
factory merchandise to more people— 
and therefore should cooperate. 
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Drive Out These Smugglers 


“More effective control of crime, determined prosecution 
of the fence as well as adequate prosecution of the bandit, 
thief and burglar.” 


THE above quotation is from the platform of THE JEWELERS’ 

CIRCULAR-KEYSTONE published in last month’s issue and into 
the above classification fall gem and watch movement smugglers. 
They are thieves who not only rob the government by evading the 
payment of duties but take from the honest merchants the oppor- 
tunity to compete on a fair business basis with those who stoop 
to sell contraband merchandise. 

The smuggler deserves, and, in every instance where found 
guilty, should get the same treatment given to a convicted thief 
ora burglar. The confiscation of the smuggled property and a fine 
is a hopelessly inadequate way to deal with these “rats” that gnaw 
away at the foundation of honest merchandising. Long term prison 
sentences will prove much more effective. 

These crooks carry on their unlawful trade to enrich them- 
selves at the expense of the industry as a whole, and it should be 
the duty of every honest merchant to do his part in bringing such 
characters to justice. 

The smuggling of gems and watch movements is carried on 
to the great detriment of these branches of our industry and the 
more pitiless the publicity given to such criminals and the longer 
the prison sentences the better it will be for honest merchants. 
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The fashion story 


of 1934 reflects a sudden awakening of interest in jewels 
The new year, it is predicted, will be even better Suited 
to our optimistic American natures. Gone is the fright. 
ened, shrinking attitude of the depression period. In othe; 
words the interest in real jewels has turned upward, and 
in, no uncertain terms. It is noted all over the country. 
And, lest you suspect by some quirk that all style article 
written in the metropolitan section derive their origin 
and circumscribe their outlets to Fifth Avenue alone, | 
am quoting verbatim the remarks of a mid-western cys. 
tomer, spoken in the shop of a fine mid-western jeweler: 

“Are these the finest diamonds you have? I’m sick and 
tired of trash!” Nor were these words more ancient 
than a few months ago. They epitomize, however, the 
thought that is going abroad all over the country, in 
every fine jeweler’s shop, wherever cultivated people of 
taste gather to express their preference in jewels. 

A new year is certainly no line of demarcation, wherein 
things begin and end exactly at a tape line, as with race 
horses. All things within each era are so closely a con- 
tinuous development and allegiance one to the other that 
the beginning and end of each is—along with the best 
in our current economic and style traditions—a merger. 
No tape, therefore, represents the separation of 1934 
from 1935 in this respect, for the upward trend in fine 
diamond jewelry began some time ago. 

Needless to quote to you the important pearl necklaces 
being worn by wealthy women—they tell me how they 
are actually choosing a larger fine center pearl than that 
shown them by their favorite jeweler, and adding it to 
the rope they intend wearing. 

The sentiment may be literal or concealed. That is, 
it may be literal—as in a wide band diamond ring, with 
a sentimental colored ruby or emerald design run through 
the diamonds. It may be a charm bracelet with all man- 
ner of “I love you” sentiments recklessly dangling from 
it. Or it may be the heavy, magnificent, virile diamond 
pieces—a solid foundation of value—which women are 
buying and wearing today. 

It is felt that 1935 will see an ever growing trend, 
wherein the style importance will be concentrated in the 


NORMA SHEARER— Metro Goldwyn-Mayer photo 


Big stones in narrower bracelets is the 
fashion story for wrists. No bracelet to- 
day exceeds in fashion's favor the simple 
block bracelet and the buyer is now de- 
manding better quality gems. 


Single stone rings have no excess ornamentaiton 








beauty, perfection, and value of the stones, and not in 
the purchases of smallish imperfect stones concealed by 
a great deal of craftsmanship in the surrounding metal. 
It matters not particularly that Paris is wearing and 
usually does wear immense picces of jewelry. Certainly 
the world knows by this time that in this country we can 
sell an American woman nothing less than a perfect 
stone regardless of size. If the price does not fit her 
purse she will wait until it does—or take a smaller stone. 
But this is what is happening in the style jewelry mart, 
among those same American women of caste and cultiva- 
tion. More women, especially the younger set who have 
never worn the important jewel, are appearing with the 
larger single stone ring—the largest and most perfect 
they can find at their price. More women are rejecting 
their first interest in diamonds in favor of pieces five 
(Turn to page 115) 
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By 
JANE ELLIS 
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Now comes a pe- 
riod of real inge- 
nuity for the de- 
signer. Designers 
must reveal ex- 
traordinary sim- 
plicity concen- 
trated around the 
stones, as_illus- 
trated in the 
necklace and 
ring. The large 
round stone in 
the ring has only 
one fine baguette 
on each side. 
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HE Jaccard Jewelry Corp., Kansas City, Mo., recent. 

ly created a crowd-stopping display by showing in its 
window the actual process of refining silver ore. Dif. 
ferent methods were shown. How sheet, wire, and the 
silver bars were constructed was revealed, as well as the 
manufacture of the finished products, such as water 
pitchers, decanters, hollowware, spoons, loving cups and 
wine bottles. The display stirred up much interest ip 
silverware and brought many people into the store to 
ask questions, giving the sales folks an opportunity to 
display the season’s latest styles and to deliver a little talk 
on the advantages of buying silver at that time. 


4 4 

“FyLANCHARD’S,” in letters several inches high and 
written across the front of a megaphone used by a 
cheer leader at the University of Denver, is an effective 
manner in which the Blanchard Jewelry Co. advertises 
the store to students of that college. Realizing that col- 
lege students are not only good “bets” for the sale of 
jewelry during the undergraduate days but also good 
prospects after schooling has been completed, this store 
has supplied one of the cheer leaders with the mega- 
phone, the name of the company being visible from a 

distance of over 50 feet. 

4 4 

T least two persons every minute of the day stop to 
study a unique display of old watch mechanisms in 
the windows of the Exclusive Watch Repair and Jewelry 
Co., Los Angeles, Calif. The watches are on two boards 
covered with colored cloth. About 22 mechanisms are fast- 
ened to the boards. Immediately above each mechanism is 
a card giving interesting data. Most of the watches are 
very old, dating back 100 years or more. Immediately be- 
hind the displays is located the watch repairing laboratory. 


4 * 

N the window of the Verne Radcliffe jewelry store, 

Greeley, Colo., recently appeared a toy train, which 
ran through a tunnel, and reappeared on the other side 
of the window. Bridges crossed a stream of colored 
water. There was water falling as in natural surround- 
ings. Strategically placed replicas of a billboard adver- 
tised the fact that with an alarm clock you won’t miss 
your train. Another signboard, over the water fall, 
informed that even the lull of the falling water can’t 
make you sleep so soundly the alarm won’t waken you. 
The window display was planned and built entirely by 
Mr. Radgifte, except the toy train. The object of the 
display aR ay ention to alarm clocks. 
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Many jewelers are concentrating on the 
we offer suggestions that have bees 
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4 A 
OR several years, a middle western jewelry concern 
F has pursued a policy of giving away its old watches 
to children in orphanages and poor young people in the 
city who are unable to purchase up-to-date ones. About 
100 old watches, which come to the store through trade- 
ins, are given away every year. The store mentions this 
frequently in its newspaper advertising, in which it offers 
to take old watches as a trade-in inducement. 
Sd + 
N the desk of William Stromberg, Hollywood, 
Calif,. is a diary next in importance to his check 
book. Each day is a date of importance to a customer 
or member of his family, and Mr. Stromberg remembers 
such events with telegrams of congratulations to the 
men and with telegrams or flowers to the women. Under 
the names of each of his family appear their peculiarities, 
stone preferences, ring sizes, etc. Once each week a list 
of customers having important anniversaries is made up. 
A telephone call refers to the coming event, asking what 
kind of flowers the man’s wife likes, or some similar 
inquiry. The conversation is then worked around to 
suggestions as to adequate gifts. 
4 4 
LBERT C. ARTHUR, San Bernardino, Calif., 
never loses touch with his customers when away on a 
trip. He sees that they get at least one letter. When 
he went to Chicago to a convention he took along 4000 
letters written on Chicago stationery all ready to drop 
in the post office. When he went on his vacation he 
had his letters all ready as if from his employees to 3000 
customers. Each employee sent out letters to a certain 
number the import of the letter being, ‘““The boss is away 
and we are trying to show him that sales do not slump 
when he is gone.” 
4 * 
UPPLYING two municipal golf courses with score 
cards, thus reaching over 3000 potential prospects 
each week, is the effective advertising medium that is 
bringing excellent results for the Kortz-Lee Jewelry Co., 
Denver, Colo. Maintaining close contact with the man- 
agers of these two courses, the store has acquired ex- 


clusive permission for furnishing the cards. On the score. 


cards for one of the courses, the name of the company, 
with a brief advertising appeal, is printed on the cover. 
On the cards for the other course the same message is 
opposite the scoring column. Many golfers keep their 
score cards to have a check on the variance of their 
scores. Each time such a reference is made, the player 
is reminded of the store. 
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the! Problem—How can | increase my sales? . . In presenting the ideas on these pages 
een) found profitable. Try some of them in your store. 








Establishing an institution 
in the midst of the greatest financial depression the Amer- 
ican nation has ever weathered was the undertaking which 
we faced in 1932. We put out to sea when sailing was 
the roughest it had been in the history of any business, 
realizing that our task would be difficult and with very 
few words of encouragement. We started with a small, 
loyal organization—a launching of almost superhuman 
efforts to “Sale On!” That satisfied feeling of security 
which accompanies good times was not ours to enjoy; and 
our chances for success were probably a great deal better 





View of the interior of the new store of Dickason-Girard, Tyler, Texas, showing arrangement of wall and counter show cases 





because of it. Under such conditions, a sort of immunity 
is built up against hard times; so that with the return of 
prosperity, the fighting spirit carries on. 

Perhaps it was the desire to do something definite in 
the effort to rise above the depression which prompted 
us to start a business during such seemingly unfavorable 
conditions. We knew that it would be a long, hard strug- 
gle; but it was an intense relief just to be fighting. Our 
reaction was quite similar to that of the football player 
who has been compelled to watch a game from the side- 
lines and who is at last put in to play. But we realized 
that we must make some unique contribution to the jew- 
elry industry, something more than the well-selected mer- 
chandise which we have always carried, beautifully kept 
and appealingly displayed though it may be. And so we 
have tried to build a reputation for true, friendly, con- 
scientious service and honest representation. 

One of the greatest helps during those first hard months 
was the loyalty and the courtesy shown us by the busi- 
ness men of our city. After opening the store, one of | 
our first checks was written for membership in the Cham- — 
ber of Commerce. In joining this organization, we felt 
that we were in a measure fortifying ourselves against — 
defeat; for the Chamber of Commerce is the real power 
house of the city. It helps in an organized way to do 
things for a community as a whole that an individual 
would be powerless to perform. A yearly payment of 
dues to a “wide-awake” Chamber of Commerce, to our 
mind, is the cheapest expenditure for the goods received 
of any of our disbursements. 

In addition to our membership in the different organi- 
zations of our city, we immediately subscribed to “THE 
Jewevers’ CircuLAR—KeEysTONE.” We have found it 
invaluable. It broadens the scope of the small jeweler, 
teaches him to secure maximum results for advertising 
and other expenditures, aids in training his sales force, 
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By L. S. DICKASON 











and gives him renewed energy for the many daily prob- 


: : 5 ‘IP HE greater the obstacles to overcome, the greater the 
lems he ns forced to meet. The eadeagee thought of _ | i Bm was the philosophy which lay behind the 
cessful jewelers everywhere, its many constructive ideas founding of what is today a successful and thriving jewelry busi- 


for attractive window displays, unique advertisements, ness. We asked L. S. Dickason, Dickason-Girard, Tyler, Texas, 
to tell in his own words how it was done—how, in the face of 


and holiday selling helps to build a greater jewelry busi- the economic conditions of May, 1932, they dared to start a 
ness. jewelry business, and how, since that time, they have been able 
Trade conventions, too, play an important part in its to grow to their present position. This article is the result. 








advancement. ‘There is no jeweler whose experience has 
been so broad but that he can learn much from the excel- 
lent programs which are always there for those who think 
enough of the progress of their business and the industry 
as a whole to attend their meetings. The ideas derived 
will pay big dividends in increased business and greater 
profits. 

One of the most important features of “getting started”’ 
in any business is, of course, learning to buy wisely. The 
quality of every article selected is guarded as though we 
were purchasing it for our own personal use. 

We carry a complete line of fine, standard-make 
watches; and our decision on this phase of buying has 
been fully justified. Our large stock of sterling silver flat 
and hollowware is composed of the finest manufactured 
today. We also carry a complete stock of fine plated 
ware. It is our sincere opinion that the silver industry 
in America can be greatly increased if jewelers will put 
forth a real effort in this part of their business. 

We have quite a few really good gift items; but we 
have no intention of converting our store into a gift shop. 
Too often jewelers have done this and find themselves 
competing with department stores on dollar sales, neglect- 
ing their opportunity to make a success of real jewelry— 
that is, diamonds, watches, silver, china and glassware. 

(Turn to page 61) 
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Modern store front, showing how windows are arranged for excellent display effects 
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Wt are now in the beginning of a new year, carrying with it, I am sure, new 
hopes, dreams and aspirations. Those of us who have felt the sting (and who 
hasn’t?) of the brutal lash of the economic collapse have formed in our minds one 
of three findings—i.e—First, that we are licked; Second, that we are not licked, 
and, Third, as the agnostic would say, “I don’t know.” 

Briefly let me remind you of the accepted truism—As a man thinketh, so is he— 
and, secondly, may I suggest that if you still have faith in the future of this great 
industry of which you are a part, and if you have your health and self-respect you are 
a long way from being licked—nor is the industry anything like licked. 

From time to time we hear the prattle and “blah” of some who would lead us to 
believe that jewelry is passé—that the jewelry business is on its way out—that 
the department stores, drug and hardware stores are usurping the jewelry business. 
Well, to those who believe any such rot, I would say that they are without vision, 
faith or mental equipment to stand off these encroachments that do exist but that 
can be arrested when once the legitimate jeweler realizes that he is in the saddle 
and is dictator of his own craft. 

Let the Retail Jeweler realize that the Retailing Wholesaler is one of his com- 
petitors, and an unfair one at that, and he will cast him out and stay away from him 
even if he is baited with a few cents off on some particular number. 

It’s disheartening to those who have striven to build up the industry to hear some 
jewelers denouncing the practice of wholesale retailing and then see them meekly 
walking in and handing them their business. It’s been very discouraging to those 
wholesalers who have conscientiously upheld the high ideals of merchandising in 
refusing to enter into competition with their retail accounts only to see the retailers 
whom they were protecting give their business to the very operators who were selling 
in their own bailiwick to a gullible public that thought they were detouring the 
retail jeweler—saving money. 

The second plank in the platform of THE JEWELERS’ CIRCULAR-KEYSTONE states 
very clearly our position on that score. With your cooperation, WE CAN AND 
WILL WIN. 

Now a word regarding competition from without. 

Some of the cleverest minds in the merchandising field are responsible for the addi- 
tion of jewelry departments in drug, notion, hardware and department stores. 

Naturally the first question to ask ourselves is, “Why do they want to go into the 
jewelry business?” The composite answer I give you first handed, as told me by 
scores of these operators, is this—Because it’s a darned good business—It’s an all 
year round business (Get that!)—-Because it’s profitable—and last but not least, 
it offers unusual opportunities for new merchandising methods. 

The small store can be to all intents and purposes just as attractive as the larger 
store and your sales technique just as fine—if you study their methods and build a 
reputation on standard, trademarked and known merchandise. 

Not how cheap but how good. 

Not quantity but quality, commensurate with the price. 

Not cluttered windows but studied windows that attract, charm and sell. 

Not trailing but leading. 

Not worrying about the competition of others but rather the competition within 
ourselves. 


The intelligent, smart and aggressive jeweler is here to stay. hh. 
Koh. 


Vice-President. 


i. AP D. 
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Good Sellers 


for birthdays and anniversaries 





NOW is the time to re-stock your best selling 
men’s gifts—belt buckles, tie clasps, and collar 
clasps. Birthdays and anniversaries happen 
every day, and Easter isn’t far off. 

To your customers who want the kind of a 
gift that men “buy for themselves,” suggest the 
smart new Wadsworth men’s sets. Point out 
the graceful beauty of the tie clasps . . . the 
delicate engraving of the belt buckles . . . the 
patented non-slip feature of the collar clasps. 
Remind your customers, too, that Wadsworth 
accessories are made of hardened Sterling 
Silver—more resilient than any other Sterling 
now in use. 


The Wadsworth Watch Case Company, In- 
corporated, Dayton, Kentucky. Offices: New 
York, 20 W. 47th Street; San Francisco, 150 
Post Street; Chicago, 35 E. Wacker Drive. 


Aceessories for men 





Center: Matched buckle and tie clasp set, in fine 
satin-lined gift box. Price to the consumer, $6.50; 


in Natural Yellow Gold Filled, $9.00. 


Bottom: Smart Sterling silver belt buckles. Price to 
the consumer, $5.00; in Natural Yellow Gold Filled, 
$6.75. 


Right: The newly designed Wadsworth tie clasps are 


long and graceful. Price to the consumer, $1.50. 


Left: Wadsworth collar clasps incorporate a patented 


non-slip feature. Price to the consumer, $1.00. 
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for 
Valentines— 
Easter— 
Mothers Day— 
Graduations— 


will solve the problem for many who are in doubt 
as to what to give to Mother, Sister, Daughter, 
or Sweetheart. 


In your windows and in your advertising, feature 
MIKIMOTO PEARLS—Cultivated. Their beauty, 


lustre, sheen, create that pride of possession de- 





The Gem of the Ocean— 


Weddings— 
Five Splendid Selling Opportunities 


P EAR LS 


If you cannot personally visit our New York, Chicago 
or Los Angeles Office, we invite your inquiry by mail. 

















sired by so many women who appreciate beauty. 





The most exacting care in matching and gradu- 
ating assures you strings of MIKIMOTO Pearls 
Cultivated that are flawless in hue, texture and 
lustre, and symmetrical in shape—the main qual- 
ities for which Oriental Pearls are highly prized. 




















By Warrant of Appointment 
to Their Majesties 
of Japan 





K. Mikimoto 


New York Office: 551 Fifth Avenue 
Los Angeles Office: 649 South Olive St. 
Chicago Office: 55 E. Washington St. 


HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 
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Consider Gems As a Good Investment 


Possibilities of Staple Value in Diamonds and Precious Stones Analyzed 
by Research Bureau in a Confidential Report to Subscribers 


Te argument so 
often used in the jewelry trade as to the “investment” 
quality to be found in fine gems has been badly hurt by the 
conditions that have followed the gem market in the last 
four or five years, but the subject is most important both 
for the trade and public in view of the recognition of the 
economic importance of merchandise as a fundamental 
basis of wealth. Despite the drop in the price of gems 
during the depression, they, nevertheless, did have an 
important quality as an investment, provided people under- 
stood what was meant by the word, and particularly the 
fact that gems bought at retail carried several profits 
which must be taken off immediately in an attempt at 
selling them in the wholesale or importing market. They 
were not like bonds which have the same price to the 
investor of one share as to those who bought a large block. 
Nevertheless, the *actual drop in the value of fine gems 
between 1929 and the present price this year is not as 
large as the drop in the value of stocks of many fine pro- 
ducing concerns or transportation or public utilities. 

With the increase in value of gems throughout the 
world, the economists and business experts are again look- 
ing carefully into the value of gems as a means of solid 
investment and the reports that are being brought to the 
public should do much to increase the interest of every- 
one in the idea that gems are again a “good buy.” One of 
these recent reports that was issued last month by the 
International Economic Research Bureau of New York, 
as a confidential bulletin to their subscribers, took up the 
subject under the title, “The Investment Possibilities of 
Rare Stones,” and gave a survey of the situation in a way 
that will interest jewelers as well as the public on account 
of the facts brought out and the principles elucidated. 

The report of the International Economic Research 
Bureau (which is affiliated with the Canadian Economic 
Research Bureau) should be read carefully by gem im- 
porters as well as wholesale and retail distributors, all of 
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whom can benefit by spreading the information before 
buyers within the trade and with the public generally. 
The report reads in part: 

THE INVESTMENT POSSIBILITIES IN RARE STONES 


“We have been asked by a number of clients as to the 
Bureau’s opinion regarding the investment possibilities in this 
field, during the current period of monetary instability. It 
would, perhaps, be well to state in the first place that it is 
doubtful if there is any such thing as a real investment at this 
time—that is, a place where one can invest capital and be 
certain of the complete safety of the principal at a given future 
date. One must concern oneself, then, in this period of inter- 
national insolvency, with those fields for ‘investment’ which 
may not offer complete safety, but which possess less elements 
of risk than many fields where capital is employed normally in 
peace times. 

“The general public has long believed that rare stones—par- 
ticularly diamonds—were an excellent investment. Before going 
into the subject one must first recognize that diamonds and 
other rare stones are normally purchased by the public through 
retail stores enjoying a mark-up which averages 50 per cent. 
With this situation existing, it is obvious that a great deprecia- 
tion is immediately suffered by the buyer upon completion of 
the purchase, so that great losses have to be suffered when 
resale is necessary within a short time after purchase. The 
fact is, however, that for a generation prior to 1920 the whole- 
sale price of diamonds continued so steadily upward that in 
a great many cases it had caught up with the prices paid at 
retail by many owners—making it possible temporarily to real- 
ize in cash the entire amount previously paid for the stones. 

“We can best understand what was taking place during this 
period and appreciate also the relative deflation in diamonds 
and other rare stones (as compared, for instance, with securities 
and real estate) by studying the following table of retail prices 
of the four most important rare stones, which we give below: 


RETAIL PRICES OF RARE STONES 
(One-carat gems—good quality—cut, not mounted) 


1880 1890 1900 1910 1920 1930 1934 


Emerald .... $150 $175 $250 $550 $800 $650 $550 + 10% tax 
Diamond ..... 125 125 175 275 750 500 550+ 10% tax 
WO wesw ee 75 75 100 200 300 300 250+ 10% tax 
Sapphine .... 75 75 75 150 250 200 175 + 10% tax 


(Turn to page 62) 
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Established 1866 


Lah Kohnd 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





Cutting Works: Antwerp—48 Rue Simons 


Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 
































SAPPHIRES 
Emerald Cut and Marquise 


DIAMONDS 


Rubies, Emeralds, Pearls, 
Cat’s Eyes, Sapphires 





A choice selection of the 
finest Star Sapphires — set 
in rings for men and 
women; also in cuff links. 













We have a large stock of Precious 
Stones, both mounted and unmounted, 
from which to make your selection. 
Let us cooperate with you on your 
special calls. 


JEROME 
©) RICHHEIMER 


608 Fifth Avenue 
New York 
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Modernistic Jewelry Designs for 1935 


In preparing these designs particular attention has been paid 
to the general modernistic trend in arts and crafts. This is the 
second of a series of new designs being executed by Christian A. 
Jakobb, instructor in the class of jewelry design at Mechanics In- 


stitute, New York, for THE JEWELERS' CIRCULAR-KEYSTONE. 
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Fifteen special items of good quality, genuine zircon jewelry in 14kt. gold. 
We have the most extensive line of zircon jewelry of every description, such as 
pendants, rings, earrings, chokers, necklaces and clips in 14kt. gold and plati- 
num—excellent workmanship—advantageous prices. 

The largest assortment of loose zircons, all sizes and colors; from 
medium qualities to the finest gems. 


- BEST 
VALUES 





STAR SAPPHIRES, CATSEYES 
Loose and mounted, all qualities, sizes up to 150 Carats. 


ORIENTAL SAPPHIRES, STAR RUBIES, SOUTH SEA CULTIVATED PEARLS 


PAPAZIAN BROTHERS, INC. 


Direct Importers of Precious St » and Culti d Pearls 


580 FIFTH AVE., NEW YORK 


Branch Offices: Antwerp, Colombo, Bangkok, Shanghai, Kobe, Singapore 














WHAT'S IT WORTH TO YOU— 


To order your stone requirements from a house with an 
established reputation for 35 years — a house whose every 
motive is accompanied with a desire to serve its trade satis- 
factorily—a house that carries the largest and most compre- 
hensive stone stock in America? 


What's it worth to you? 





DIAMONDS — PEARLS — PRECIOUS — SYNTHETIC 
IMITATION STONES AND NIPPON CULTIVATED PEARLS 


S. NATHAN & CO., INc. 


IMPORTERS AND CUTTERS 


71-73 NASSAU STREET NEW YORK 5 
eS Oly | 
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continues: 


(Continued from the January Issue) 


Miscellaneous producers—Due to low diamond prices many 
petsons have turned to gold mining; in consequence, British 
Guiana’s diamond production was small in 1933. The colony 
has built a road into the Potaro River and is to build a branch 
therefrom to the Mazaruni field. State aid is being given to 
some of the gold and diamond miners. 

“Gemstones” (Imperial Institute, London, 1933) gives the 
following estimates of Brazil’s diamond production: 


Low grade 


Gem Carbonado 
Year (carats) pot (carats) 
| ES ere re 65,000 100,000 25,000 
Se Mi a's noise ph iw Bia de ence 50,000 75,000 19,000 
ule iad 8s bake eh Cee RES 45,000 70,000 17,500 
rrr rrr 30,000 50,000 10,000 
RE Sagar krals-a wa er Rae le oe 15,000 19,000 3,000 


Matto Grosso and Goyaz were the principal producers, fol- 
lowed by Bahia, Minas Geraes, and Parana. The 1933 produc- 
tion probably did not exceed that in 1932. In September, 1933, 
it was rumored that stones of extraordinary size, said to be dia- 
monds, had been found recently near the headwaters of the 
Saobento River, Minas Geraes. One was said to weigh 2700 
carats and another 400 carats, and five other large stones 
were reported. 


Diamonds were first found in Sierra Leone by members of the 
Colonial Geological Survey in 1930. They occur in the gravel 
























Photo by R. I. Nesmith and Associates 
View of surface of Wesselton Mine 
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PRECIOUS and SEMIPRECIOUS 
STONES IN 1933* 


BY SYDNEY H. BALL, for Bureau of Mines 


*Epitor’s Note—The Minerals Yearbook, 1934, of the United States Bureau 
of Mines containing the chapter on Precious and Semiprecious Stones writ- 
ten by Sydney H. Ball of the engineering firm of Rogers, Mayer & Ball, 
of New York has been issued. THe JEweELers’ Circurar in June of this 
year published a short advance summary of Mr. Ball’s report prepared for 
the New York Times. In September further details of the report were given 
out by the Mineral Statistics Division of the Government. This summary 
was also published in THE JEWELERS’ CircuLar. The second installment of 
Y this report, published in the January issue of THe JEweEters’ CrrcuLar- 

KEYSTONE, gave further details of the 1933 world production. The report 


SYDNEY H. BALL 


of Kenya River and in the Kono district near the French Guinea 
border. Prospecting was begun in 1931 by the Consolidated 
African Selection Trust, the principal producer on the Gold 
Coast. Late in 1932 the company applied for a mining lease 
on 252 acres, and in 1933 the colonial government announced 
that an agreement providing for exploitation of the diamond 
deposits and marketing of the product was to be signed with 
the company. The colony is to participate in the profits of this 
monopoly. Consolidated will form a separate company to work 
the Sierra Leone deposits. The first stones, which are of ex- 
cellent quality and good size, were exported in October, 1932. 
Exports in 1932 amounted to 749 carats valued at £1,565 or 
£2 1s. 10d. per carat. The 1933 production was 32,017 carats 
worth some £82,000 or about 53s. per carat. The production 
for the first nine months came from Shongbo, but in September 
a second deposit was opened up. An average of about 125 
men was employed in prospecting. 

The 1933 production of Tanganyika Territory, a declining 
producer, was about 1250 carats valued at about £2,730. The 
principal production has come from the Mabuki gravel deposit. 
Kimberlite occurs near Mabuki and in the Shinyanga districts 
some 60 miles to the south, and of the 20 known occurrences some 
are slightly diamondiferous. The colony’s total production has 
been about 100,000 carats, the largest stone weighing 92.5 
carats. The principal producer has been the Tanganyika Dia- 
monds, Ltd., which more recently has turned to gold mining. 

The first diamond in French Equatorial Africa was found 
in 1915 near Ippy in the Oubangui-Chari region, but the dis- 
covery was unimportant. In 1928, however, a geologist of the 
Compagnie Equatoriale de Mines found somewhat more im- 
portant deposits north of Bria’. Other reports suggest that the 
deposits owned by the Equatoriale or its subsidiaries are of 
small yardage and not of high content. In 1930 washing tests 
were begun, and in 1931 diamonds were removed in prospect- 
ing. Production has been as follows: 1930, 34 carats; 1931, 
1260 carats; and 1932, 1644 carats. French official sources report 
that due to low prices the mines were shut down in 1932. The 
stones are of good quality, averaging about one-fifth carat 
each. The stones now found in the stream gravels were com- 
ponents of a conglomerate lens in sandstone, resembling the 
Congo Lubilash formation. The original source of the diamond 
is unknown, but Dr. Polinard considers its derivation from a 
basic igneous rock improbable. The geologic, although not the 
commercial, similarity to the Kasai (Belgian Congo) deposits 





1 Middleton, J. L.. Diamonds in Equatorial Africa: Eng. and Min. 
Jour., May, 1932, p. 285. 

























is striking. Other stones are reported to have been found in 
French Equatorial Africa about 120 miles farther north. 

Diamonds have been reported to exist on the Ivory Coast. A 
small stone or stones have been found in the Kakamega gold 
field, Kenya. 

India, once the premier diamond producer of the world, now 
has a production of only about 675 carats a year. In 1931 it 
produced 639 carats, worth £2,569 (80s. 5d. per carat), and 
in 1932, 1254 carats. For some time the Penna State, central 
India, has been the principal producer. India now imports a 
considerable quantity of diamonds, recent imports being as 
follows: 


RCA <6 ok psa bas hh ease Okie eed w bee biG Sale le'g Se'eeaere £654,259 
Ee tn has eee tir planiswscs airs Swine o4aseuoesee 69.5 654,413 
Msi Soi ss eae aa oh aibne euip disiaire aioe sles oulso eas ea hee 377,936 
| DENS OS ae ee Oe ene ee ee 304,529 
MT ena Cs UL Rast ciclo s eh Go 4% oi vs 650 ok ou awe 54% 428,855 


Borneo, once an important diamond producer, still furnishes 
a few stones, and its cutting industry imports a fair quantity of 
rough stones from South Africa. During the past 10 years its 
production has averaged about 460 carats. The 1931 production 
was 294 carats worth £1,663 (113s. per carat) and that of 
1932, 274 carats. 

New South Wales in 1930 produced 677 carats (worth £714) ; 
in 1931, 725 carats (worth £694); and in 1932, 251 carats 
(worth £252). The price, about 20 shillings per carat, does 
not indicate very fine stones. 

Rhodesia had produced from the year of discovery, 1903, to 
Dec. 31, 1933, some 15,781 carats, worth £75,253. In 1932 
and 1933 there was no production, and the only commercial 
deposit, Samabula Forest, appears to be about exhausted. 

Production from near Murfreesboro, Ark., United States 
of America, was about 300 carats of diamonds and bort in 
1932. The mines were not operating in 1933. 

Venezuela presumably produced a few hundred carats of 
diamonds in 1933 from the region contiguous with British 
Guiana. 

Industrial diamonds—The demand for diamonds for in- 
dustrial purposes is a good barometer of business activity, 


and the increased sales in 1933, first noted in Germany and 
later in America and England, indicate world revival of 
business. There is a scarcity of industrial stones, as the 
South African pipe mines are shut down and Brazilian car. 
bonado production was only one-third of normal. Demand 
became good in March and continued rather strong through- 
out the year, with shortages in better grades. 

Imports of industrial diamonds into the United States dur- 
ing the past eight years are given in the following table. 
The price per carat has fallen from 1929 to date due to the 
larger imports of very small and hence low-priced, off-color 
gem stones for diamond drilling. 

Industrial diamonds imported into the United States, 1926-331 


Value per 

Year Carats Value com" 

(ORG oo oc dices e Kn eae 41,475 $1,939,735 $46.77 
Es coc aniienccauceen 34,645 2,149,912 62.06 
ae ores rae eeeaa 38,342 2,756,895 71.90 
ME oh :kh es havea eae eee 46,901 4,060,577 86.58 
| Ghatisenapigarsenaty aes '« 145,958 2,756,630 18.89 
DRED 8. sapigee.s se. bele es ae 224,970 2,400,879 10.67 
OS he oko ges 163,704 1,061,823 6.48 
SES icin cress cease eee 258,300 1,246,748 4.83 


1Includes glaziers’, engravers’, and miners’ diamonds. 


Several’ makers of oil-burning furnaces find the best pos- 
sible atomizer is a diamond with a hole bored in it. Ordi- 
nary nozzles have a short life, but even without resetting a 
diamond nozzle will last five years. In laboratory tests under 
high temperature, oil charged with carborundum and con- 
taining 1 per cent sulphuric acid was forced under pressure 
through the orifice in the diamond. Such a test, together with 
the fact that diamond tools are used in truing carborundum 
wheels, shows the great difference in hardness of the two 
substances. The diamonds used are off-color gem_ stones, 
and holes in them are generally from 0.013 to 0.0025 inch in 
diameter. As several important makers of oil burners have 
standardized on such nozzles, and as about one family in 
30 in the United States has an oil burner, the quantity of 
industrial diamonds likely to be consumed in this new use 
may be large. 

(To be continucd) 








Mrs. Polly Pettit, 
Director, Retail 
Display Service. 


A Partial List 
of Subscribers 
Coleman E. Adler & Sons, 
New Orleans, La. 
Henry Birks & Sons, Ltd., 
Montreal, Can. 
George T. Brodnax & Co., 
Memphis, Tenn. 
Bromberg & Company, 
Birmingham, Ala. 
Cc. B. Brown & Company, 
Omaha, Neb. 
Milton A. Fuller, Inc., 
Jacksonville, -Fla. 
Norman Hascall & Sons, Inc., 
Toledo, Ohio. 
Hewett-Smith Company, 
Brockton, Mass. 
Maier & Berkele, Inc., 
Atlanta, Ga. 
Shreve, Treat & Eacret, 
San Francisco, Calif. 
Tilden-Thurber, Inc., 
Providence, Rhode Island 


Wright-Kay & Company, 
Detroit, Mich. 


originated by her. 





You Are Paying for Your Windows... 
Are Your Windows Paying You? 


HETHER your windows attract one customer a day or one a 
minute, they cost you the same rent. 


Your windows are the one advertisement you pay for every day of the 
year whether they sell goods or not. They are the “face” of your store— 
your reputation largely depends upon them. 


Retail Display Service is assisting jewelers, from San Francisco to 
Brockton, Mass., to make larger profits from their windows. It can do 
the same for you. It will show you how to get full value out of your 
window space. It will tell you how to arrange weekly or monthly win- 
dow displays that will STOP the passers-by and bring them into your 
store. Its display ideas will help build your reputation as the smartest 
jeweler in town and attract the highest type of customer. 


Mrs. Polly Pettit is Director of Retail Display Service. All ideas are 








Membership brings you six specific advantages, including the exclusive 
use of the Service in your town. Write for particulars today. 


RETAIL DISPLAY SERVICE 


ROCKEFELLER CENTER, 


1250 SIXTH AVENUE, NEW YORK CITY 
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They Ventured—And Won 
(From page 51) 

We carry about 20 open stock patterns in Bavarian 
and English bone china. By concentrating on a few well- 
selected patterns, we believe that more china can be sold 
than by having a small stock of a number of designs. Our 
china is displayed along with sterling silver and rock 
crystal on a table set to appeal to the hostess from an 
artistic viewpoint. <A table set before the purchaser’s eyes 
is within itself a suggestion to make her table equally as 
lovely. 

Crystal stemware is carried by our store in about 20 
patterns of wide price range, from the simplest to the 
most elaborate of old rock crystal. This type of mer- 
chandise is displayed, like the chinaware, in wall cases 
with mirror back to enhance its beauty by reflection. 

In selling diamonds for a wedding, too many sales- 
men are so happy to make this sale that they forget that 
every purchaser of an engagement and wedding ring is 
naturally interested in silver, china and glassware. The 
power of suggestion is the most vital point in selling the 
maximum amount to a customer. Often he has no idea 
of making a particular purchase until the suggestion is 
made; and this art is one of the greatest forces in the 
retail jewelry business. 

We once had the experience of selling an engagement 
ring to a man and suggested after closing the sale that 
he should have sterling silver. He made the statement 
that only the day before he had purchased what he thought 
was a service in sterling, having paid eighteen or nineteen 
dollars for same. After explaining to him that he could 


not secure sterling silver at this price and that he re- 
ceived only a plated set, he selected about $300 worth of 
sterling silver and agreed to keep the plated set for every- 
day use. The person who made the first silver sale got 
so near that he “‘couldn’t see the forest for the trees.” 

Diamonds constitute the greater portion of our busi- 
ness; the question of why this is true is easily answered 
by our slogan, “You can buy with confidence at Dicka- 
SON-GIRARD.”” Some customers wil! buy silver, watches, 
and other items because of the name of the maker, but 
diamonds are bought on confidence alone. The diamonds 
which we sell range from very small stones up to four 
or five carats; but regardless of size of the diamond sold, 
every customer receives the utmost consideration. Every 
customer is served with the idea in mind of creating other 
business through his recommendation of our unusual 
courtesy and service. In other words, our first thought 
is to uphold the confidence which our customers place 
in us by coming into our store. We feel that another 
reason why diamonds constitute such a large portion of 
our business is because they are marked with a fair profit 
and that price maintained to the customer. 

In showing a diamond, the first thing which we tell 
a customer is whether or not it is perfect. If imperfect, 
we say so immediately without giving him a chance to 
ask. In this way, we gain his confidence, and working 
on this as a crude foundation, step by step we build each 
lovely feature until we have the finished work, a beau- 
tiful picture which will remain in his mind because it is 
a truthful representation of the merchandise. We place 
less emphasis on price and more upon quality and service. 





Fancy Cut 


DIAMONDS 


in all 
sizes 


SOUTH AFRICA 
76 CHURCH ST. 
KIMBERLEY 


ANTWERP 
76 RUE DU PELICAN 





LOUIS GURFEIN & SON 


2 West 46th St. 


AMSTERDAM 
2 TULPSTRAAT 


New York, N. Y. 
Tel. MEdallion 3-4822 4823 


Direct Importers and Cutters of 
Fancy Shaped and Round Diamonds 
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WHAT OTHER JEWELERS 
ARE DOING 


Outstanding jewelers everywhere, if not 
themselves, in some manner, preparing as 
CERTIFIED GEMOLOGISTS are now en- 
rolling their sons, daughters, or young as- 
sistants in our three year C. G. courses. 
They know that these courses contain the new scientific 
knowledge, now a competitive necessity in the trade, plus 
much practical knowledge which would otherwise be 


obtained only at a much greater cost by long experience 
and mistakes. 








Also scores of prominent, busy and experienced jewelers 
—many over 60 years of age—are enrolled and enthusi- 
astic about the extraordinary results obtained. 


Write for information and students in your region. 


Gemological Institute of America 


3511 West 6th Street 
Los Angeles, California © 




















GENUINE 


ZIRCONS 


WHITE - BLUE -RED - BROWN 
Round and Emerald Cut 
Shipments to distant points via Air Mail 


JAMES A. DRILLING CO., 87 Nassau St.,N. Y. 








WATCH STRAPS 


to meet every requirement 
UNEXCELLED WORKMANSHIP AND QUALITY 
PRICED TO SELL PROFITABLY 


WE S1CO haiesecsmeermaenmid QUALITY 
WESTERMAN MFG. CO. 1°6;14°.W. 2's 8t- 














INTRODUCTION TO THE 


THEORY OF SPECTACLES 


By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 


THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 











Consider Gems as Good Investment 
(From page 55) 

“Considering retail prices alone, there are few fields that 
have shown greater stability than that demonstrated by the 
above figures on rare stone prices. We are convinced from our 
study of the international market that the low point of the 
depression has been passed both in retail and wholesale prices 
and that considerably higher prices for rare stones will be seen 
during the next few years. In bringing these higher prices the 
Far East is playing—and in our opinion will continue to play— 
a very important part through greatly increased demands from 
this section of the world. 

“Few appreciate that one of the most important forces in 
enabling English financial markets to stage such a recovery was 
England’s ability to drain several hundred millions in gold 
from the Indian market following England’s departure from 
gold in the Fall of 1931. Not only has the Far East disposed 
of this enormous quantity of gold in the London market but it 
has also been drained of a great quantity of silver through the 
monetary policies of the United States and other countries, 

“In our studies of the rare stone markets we find distinct 
evidence that the business men and nobility of India are using 
a considerable part of the proceeds of these metal sales to 
increase their accumulations of rare stones. For example, while 
normally India is not a large buyer of diamonds in the London 
market, the increase in her purchases there in recent months 
can only be described as phenomenal. During September and 
October the sales of the London Diamond Syndicate to Indian 
purchasers were the largest in peace-time history. Not only is 
this true but our reports indicate the rare stone merchants in 
India are refusing all offers for rubies, sapphires and pearls at 
prices well above those accepted a year ago. 

“For a number of reasons from 40 to 60 per cent of the 
wealth of the ruling classes of India has long been carried in 
precious gems-—and one wonders whether over a period of time 
it has not proved a safer investment for capital than the 
mediums used by the Western world. Because of the lack of 
a strong system of banks throughout India and Central Asia, 
it is natural that one should expect this policy of investment of 
large sums of capital in rare stones to be continued for many 
years to come. Using simple, everyday arithmetic, the princes 
of India have seen the Western world increasing gold prices 
in the last few years by some 70 per cent and silver prices by 
over 100 per cent. Rare stones, on the other hand, have shown 
but a modest increase in price—in fact, it is possible to pur- 
chase from existing owners rare stones at very low prices in 
the American market at the present. time. It is obvious, then, 
that it is good business for the wealth of India to trade gold 
and silver at such high prices for rare stones that are still sell- 
ing at depression levels. 

“We have, then, the higher prices for the rare metals acting 
as a great economic leverage in forcing a continued bull 
market in the prices for rare stones. We find from our studies 
that the greatest demand is centering in the colored stones, 
there being a very short supply of rubies and supphires—rubies 
being especially favored and much in demand. * * * 

“Not only is the demand increasing for rare stones in the 
great markets of India but there has been also a remarkable 
improvement in the retail sales of rare stones in London. 

“During a period of monetary instability and excessive taxa- 
tion, governments find it far easier to tax wealth in the form 
of shares, real estate and business ownership than they do 
personal wealth such as rare stones and paintings. Not only“is 
this true but there are few commodities during a period of 
rising prices whose production cannot be increased much more 
readily than can the production of rare stones. Whereas an 
increase of 100 per cent in the price of baser metals would 
undoubtedly result in a flood of new production, this cannot be 
said to hold true of the vast majority of rare stones. Naturally, 
diamonds are by far the best investment of all gems, for they 
are the staple of staples in this industry. We believe from our 
studies that it is advisable for clients to invest a moderate part 
of their capital in the rare stone market at this time. We 
recommend that where such a decision is reached, that the most 
responsible merchants be selected and an arrangement made 
with the merchant to purchase not on a straight retail basis but 
rather on an investment basis, giving the merchant a commis- 
sion to act as agent in the wholesale market.” 
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Do Your Customers Need Credit? 


(From page 41) 
would not interest most of them at all. If any of you 
doubt this—just ask a few of them. 

On a diamond purchase this indifference to the “easy 
terms” appeal would be even more marked because here 
the question of value would be raised. If a man were to 
buy a $200 ring from a credit house he would pay about 
$40 down and $14.a month. You could give him a better 
stone in a finer mounting for $150 or less. He realizes 
this in a vague sort of way and would arrange his finances 
so he could handle the purchase within three months. 

Your appeal to this man is a quality appeal. He is 
proud to have an article which came from Blank & Co. 
and grateful for the charge account privilege. On the 
other hand, the appeal of a credit house to this man is 
entirely an “easy terms” appeal which he instinctively 
resents. 

It might develop that four months or even five months 
time would be all right on a large purchase running well 
up into three figures. But it would be best to limit the 
time to 90 days in most cases and turn down business if 
necessary in order to stick to this rule. This would 
enable you to build up a well-defined, distinct impression 
of your plan in the public’s mind that would be entirely 
foreign to any form of installment business. 

Now, just a word as to the details of operation of 
such a plan. It really would be quite simple. You would 
need a good credit man with practical installment jewelry 
experience, and with the education and background nec- 
essary to fit into the atmosphere of your store. A man 
whose experience consisted mainly of checking open 
charge accounts would not be suitable at all, because the 
problems presented by this plan would require a man 
trained in passing credit on people living on a weekly 
salary or wage. Otherwise good business would be lost 
and a lot of bad business would be accepted. 

One good credit man could handle all the interview- 
ing, investigating, and collection work during eleven 
months of the year. He would need help at Christmas. 
As far as collection problems are concerned, they would 
not be serious if proper selection of risks were made. 
Your ultimate losses would be insignificant. 

As for the volume of business to be expected, that 
would depend on you. ‘The safest and surest way of 
developing this idea would be to put it into effect in 


January and feel your way along. Sacrifice immediate 


volume with the idea of building up gradually. 

In summing up this proposal, I realize that the presen- 
tation of such an idea in a short article is necessarily 
cursory and incomplete. I make no pretense of having 
covered the subject adequately. My main desire was to 
“hit the high spots” so that you would see the plan as a 
whole, as presented by an installment man who has had 
practical experience in every branch of the credit jewelry 
business. 

I wish to add that this article was prepared at the 
suggestion of THE JEWELERS’ CiRCULAR-KEYSTONE as 

-an appeal to any well-established jeweler who sees the 
need for such a plan in his store, and who wishes to 
reach a man with the background and experience neces- 
sary to install and develop the idea properly. 
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Mr. Leveridge has returned 


RS 


from Europe with a personally 


selected new stock. 


Call upon us for fine 
BAGUETTES, FANCIES and 
MELEES at attractive prices, 
and for PROMPT, EXPERT 
SERVICE. 
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AD Severidge. 


22 WEST 48 STREET 
NEW YORK 


Telephone: MEdallion 3-0642 
AMSTERDAM ANTWERP 






PARIS 





Increase Business 
By Superior Knowledge 


Study courses for merchants by mail in 
(1) Gems, Metals and Jewelry; 

(2) Modern Salesmanship of Quality Merchan- 
dise, and (3) Window Display (including 26 
different displays), are preparing hundreds of 
retail jewelers for an examination for use of 
this title on their windows— 





GRADUATE MEMBER 
AMERICAN GEM SOCIETY 


REGISTERED JEWELER 1935 











This title lifts them above ordinary competition. Ethical 
references are necessary for enrollments in these courses, 
and after completion yearly re-registration depends 
upon ethical conduct. 


Write today for details and names of students and Grad- 
uate Members in your Region. 


AMERICAN GEM SOCIETY 
955 So. Alexandria Los Angeles, California 
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ntroducing 





Christina 56-piece set for six, $127.75 up to 110-piece service for twelve, $250.75 





The Viking Chest 


Cardinal-red lacquered wood. Lined throughout 
with black, anti-tarnish velveteen, edged with 
champagne yellow. Its form, color and adorn- 
ment are authentic in the Norwegian provincial 
influence. 
Christina viking chests are built in such a flexi- 
ble, yet compact, arrangement that services from 
modest 26-piece starting sets to most complete 
110-piece flatware services are easily accommo- 
dated. Value of chest alone, $12 (retail). 
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... newest 
pattern in 


STERLING 


It has real distinction. It is authentic in 
Norwegian provincial influence. It 
smartly modern in its simplicity and 
strength of design. Its outstanding beauty 
will make a direct appeal to your cus- 
tomers. | 


Next month we will announce this latest 
Gorham pattern to hundreds of thousands 
of prospective sterling buyers through 
such high class national magazines as 
Vogue and Harper's Bazaar. 


Thousands of these prospects are right in 
your territory. Be ready to show them 
Christina. Display it. . . tie-up with our 
cooperation .. . get its full benefit! 


Lhe GORHAM Company 
Qoridena, Kode Laland-- siNck 183) 


6 W. 48th St., New York City 
10 S. Wabash Ave., Chicago 
140 Geary St., San Francisco 


AMERICA’S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED 
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Every Piece o 


Silver a Valentine 


‘Bhs jeweler who is 


foresighted enough to attract the attention of the young 
folk of his community at graduation time and at en- 
gagement and wedding time will realize that Valentine’s 
Day may be made the occasion for a special window dis- 
play of great charm and appeal. It is also the opportunity 
for the jeweler to display his silverware, for a gift of 
silver is a perfect one for this day of sweetheart giving. 

It is a day of youthful romance, of lacy red _heart- 
bedecked cards, of parties and gifts. Polly Pettit, dis- 
play manager of Black, Starr & Frost-Gorham, Inc., 
New York, declares that St. Valentine’s Day with its 
flowers and paper hearts and lacy cards, its appeal to 


youth and lovers lends itself admirably to the jeweler’s 


shop window. Valentine’s Day can be used as the means 
to attract many people for it is a happy holiday. 

A great many jewelers have discovered that giving 
their window displays and newspaper advertisements over 
to moderately priced merchandise has brought persons 
into the store who would never venture to enter when 
the. windows and the advertisements offered only the very 
expensive precious stone jewelry and high priced silver- 
ware. A Valentine’s Day window display of low priced 
gifts suitable for “him” to give to “her” and for “her” to 
give to “him” will very likely draw new trade. 

By the simple expedient of cutting out heavy pink paper 
hearts, and attaching a heart by means of a ribbon to each 
silver piece, you convey at once the impression that your 
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As told to 
LILLIAN GOODMAN 


By 
POLLY PETTIT 


In 


silver makes an acceptable gift for Valentine’s Day. 
the center against a plain background is a large pink 
paper heart with a lace paper edge. 

Attached to the center of the heart are artificial flowers 
—two or three pink roses and two sprays of blue del- 
phinium. Tie the flower stems together with a bow of 
silver ribbon. Above the heart is a blue paper cut-out bow 
knot. 

Each piece of silver in the window has a heart attached. 
The means for accomplishing this is shown in the 
diagram above. Use heavy paper or light-weight card- 
board. Cut the heart in two places to allow pink or blue 
ribbon to be drawn through. Place the piece of silver 
in front of the heart or on top of the heart, as the case 
may be, and tie the ribbon in a bow-knot around the 
piece of silver. 

Hearts should vary in size, of course, depending upon 
the size of the piece of silver> Add as many more pieces 
as you have room for, but be sure to maintain the line of 
direction as indicated in the sketch. Scatter small pink 
hearts as shown. Red may be used instead of pink, but 
pink has come to be accepted as the color for Valentine’s 
Day. 














WALLACE CELEBRATES ITS 
100th ANNIVERSARY with 


GREAT NEW MERCHANDISING IDEAS 
in Silverplate 


Backed by a nation-wide consumer advertising campaign in lead- 
ing mass and women’s magazines. 


Ladies’ Home Journal 
Better Homes and Gardens 
American Home 


[st 


An entirely different, gorgeous, new pattern . . . Instead of 
readapting something done a score of times, we went to one 
who is acknowledged as the most successful of all of the 
famous industrial designers, and said, ‘““We want something 
different—but we must have it in perfect taste.” He created 
for us a really new, smart pattern—a pattern which to us 
seemed to deserve but one name 


INTRODUCTORY PRICE 
BASIS $5.00 DOZEN 


FOR TEA SPOONS 


—will not be continued in force after June 15, 1935. 
Compare this value . . . with similar quality elsewhere. 


Wallace Silver Shod®.... 


©Substantial discs of Sotip Sivek are set into the base metal 
at backs of handles, bowls and tines of most used pieces... 
It is heavily electroplated all over. It is plated even heavier 
than quadruple or XXXX plate . . . which is the legal stand- 
ard adopted by the silverware manufacturing industry for 
the highest quality family plate. 
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7/ PIECES of.... 

| 2 nd A NEW NOTE! Sparkling Silver: } 
| | | blate all you need 

The popularity of the Buffet Supper can’t be denied... . 


its appeal is growing . . . but no silverware manufacturer fe OV a a LA, Te CL ra awl 
until now has given it the for CLG/I . ... Bhd fOr 
attention it deserves. People G44, / ltt VW KUN G7 / C/1 ler- 


FETUTS . who entertain . . . whether 
| they have sterling or plate 









LUIMILHG OCCALLOA... 
... or, even if they do have Regular62 Value 


a set they think is large 
enough, will want... : = ceo § BY 
VOGUE ace 5 ie: 
PATTERN IN A HANDSOME GIFT CHEST 





rd WALLACE Announces another 


Sensational Sales-Maker .. . 


THE NINE FLOWER FILL-IN! 
No Price Increase on the NINE FLOWER Pattern! 


The present price will be maintained during this campaign 
to help you realize the fullest possibilities of the 


MAGIC of FLOWERS 


REMEMBER .. . R. Wallace & Sons Mfg. Co., of Wallingford, Conn., is backing its Silverplate 
with NATIONAL ADVERTISING in great magazines 
LADIES’ HOME JOURNAL — BETTER HOMES AND GARDENS — AMERICAN HOME 
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Japanese Competition in the Silver Platedware Industry 


Statistics just released by the U. S. Department of 
Commerce disclose one of the main reasons for the un- 
employment which exists in the silverware industry of the 
United States. Silver plated articles, such as tea sets, 
vases, trays, etc., which formerly were produced by 
American workmen, are now being imported in large vol- 
ume from Japan. The Japanese cleverly imitate Ameri- 
can designs and, because of their excessively low labor 
costs, which are only about one-tenth of those in the 
United States, they can market their products in this 
country at far less than the cost of similar American 
merchandise. 


In 1928 importations of silver plated hollow-ware from 
Japan and other countries were a rather minor factor in 
the American market. In that year less than one per cent 
of the total sales of silver plated hollow-ware in this 
country represented goods from foreign factories, includ- 
ing those of Japan. During the last five years this small 
volume has increased by leaps and bounds. In 1933 the 
statistics indicate that approximately 15.3 per cent of the 
total sales of silver plated hollow-ware represented goods 
of foreign manufacture originating mostly in Japan, and 
during the first nine months of 1934 the figure jumped 
to about 20.5 per cent. 

The situation is aggravated by Japanese agents who are 
constantly on the lookout for new designs and styles. Just 
as soon as they find a new American. made item that is 
selling well, they purchase a sample and rush it to Japan 
to be copied and in no time at all, a Japanese reproduc- 
tion of inferior quality appears on the American market. 





Japan, now well versed in mass production methods 
. . ’ 
has also made inroads on other countries. 





Silverware Manufacturers Increase Prices 


The long expected increase in the price of silverware, 
result of the rise-in bullion, was announced by the silver. 
ware manufacturers shortly after the first of the year, 
Adjustments range from small increases on some lines to 
as high as 10 per cent for others. 

The new prices for the lines of the International Silver 
Co. became effective Jan. 3. Increases in plated ware were 
approximately 11 per cent for Holmes & Edwards and 
1847, tea spoons going from $6.50 to $7.50 per dozen, 
William Rogers prices are the same as last year. In 
sterling, flatware lines were increased from 5 per cent 
to 10 per cent, depending on the pattern. Sterling hollow- 
ware has not been increased, although a rise of from 5 per 
cent to 10 per cent is anticipated. 

There has been no change in the plated ware lines of 
the Gorham Co. In sterling, there were adjustments in 
the flatware patterns, ranging from little or nothing to 
about 10 per cent. Holloware remains unchanged. 

R. Wallace & Sons Mfg. Co. reports increases in ster- 
ling flatware patterns of about 10 per cent. No change 
has as yet been announced for hollowware. Wallace 
plated ware has not been increased. 

The Towle Mfg. Co. has increased its sterling flatware 
about 8 per cent with no change in hollowware prices. 

Rogers, Lunt & Bowlen Co. has increased its sterling 
flatware about 10 per cent, with no change on regular 
lines of hollowware. 











APW PRODUCTS 


FOR THE MANUFACTURING JEWELER 





PURE PLATINUM fe) 
IRIDIUM PLATINUM o 4 «~PLATE 
ALL GRADES 
WIRE 
HARD PLATINUM fe) 
No. 514 ALLOY SEAMLESS 
TUBING 
PALLADIUM fe) 
JEWELERS PALLADIUM 
Wedding Ring Blanks Ring Tops 
Bracelet Boxes Stone and Cluster Blanks 
Special Settings Solders 
Pintongs, Joints, Catches Galleries 
Ask for literature on items of interest. 











Iridium Sterling Silver 
Rhodium Pure Silver Anodes 
Ruthenium Silver Solders 
Palladium Silver for Enameling 


We gladly invite your inquiries. 


THE AMERICAN PLATINUM WORKS 
N. J. R. R. Ave. at Oliver St. | Newark, N. J. 


CHANNELED WEDDING RING BLANKS 





























SOLDERS FOR PLATINUM 
Degrees C 
Pure Welding Platinum 1755 
Number 00 Solder 1600 
e 0 Solder 1500 
a 1 Solder 1400 
: 2 Solder 1300 
Ae 3 Solder 1200 
NAY ad 4 Solder 1100 
OD) 5 Solder 1000 
a 6 Solder 950 
ONE PIECE BRACELET BOXES 
HIGH Low 
— © © IN VARIOUS SIZES 
Plain or grooved sides in 
either heights for your flex- 
SIDE me ible bracelets and necklaces. 
40 TO 7” BRACELET 
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Total of 317,400000 Ounces Ac- 

quired—Heavy Buying Program— 

Purchase: of 1120,000,.000 Ounces 
Still Required Under Law. 


ILVER acquisitions last year by the United States 

Government are put at 317,400,000 ounces by Handy 
& Harman, New York, in their annual review of the sil- 
ver market for 1934. Domestic production delivered to 
the mints under President Roosevelt’s proclamation of 
Dec. 21, 1933, is estimated at 21,400,000 ounces, while 
metal requisitioned under the nationalization order of Aug. 
9 amounted to 110,999,653 ounces, bringing acquisitions 
under these two classifications to about 132,400,000 
ounces. Open-market purchases, at home and abroad, 
are estimated at 185,000,000 ounces. 

Handy & Harman explain that receipts under the 
President’s proclamation to Dec. 21 last amounted to 
20,759,000 ounces, but in order to allow for the full 
calendar year they increased the figures representing mint 
deliveries to 21,400,000 ounces. No adjustment is neces- 
sary, however, in the case of nationalized stocks. 


“With respect to the third classification, namely, open-. 


market purchases at home and abroad, no official infor- 
mation is available,” the firm continues. ‘To be sure, 
the daily statements of the United States Treasury have 
shown a steady increase in silver holdings, but these tell 
only part of the story, and it is necessary to analyze per- 
tinent statistics such as silver exports and imports, stocks 
in warehouses, and other published data in order to’ 
arrive at what would seem to be a reasonable conclusion. 
Even so, we freely admit that the calculation we have 
made is at best a guess, but with this reservation we are 
prepared to estimate the Treasury Department’s open- 
market purchases at 185,000,000 ounces.” 

On the basis of gold holdings of $8,230,000,000 at 
the end of the year, Handy & Harman find it would be 
necessary for the government to acquire a total of about 
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Courtesy of Handy & Harman 
Bars of Silver Stored in a Vault 


2,125,000,000 ounces of silver in order that silver should 
constitute one-fourth of the monetary value of the total 
gold and silver stocks. Estimating present silver holdings 
of the government at 1,003,400,000 ounces, the firm 
places the unfilled requirements of the government at 
more than 1,120,000,000 ounces. 

“In order to comprehend the importance of this buying 
program from a market standpoint,” the review says, “‘it 
should be remembered that world production of silver for 
the past three years has averaged only about 170,000,000 
ounces, and that even under the stimulus of higher prices 
a return to the previous peak figures of 250,000,000 
ounces annually is unlikely, unless there also occurs a sub- 
stantial advance in the prices of those base metals which 
are mined in conjunction with silver. From the future 
yearly output, whether it be 170,000,000 ounces or 250,- 
000,000 ounces, there should be deducted a sufficient 
amount to cover industrial consumption and the coinage 
requirements of other countries—let us say 50,000,000 
ounces. On this basis, which makes no allowance for 
absorption of the white metal by India and China, 
amounting under normal conditions to approximately 75 
per cent of the annual production, it would take from 
seven to twelve years for the United States Treasury to 
complete its purchases out of production. 

“There is one means, however, by which the Treasury’s 
future purchases of silver could be materially decreased. 
An amendment to the Gold Reserve Act of 1934 per- 
mits the President to reduce the weight of the standard 
silver dollar in the same percentage that he reduces the 
weight of the gold dollar; and should Mr. Roosevelt 
exercise this authority, by devaluing the silver dollar to 

(Turn to page 70) 
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COFFEE SERVICES 


MANY PATTERNS 


STERLING ONLY 


SET NO. 1066 
Capacity of Pot 112 Pts. 


CURRIER @ ROBY 


EXPERT SILVERSMITHS 
217 E. 38th ST. NEW YORK 


JOSEPH B. COOPER & SON 


have been for over four decades engaged 
in the Refining of Precious Metals. 


Our customers continue to be satisfied 
with their returns on OLD GOLD and 


other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%,.e per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 


Factory: Brooklyn, N.Y. 


Our reputation is our success. 
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59.06 per cent of its present content, the amount of 
silver necessary for the government to buy under the 
terms of the Silver Purchase Act would be automatically 
reduced from 1,120,000,000 ounces to only about 250,- 
000,000 ounces. Since such action would to a greg 
extent nullify the purchase provisions of the act, we 
mention it as a possibility and not as.a likely contingency, 

The world supply of silver last year is estimated at 
436,200,000 ounces, while demand is put at 414,000,009 
ounces. Stocks in London are estimated at 150,000,000 
ounces, those in Bombay at 15,000,000 and those at 
Montreal at about 3,000,000. Stocks in Shanghai as of 
Dec. 29 amounted to 261,548,000 ounces, compared with 
439,340,000 on Dec. 30, 1933, and a high level of 
449,840,000 on June 9, 1934. World production 
amounted to about 181,200,000 ounces, of which the 
United States supplied 25,000,000, Mexico 75,000,000, 
Canada 16,300,000, South America 16,000,000 and all 
other countries 48,400,000. 

“China, however, was an even larger source of supply 
than newly mined metal,” the review says, “which fact is 
most interesting when we recall that as recently as 1930 
that country absorbed nearly 125,000,000 ounces in one 
year. We are advised that during the first eleven months 
of 1934 Chinese net exports of silver bullion and specie 
amounted to 185,000,000 ounces, and we estimate a total 
of 200,000,000 ounces for the full year, which includes 
an allowance for the smuggling that assumed sizable 
proportions in the last quarter. 











The 
RITZ-CARLTON 


in Philadelphia 


is one of the most famous hotels in the country. Uni- 
versally accepted for its comfort, service and prestige, 
it is in the very heart of the business and theatrical sec- 


tion and in easy access of all railway stations. 


The next time you are in Philadelphia, discover for 
yourself what a really fine hotel can contribute to your 


comfort and service. 


Room and bath, $3.50 and up 


The RITZ-CARLTON HOTEL 


Broad & Walnut Sts., Philadelphia 


E. G. MILLER, Managing Director 
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Faint heart ne’er won fair lady 


Courtesy of Forbes Magazine 


Wat did your final 1934 


records disclose? Your bank balance is a good measure 
of your success in this particular. 

Now that January hand-clasping and exchange of good 
wishes are over, and the holiday cards have found the 
incinerator, what are you actually doing to improve your 
status during the next 325 days? 

Have you loafed or drifted through this past month, 
or have you worked as diligently as in December? People 
owning retail establishments are prone to forget that the 
original nucleus for such important emporiums as Macy’s, 
Filene’s, Marshall-Field, and Wanamaker’s, and Tif- 
fany’s, have been the acumen and erudition acquired only 
after years of experiment and savings under smaller roofs 
which built the firm foundation for bigger things. It’s 
the old acorn and oak story again. 

Strange, but true, is the fact that of approximately 
20,000 jewelry shops which open their doors daily in this 
country but 2 per cent do a consistent advertising and 
promotional job. They are the country’s leading jewelers 
—this 2 per cent—and if you don’t know them you should. 
They are the major city leaders, and serious-minded own- 
ers of smaller city stores would do well to watch more 
closely what the big fellows do. Francis Bacon explained 
what I infer when he said, “Studies teach not their own 
use ; but there is a wisdom, without them, and above them, 
won by observation.”’ 

Naturally you cannot always do likewise, nor do I 
endorse aping because each has problems individual to his 
locality—but the merchandise they feature and sell often- 
times would prove to be just what would sell in your city. 
The tendency is toward quality goods of known brand 
name and the big stores take greater advantage of this 
than the small. Stores unable to afford star salesmen, big 
league buyers, window display experts, et al., always can 
exercise their prerogative to watch the operation and 
methods of stores that do employ high calibre staffs and 
benefit. But do they? 
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IT’S TIME TO 
ADJUST 
THE BUSINESS 

BALANCE WHEEL 


By 
THE OBSERVER 


Unfortunately, to rely completely on tips travelers 
exuberantly unload is hardly safe. Some, being human, 
exaggerate, forgetful they must again appear and explain 
their poorly but generously given advice. 

Isn’t it too bad that but few retailers swap workable 
ideas with others of comparable size in eight or ten other 
cities in various parts of the country? With few excep- 
tions such exchange is rare, and wouldn’t such a plan in- 
spire confidence ? . 

Confidence is the only priceless ingredient that no less 
an authority than Hugh S. Johnson claims is lacking to 
bring prosperity to a head. Remarks in his Satevepost, 
Jan. 12 article, “The Future” (though prefaced as purely 
personal opinions) make it plain that the only missing 
element to agitate prosperity is confidence . . . confidence 
felt by workers. 

If paid-space publicity is any criterion the motor-car 
and liquor industries are either doing very well or flirting 
expensively to curry public favor. Money which might 
be spent with jewelers to buy enduring articles giving 
lasting satisfaction is going into these two extravagances 
in tremendous quantities. Millions of bottles were pre- 
sented Christmas, and millions more of ordinarily shrewd 
thinking Americans seem to believe they are not keeping 
up with the Jones’s if the family sedan ages enough to 
require a second set of rubber. 

Are the manufacturers of dependable watches, clocks, 
china, glass and silver, which with fair treatment cannot 
be worn out by several generations, being outsmarted 
advertisingly by distillers and Detroit? Most of us have 
friends who don’t think their larders complete without 
assortments of repeal goods and a spring model motor 
at their door. What type ad-text do liquor vendors pub- 
lish that manufacturers in our jewelry industry seemingly 
cannot capture? Most of us also know individuals with 
scanty wardrobes, who never possessed a 14 kt. watch or 
gave their wife a diamond, yet connive and eat stand-up 

(Turn to page 74) 
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From Left to Right 


1—C. F. Lawton, Sigmund Cohn, G. H. Niemeyer, C. F. Lamont. 4 


BP 


2—J. E. Wordley, H. R. Williams, H. H. Gibson, L. Reichman, 
H. C. Schick and J. Richheimer. 


3—R. Hepp, G. N. Wallace, W. E. Detjen, Alpheus L. Brown, 
J. Seo and M. Merz. 


4—M. Goldstein, W. P. Walsh, W. B. Ogush, T. O. Wright 
and S. F. Johnson. 


5—W. F. McChesney, E. C. Mayo and A. A. Smith. 


6—J. J. Schmukler, J. S. Frank, I. E. Boucher, B. Schmukler, 
L. Aisenstein and I. Guilden. 


a on oe Ce es ee eee 


7—K. D. Read, Charles Weingartner, Wm. F. Boylan, H. C. 
Wilcox. 


8—J. F. Daggett, R. C. Linthicum, A. S. Hirschberg, O. G. 
Schwarz and R. A. Hunken. 
9--S. M. Stone, Roy M. Boyd, R. H. Whitehead, H. E. Sweet 
and B. J. Doyle. 


10—H. Ulmer, G. M. Devlin, A. E. Betteridge, John Wilcox 
and F. T. Sloan. 


11—R. H. Whitehead, Harry F. Eitelbach, Francis J. Ruckert 
and James O. Davis 


12—P. M. Fahrendorf, E. B. Terhune, B. J. Doyle and H. B. 
O’Brien. 


13—Milton Belgard, E. O. Otis, Jr.. Leo Krussman, Harry 
Schick and Sol Weinrich. 





14—E. C. Mayo, S. Cohn, H. Van Dam, C, 
Henri Tas and H. D. Schaeffer. 7 


15—I. L. Lake, W. T. Schneider, W. C. Sm 
Stowe and W. T. Schneider, Jr. 


16—R. Reichman, W. N. Kahn, G. H. Niemi 
Kaufman and R. Mehrlust. 


17—-G. H. Niemeyer, Jacob Mehrlust, Clifford F. Lam 
Arthur R. Cummings, Meyer D. Rothschild. 


18—Jean Graef, H. V. Paul, A. S. Wright, C. R. Gardi 
M. Tishman and Fred Hyatt. | 


19—-G. E. Hunt, Joseph Knapp and F. G. Mildeberger. 


20-——-W. R. Atkinson, C. Beresford, Frank Newman, J. 
Anderson and J. Hall. 


21—W. P. Walsh, E. L. Stern, S. F. Johnson, A. L, Zeitu 
J. Seo, H. Hetherington, A. M. Clark, E. B. Terhune, T. 
Wright, E. O. Otis, Jr., and P. M. Fahrendorf. 








R 24K SUCCESS 


: ISITOR from far-off Mars, coming to the Grand Ball Room of the Hotel 
¥Itmore the night of January 17, to join in the festivities of the Jewelers 
scat Club of New York would surely have thought that jewelers were in 

ict of a boom year of prosperity, with not a care in the world from 
Secs or lack of it, to see the five hundred and more smiling faces of 
# Sof the industry meet together in the fellowship of an ancient 


iar as reporting what happened on this momentous occasion, 
% dificult to describe the genuine quality of masculine 


sraderie which pervaded the evening; the mildly boister- ° 
ne handshaking and greetings which took place before 
; to the tables; the spirit of cheer and optimism in 
across-the-table conversation proceeded; the 
keen enjoyment of the talented performers who en- 
fertained with song, dance and story, and the 
‘gathering after all was over of little knots 
of men to talk about old times and hopes for 
the future—all these things became in- 
predients of an intensely happy time for 


Following a social hour the din- 
ner was announced. President 
Clifford Lamont took the 
gathering by surprise by in- 
troducing the quaint cus- 


22—F. A. Croselmire, R. Quayle, C. W. 
Sommer, C. F. Lamont, H. Lynch, E. T. 
Abbott and D. J. Conover. 


23—G. H. Niemeyer, F. E. Hyatt, J. Mehrlust, H. B. 
O’Brien, F. C. Beckwith and A. Lorsch. 


24—G. Kleitz, L. Nussbaum, A. Reeves, E. Krehbiel, 
A. C. Mayer, W. F. Broer and W. Eitelbach. 





tom of “before dinner speaker.” Mr. Lamont’s words were few but well chosen, in his welcome 
to all. G. H. Niemeyer in the name of the club presented Retiring President Jacob Mehrlust 
with a handsome fishing rod as a token of esteem and appreciation for the latter’s many ser- 
vices as president of the club. Thus, with the speaking over, the members and their guests 
turned attention to the enjoyment of an excellent menu. 

For the first time a number of the younger members of the club took a hand in arranging 
the details of the dinner, under the supervision of G. H. Niemeyer, general chairman. The 
entire committee is to be congratulated on the splendid manner in which the affair was handled 
from start to finish. 

The souvenir of the evening was a “life time” pen and pencil set by Schaeffer, banded with gold 
aad with the name of each member and guest engraved on the metal in a script which was a per- 
Tec replica of his own handwriting. 

A short intermission, and then a bevy of beauties whom, it is said, were hand-picked by the 


nment committee, danced out on the platform to introduce an excellent show. 























Modern 
8-DAY 
ELGIN CLOCKS 


FOR ALL PURPOSES 





No. 1500—Chromium Case—7 Jewel Elgin 
8 Day Movement, Silver Dial (List $13.90) 





No. 1575L—7 Jewel 8 Day Elgin—Luminous 
Dial (List $19.90) 
No. 1575—7 Jewel 8 Day Elgin—Plain Dial 
(List $19.00) 
Available in all colors in Morocco, Tapir 
and Reptile grain leathers. 


All metal parts are gold electroplated. 


DISTRIBUTED EXCLUSIVELY BY 


 daittha.. 






Philadelphia 


1015 Chestnut St. 
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Business Balance Wheel 
(From page 71) 


sandwich lunches in order to trade the old bus regularly, 

So, confidence in all with whom we deal is the thing 
to demonstrate. We’re getting it spread, but too thinly, 
though we're better off than in 1931. 

To prove that determined storekeepers can do things, 
I review the ten-month turnover of that San Francisco 
jeweler who paid out $351,000 in that period for old gold 
only. Would you then say it was luck if I tell you this 
same house has sold in one day $10,000 worth of silver- 
plate, and on another over $25,000? And these heroic 
figures are not the record, for a different Los Angeles 
jeweler had in August, 1933, sold $44,000 worth of one 
plated pattern in one day—What selling! 

These two stores are on the job every minute, every 
day. They probably plan months ahead for such events. 
They know their year’s ad-budget should be set up Jan. 1, 
and that 17 per cent should be spent the first quarter— 
21 per cent the second—23 per cent the third and 39 per 
cent during the holiday season. This budget is perhaps 
based on better than 3 per cent of the gross of the pre- 
vious year, which is a fair mean average—though spe- 
cialty stores can successfully go as high as 8 per cent or 
even 10 per cent and show profits. Their ads are not 
keyed directly to women either, for they know that in 
jewelry products 55 per cent is purchased by women, 25 
per cent by men and 20 per cent jointly. 

Gratifying to our industry is the fact that the current 
range of business improvement which began last October 
carried past the year end and through the first month 
of 1935 without noticeable slackening. Promotional 
efforts on sterling agitated by the rise in flatware brought 
very fine results to the live-wire stores. In fact the reports 
from many sections show dollar volume was substantially 
larger than anticipated. Again it was the 2 per cent who 
do consistént advertising, who gathered the dollars in. 
Work is only 35 per cent of success—the other 65 per 
cent is ideas, use of dealer helps which are carefully and 
conscientiously prepared, etc. Your part of the effort to 
build must be done. As Chevalier would say, the time 
to do it is not yesterday—not tomorrow—but RIGHT 
NOW. Have you got what it takes? 





Plans for Boston Jewelers Club Banquet 


Boston, Mass., Jan. 25.—The date for the annual banquet 
of the Boston Jewelers Club has been definitely set for February 
9 at the Copley-Plaza Hotel. Bartley J. Doyle, vice-president 
of THE JEWELERS’ CiRCULAR-KEYSTONE, has accepted an in- 
vitation to act as toastmaster again this year. 

Among the invited guests are: Hon. James M. Curley, 
Governor of Massachusetts; Hon. Frederic W. Cook, Secretary 
of the Commonwealth; Hon. Frederick W. Mansfield, Mayor of 
Boston; Major General Fox Connor, U.S.A., Commanding Ist 
Corps Area; Col. William P. Ennis, U.S.A., Chief of Staff; 
Lt. J. Trimble Brown, U.S.A., Aide to Gen. Connor; Captain 
Jesse B. Gay, U.S.N., Chief of Staff, 1st Naval Dist.; Captain 
R. P. Schlabach, U.S.N.; Commander H. G. Patrick, U.S.N.; 
William D. McNeil, president, Amer. Natl. Retail Jewelers 
Association; Clifford Lamont, president, Jewelers 24 Karat 
Club of New York; Howard D. Schaeffer, president, Chicago 
Jewelers Club; Sturgis C. Rice, president, N. E. Mfg. Jewelers 
& Silversmiths Association; James Kingman, president, Mass. 
Retail Jewelers Association; Bartley J. Doyle, vice-president 
of THE JEWELERS’ CiRCULAR-KeEysTONE, and the Rev. J. Nichol 
Mark. 
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Present 


Popularity 


of Hand Wrought Hammered Pewter 


io literature, 


the art, the craftsmanship of the older days all afford 
features which even the refinements of our times have 
not surpassed. 

In metal crafts, the hand made objects have always 
had a peculiar charm. The reason for this is that the 
craftsman has a pride in his work, which makes no trouble 
too great to secure the exact delicacy of line that makes 
the difference between the ordinary piece and the heir- 
loom. It is a trait of human nature that a man takes 
interest in the things he works to make or to secure. This 
fundamental trait of human nature stimulates the true 
craftsman to create articles of beauty which are the 
delight of their possessors. 

Through the ages, master craftsmen have worked in 
many metals—gold, silver, bronze, iron and many others. 
As long as the design and use are suited to the article, 
the craftsman’s art can create things of beauty. The use 
to which the article is to be put determines the medium. 
The craftsman creates a lovely thing from the particular 
metal used. 

Recently there has come into the market a new con- 
temporary designed hand wrought hammered pewter. It 
is practically untarnishable and easily kept clean by merely 
washing in soap and water. This pewter is appearing not 
in afew homes isolated here and there, but all over the 
country. Articles on its decorative value are published 
continuously. 

Pewter was one of the first metals our forefathers com- 
monly learned to use in fashioning the dishes and uten- 
sils they needed. The use of pewter goes back to the days 
of the Romans, supplanting wooden ware. It is around 
the manufacture of pewter utensils that we find associated 
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some of the famous handicraft guilds of the middle ages. 

Only the danger of lead and the advent of porcelain 
caused pewter to go into disuse. A metal alloy eliminating 
lead, but otherwise similar to the highest grade pewter, 
was perfected about the middle of the eighteenth century 
and became known as Britannia-metal. This is the metal 
used today and by the layman is known as highest grade 
pewter. It is entirely safe to use, having no lead. It 
brings within the reach of every home the lovely articles 
which are being made of this metal. 


Among the great craftsmen 
who have worked in this metal is Serge Nekrassoff, a 
Russian, who for years studied in Paris and developed a 
beautiful and original line of hand wrought and ham- 
mered pewter (Britannia-metal) well worthy of his art, 
in design and workmanship. A collection of old pewter 
gave him the inspiration to use this almost forgotten metal 
and to create in this pliable, yet firm, metal practical 
works of art. 

The jewelry stores, with few exceptions, have been 
more or less slow to realize the demand for this pewter, 
but one may find it in high grade stores throughout the 
country. 

We all can not have sterling silver but few of us need 
to forego the pleasure and pride in possessing hand 
wrought pewter in our homes. 

Pewter of by gone days is now to be found in Museums 
or in the proud possession of collectors. Strange to think 
that once upon a time these now priceless attractive pieces 
were discarded. We are fortunate that today we can 
secure equally beautiful pieces made by modern craftsmen. 

















The 
Royal Hostess 
Wine Set 


Number 37/3 as pre- 
sented by The New 
Martinsville Glass Mfg. 
Co. to meet the de- 
mand for a_ better 


item for glassware de- S 


partments. This set as 
a five dollar retailer 
offers size, style, at- 
tractiveness and un- 
usual usefulness along 
with satisfying profits 
to the retailer. The 
wine decanter and six 





footed wine glasses have an unusual beauty. Four square relish sections with intaglio bottom design are added 
and the whole assembled with an I x 8 inch mirror on a wooden serving tray 9!/2 x 20 inches. Offered for bigger 


and better business for 1935 by 


THE NEW MARTINSVILLE GLASS MFG. CO., New Martinsville, W. Va. 














SCHOEMAKER Presents 
“THE MADONNA” 


THOUGHT by many Jewelers to be the 
most beautiful work of art in glass of the year 


THE BEAUTIFUL LEERDAM stemware, announced 
just a month ago, has already shown that it is destined for 
fast-selling popularity. 

There are two main reasons for this:—First, the astonishing 
beauty, which makes it stand out in any display . . . Second 
. . . completeness and variety, always characteristic of 
LEERDAM products. 

In liquor sets of all kinds, in tableware, in novelties, in bowls, 
in vases SCHOEMAKER will present quality glassware 
that will meet the approval of the most discriminating jeweler. 
Many new creations in design and colorings are ready for 
Spring merchandising. 


SCHOEMAKER & CO., Inc. 
225 Fifth Ave., New York, N. Y. 


Importers of Artistic Holland Crystal 
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A. STANLEY BRUSSEL 





President 
Eastern Manufacturers 
and Importers Exhibit 


Gift Department 


A Business Builder for Jewelers 


A well conducted 


gift department has tremendous pulling power in the 
jewelry store. This is not a new nor in any way the in- 
ception of a radical movement in trade circles but merely 
a positive reiteration of what was and has been known to 
be a verity for a long time. 

Before the advent of the gift shop as we know it today, 
the jeweler was the first thought in the mind of anyone 
in search of a gift. The jeweler was the original gift 
merchant in every community. After a lapse of years, we 
find the jeweler again coming into his own. The element 
most potent in this trend in the jeweler’s favor is the fact 
that, like all other styles, the styles in gifts travel in 
cycles and circles and today the articles most in demand 
‘are the same or similar to the things most prized by our 
grandparents. 

Now that the holiday season is over and cold figures 


and facts are available by a study of the books, we are . 


forced to the conclusion that this pulling power certainly 
did get working in great shape during this past season. 
The year just closed has undoubtedly been the biggest 
experienced for many years by the importer and manu- 
facturer of gift and art goods. A great part of this is due 
to the increased number of new jewelers’ gift departments 
and the increased patronage enjoyed by the many jewelers 
with: gift departments already established. 

Twenty-five years ago the demand was for the highest 
class Vienna china, bronze, and crystal wares; pedestals 
and marble figures and urns from Italy, marble and 
bronze and Sevres clock sets from France, Bohemian 
glassware, Dresden china, English pottery and dinner- 
ware, etc. We find these very same things again in great 
vogue because architecture travels in the same cycles as 
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styles in other lines, and the kind of homes being erected 
in these times are replicas, with certain modern changes 
and restrictions, of the homes of past periods, and de- 
manding the same decorations and perquisites belonging 
to their respective periods. 

Here, then, comes the jeweler’s opportunity. With the 
return of the demand for the finer things for the home, 
there is brought back into the jeweler’s field of prospec- 
tive customers the entire class of high-grade people for 
whom the appeal of the better things in life is strongest. 
This clientele the jeweler has had right along, but only 
when they were in the market for something strictly in 
the line of jewelry. And so, for many years past, many 
jewelry stores have been alive two months in the year— 
June and December. 


The cycle bringing 
the demand for high-grade gift merchandise into the 
jewelry store again has created a condition many jewelers 
are not at the moment equipped with knowledge to meet. 
Wide-awake jewelers are operating gift departments, and 
organizing trips and lists of importers and manufac- 
turers. Jewelers, just awakening to the necessity and 
value of a gift department are fumbling around endeav- 
oring to obtain first-hand information on all features of 
the gift department of a jewelry store. Investigate, make 
inquiry, rub elbows with those who are successfully oper- 
ating gift departments and benefit thereby. 

One of the greatest factors in bringing about the great 
and sudden change in retail jewelry merchandising is the 
semi-annual shows. There the leading lines of high-grade 
imported and domestic merchandise in the art and gift 
lines are shown. 























‘The Pairpoint Corporation 
NEW BEDFORD, MASS. 


43-47 West 23rd Street 
New York City 


150 Post Street 
San Francisco 


Manufacturers of: 


CRYSTAL and COLORED 
GLASSWARE 


* 


SILV ER-PLATED 
HOLLOW WARE 


* 





TROPHIES 
LAMPS 


PRIZE CUPS 
FINE ARTS 


No. D3080. ELECTRIC LAMP 1 Light 


Height over all, 1514 inches 
Marble Base, Engraved Crystal Glass Fount 
Crystal Cut Glass Pillar, Crystal Pendants 
Crystal Cut Glass Frosted Shade 




















THANK YOU, WATERFORD! 








No. 747/143 


747/145 


747/140 747/141 


Old Waterford inspired these imported decanters. Of crystal, brilliantly cut 


and polished selling at but $2.75 each. 


CHICAGO GIFT SHOW—1555 Merchandise Mart 


BRANCH 


860 Los Angeles St. 
Los Angeles, Cal. 


FRIEDLAENDER COMPANY, 


The average height is 10 inches. 





747/142 


NEW YORK GIFT SHOW—Hotel PennsylvaniamRooms 395 and 399 


Inc. || 


IMPORTERS and MANUFACTURERS 


53 WEST 23rd STREET 


NEW YORK CITY 


BRANCH 


1555 Mdse. Mart 
Chicago, IIl. 
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WM. G. McILVAIN 


President Geo. F. Bassett & Co. 


White 


isque 


—an old Favorite Returns to Popularity 


The most recent of the trends 
in decorating—the development of the modern classic— 
has called for the ability of industrial designers, who with 
keen sense of the use of their materials have created many 
new and interesting things. Refreshingly new materials, 
products of today’s inventive genius, have been used. 
Old materials have been turned to new and simpler 
forms in the creation of products for today’s habits and 
home decorating schemes. The significance of the modern 
movement among the industrial designers lately has been 
given appropriate attention by the Metropolitan Museum, 
where leading designers have been invited to show their 
creations for modern living in this public institution de- 
voted to art and its development. 

Quite apart, however, from the creation of new prod- 
ucts has been the return to popularity of old forms and 
old materials. Here even the discriminating person had 
to use restraint, judgment and good taste. The modern 
classic movement calls for simple forms, restrained treat- 
ment, and fine proportion and into this classification falls 
the once popular ware, “Bisque.” 


Technically this ware is known as “Biscuit” and about 


the most comprehensive definition of it is that it compares 
to chinaware or porcelain which has undergone the first 
baking but which has not yet been subjected to a glazing 
process. Of course, the generally popular term applied 
to it is Bisque and it is by this name that the ware has, 
to my knowledge, always been known. It has a subtle 
softness of finish that is harmonious and truly beautiful. 
Its whiteness is not obtained artificially but is the result 
of the baking of the basic material itself. The modern 
classic movement, as well as the recent revival of the 
Regency, calls for the use of classic forms, quite often 
accepting only Grecian or definitely classic subjects for 
the important decorative accents of the room. 

Not only are the pieces, when used as decorative ac- 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 


81 


cents, proving most popular but many of them are being 
turned to 20th Century functional purposes. For in- 
stance, many who admire a particular piece, not infre- 
quently found in pairs, can be satisfied only if they are 
put in appropriate mountings and used as lamps. With 
simple shade treatment these are very decorative and are 
becoming widely used. In general, however, the figures 
and groups themselves find sufficient use, just as they 
are, in interior decorating. They lend themselves to the 
most interesting ensemble groupings. One decorator re- 
cently took a group and used them in a recess, with 
mirror background and plenty of light from an invisible 
source making a decorative arrangement comparable to 
an ancient temple frieze. The range of their scale makes 
them practical for many purposes. 

For the 1935 holidays, I feel that some of the religious 
pieces will become very popular, for the angels, in bisque 
white, lend themselves beautifully to table decoraticn or 
other significant holiday decorative arrangements. The 
classic figures also have been used by some of the deco- 
rators and prominent hostesses to create interesting ar- 
rangements for the dining table and buffet. Good, positive 
colors provide perhaps the most fitting background for 
the pieces, giving them interesting silhouette effect. Mir- 
ror backgrounds or bases add to the interest given by 
reflection and help to bring out their genuine beauty. 

The motion pictures have been an effective agent in 
popularizing the vogue, for in several recent pictures the 
home interiors were accented with soft, white bisque 
figures. It is a simple and easy matter to display the mer- 
chandise effectively and not infrequently it can become 
a part of the promotion of other merchandise . . . other 
white accents such as cigarette boxes, ash trays, book- 
ends, serving accessories, flower containers and even china, 
glassware and flat silver. In the case of the last three 
of course, it presupposes that you are prepared to make 
a promotion of table settings. 
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Brom her rockbound coast to the pine-crested hills, 
New England will be athrive with vacationists this 
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By 
MANNY APPLEBAUM 
Friedlaender & Co., Inc. 


€ antitin were originally 
made of wood and of metal and not infrequently of the 
precious metals adorned with gems. They were from 
four to eight feet and even as much as ten feet in height. 
In the medieval days they were used to burn oil as well 
as wax. Candlesticks and candelabra were used by the 
Jews in their early days, and the Bible makes frequent 
reference to the use of candelabra upon the altars and in 
the temples, and particularly at the Temple in Jerusalem 
erected by King Solomon. 

When in the Fifteenth and Sixteenth Centuries greater 
attention was being paid to the artistry and adornment 
of the baronial homes and castles, rock crystal began to 
appear more frequently for decorative ornaments and also 


to serve the purpose of reflecting surfaces. Many exam- © 


ples of these candelabra and chandeliers are still in ex- 
istence. In the palace of Versailles there are some glorious 
examples of combinations of bronzes with beautifully cut 
and faceted crystals suspended from the bronze arms. 

The use of rock crystals, however, had several disadvan- 
tages. The material was mined, and as the jeweler can 
well imagine by a comparison of the cost of a string of 
small crystal beads, the cost of hundreds of large pen- 
deloques was almost prohibitive. Secondly, large crystal 
pieces usually had “feathers” which detracted from their 
brilliance and reflective surfaces and were often considered 
defective. 

In the Eighteenth Century the making and cutting of 
clear glass in prismatic shapes and faceting came into 
vogue. The comparative ease of making glass and the 
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greater ease of cutting and polishing as compared to rock 
crystal naturally caused the glass to supplant rock crystal 
for the purpose herein defined. The beauty and the rich- 
ness of candelabra adorned with these crystals soon found 
great popularity, and few palaces, castles or wealthy 
homes were without crystal chandeliers or without crystal 
candelabra. These candelabra, or as the French term 
them, girandoles, were used on the banquet table with 
wax tapers; they were used in the drawing and music 
rooms. Few of the pictures showing the salons of these 
Eighteenth Century days of art and luxury, be they 
French or English, are without a crystal candelabra. 


The beautiful homes of the American Colonial days 
were graced by these same candelabra and were practi- 
cally identical with the English or French of the 
Eighteenth Century, as the wealthy plantation owner of 
those days had these things sent to him from the mother 
country or from France. 

During the Eighteenth and early Nineteenth Century, 
a more simplified type reached its greatest popularity in 
England and also in this country. These were usually 
made in Waterford, Ireland, and the characteristic dif- 
ferences between those and the French lie largely in the 
fact that they were less elaborate in adornment and almost 
entirely of glass, even to the arms and the bases, the 
quality of the glass being a beautiful pure crystal, and 
the cutting deep and finely polished. 


Today the popularity of this type of table decoration 
and room decoration is still to be found in finely ap- 
pointed homes, and the old English and French types are 
still being reproduced. Frequently instead of using the 
wax tapers, the candelabra of today are electrified, using 
an electric flame-shaped bulb and a porcelain cover for the 
electrical fitments in order to closely simulate the wax 
candles of the Eighteenth and Nineteenth Centuries. 









































Mollie Boynton inc 


225 Fifth Avenue, New York City 


Quality Merchandise 
for Jewelers 


No. M 404 Plant 
Stand, Height 41” 
White, yellow, light 
green, pompeian or 
black. $1.85 each 
in dozen lots. $2.00 
each in less than 
dozen lots. 





No. 502 Hand § 
Wrought Pewter = 
Bowl by Serge 
Nekrassoff. Diam- 
eter 13”. Price | 
$10.00 wholesale. 





Reproduction Silver-on-Copper 
Anri Carved Wood Novelties 

| (Tole Trays and Baskets) 
Hand Hooked Silk Mats 


Glass Accessories 


Pottery 

Wall Shelves 

Wrought Iron 
Wire Articles 

Flower Arrangers 


Pewter and Copper by Nekrassoff 

















The above hand decorated pieces are 
a part of our complete line of 
genuine Bohemian, Irish Waterford, 
Early American and Stiegel glass- 


ware. 
Write for latest leaflet 


VISIT US 
WHEN IN NEW YORK 





225 Fie tH Ave New ~ sem N Y. 





























Presenting Popular Paul Products 


AT 


New Low Prices 
No. 3029 


White Embossed Pottery, 
Celery Dish. 13” long. 
$3.75 per Dozen 


No. 3027 

White Embossed Pottery 

Leaf Tray 8!/2” long. 
$2.00 per Dozen 


No. 3028 


Embossed White Pottery 
Salad Set consisting of 
9” diam. Salad bowl with 
spoon and fork to match. 


$7.80 Doz. sets 


SEE US AT THE 
SHOWS 


EDWARD P. PAUL & CO., Inc. 
Established 1898 
1133 B’way. (near 26th St.) New York, N. Y. 


CHICAGO: Ira A. Jones Co., 1545 Merchandise Mart 
LOS ANGELES: D. E. Sanford Co., 656 So. Los Angeles St. 
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ALBERT A. ARDITTI 
Edward P. Paul & Co, Inc 


Pres 


What Canl Sell ata 


Dollar ata Real Profit? 


I, is really 
remarkable what a variety of unusual and artistic nov- 
elties may be purchased for the trifling sum of one dollar. 
And all gift shops and gift departments in jewelry stores 
report a large demand for just such things. While this 
is the era of true sportiness, when playing bridge for a 
tenth of a cent is considered rather slow, there is not 
one among us who does not get a slight quickening of the 
pulse when at the end of the game the hostess hands us 
a little package neatly tied up in tissue paper and red 
ribbon. And dollar novelties are just the thing to give as 
bridge prizes. 

First and foremost in this class of merchandise come 
smokers’ articles. This type of thing makes an excellent 
prize, since it is equally appropriate for a man or woman. 
There are ash trays of all descriptions and some of them 
are so novel that the actual value would never be divined, 
and they could be put in the finest of rooms without 
being out of place. 

For the lover of things just a little different from the 
ordinary there is a type of novelties which gives the effect 
of truly expensive craftsmanship. There are imported 
novelties from every corner of the globe, and to try to 
describe them would be almost an impossibility. A care- 
ful survey of the field of dollar objects, however, im- 
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presses one with several outstanding things. First and 
foremost, display is the thing. To catch the roving eye of 
a customer who otherwise would pass by the counter 
disinterestedly is the main art. When once the shopper 
begins to pick up the attractive little objects, nine times 
out of ten a sale is made. For she will consider that, 
while no occasion is at hand just then, a bridge party or 
birthday will undoubtedly present itself in the near 
future, and then how convenient to have a gift at home. 
It is with this psychology in mind that the clever dis- 
player will arrange his bait. 

Another factor that is well to keep in mind is that 
something which has never been seen before is what will 
draw the dollar purchaser. Hostesses like to pride them- 
selves on being original, and a clever bridge prize is an 
excellent chance to be just a bit different. 

Lastly, the novelties must not only be attractive and 
colorful but must answer some utilitarian need. As soon 
as the customer is forced to ask, “But what is it for?” 
the game is up. All these things considered, the dollar 
novelty line is sure-fire stuff. According to actual experi- 
ence, and while in themselves they do not make one a 
millionaire over night, they serve to draw the customer 
to the gift department of the jewelry shop, where her 
roving eye may chance to fall upon an object of bigger 
and better price—which she will be unable to resist. 




















THE ARMOUR HAND WROUGHT 
ALUMINUM LINE 





Showing 
Our Famous Supper Tray, $5.00 
Hinged Cigarette Box, $4.50 
Ash Tray, $6.00 dz. 
And Match Box, $4.50 dz. 


Complete Line Will Be Shown 
At N. Y. Gift Show Feb. 25-Mar. 1 


A. STANLEY BRUSSEL 


Suite 803-5 





225 5th Ave., N.Y.C. 











Companions In Charm 


Quality Products By Sterling 


A distinguished line of 
Exclusive Merchandise 
popular priced 
Photo Frames, Perfume Trays, 
Lamps, Jewel Boxes 
Metal Novelties 


STERLING MOUNT CO., Inc. 


Manufacturers and Importers 


24 East 22nd St., New York, N. Y. 


Gabe B. Leavy M. M. Marks 
860 Los Angeles St. 1555 Merchandise Mart 
Los Angeles, Cal. Chicago, III. 

















LEXINGTON ALUMINUM 





Wholesale Price $3.00 


Genuine Handmade Aluminum 


Gifts practical as well as beautiful 
Designed and Made by Malcom Bunker 


16 inches in diameter 


Representatives 
J-B Finn, 130 N. State St., Chicago, Il. 
The Talisman Co., Inc., 235 Fifth Ave., New York 
The Newcomb, Inc., 738 S. Broadway, Los Angeles 
H. P. & H. F. Hunt Co., 72 Summer St., Boston, Mass. 


LEXINGTON ART CRAFT SHOP 
21 Depot Square, Lexington, Mass. 
Folder on Request 








Besk Sets of Leather 
Make Useful Gifts 





Che “Capitol” Besk Set 


GENUINE LEATHER 
MOROCCO GRAIN 


is only one of our popular 
desk sets and desk pads of 
unusual customer appeal. 


Send for latest circulars 


STATIONERS SPECIALTY CORPORATION 


1S! LAFAYETTE STREET NEW YORK 
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The Modern Trend in Mirrors 


By W. H. FENTON 


HE modern decorators and furniture designers who 

have made a search for new and interesting materials 
have made the discovery that the mirror can serve in many 
capacities as a decorative accessory. From the earliest 
days when ancient beauties used burnished bronze look- 
ing glasses as a most necessary toilet article; from that 
splendid era of interior furnishings during the reign of 
Louis XIV in France when entire rooms were paneled 





W. H. FENTON 


with mirrors to increase the lighting of a chamber; from 
those days of young America when mirrors were fitted 
with candle sconces to bring illumination to a room by 
reflected light; from all the periods in furniture history 
of every country in the world, we have today our many 
styles and uses of mirrors. 

It was left, however, to the American and French 
moderns to find new uses for the mirror. Where once 
plate glass protected and decorated the top surfaces of 
tables and chests of drawers, mirrors are now found. A 
mirror-topped boudoir table draped in the Colonial man- 
ner is charming; a French painted dresser is just as lovely 
when fitted with a mirror top which reflects the soft 
lights of modern bedroom lamps. In the bedroom also 
are seen tiny poudres tables with mirror tops and mirrors 
lining the inside of the covers. 

The bedroom is not the only room that is shining with 
mirrors. A courageous modern designer has inlaid rows 
of tiny pieces of mirror in the frame of a piano; tables 
are decorated with mirrors in the fashion of inlaid woods. 

The mirror, that most necessary of home appointments, 
has held its place since the days of the ancients. How 
different are the looking glasses of today and its many 
uses, other than being hung on the wall, from the bright 
bronze of the Greeks and Romans. But even if our 
mirrors have changed greatly, we continue to turn back 
the centuries, not as far as the ancient civilizations per- 
haps, but almost to that time, for our styles. Today 
when homes or separate rooms are decorated in distinctly 
period furniture or in the modern manner, all types of 
mirrors are seen. The French, Spanish, Colonial Amer- 
ican, Italian, English and modern rooms have mirrors in 
boxes, plaques, and other articles suitable for the room. 

The jewelry shop is finding mirrors and mirrored- 
decorated merchandise very appropriate. It lends light 
and interest to the shop and also makes excellent material 
for window decoration blending with all merchandise. 
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llustrating Spode's Empire, very smart 
in brown against the rich Jasmine glaze, 
a revival of another old Spode classic. 
Suitable far any modern Classic, Em- 
pire, or Eighteenth Century setting. 
Very moderate in price; made in Earth- 


enware, Jasmine glaze. 


Import only — four months. — 
Send for illustration samples and 
prices. 


COPELAND s THOMPSON Inc. 


206 FIFTH AVENUE - NEW YORKCITY 

















CHASE 


From canape servers to 
candlesticks—Chase sty]l- 
ing brings you distinctive 
and fascinating designs 
in modern tableware. 
Nationally advertised — 
ever increasing in de- 
mand—these brilliant 
products are worth seeing, 
worth stocking for quick, 
repeat sales. Don’t miss the 
very latest things—at all 
the Gift Shows. 


INCORPORATED 
Specialties Sales Division: Chase Tower, New York 


Palmer House 


Feb. 25—March 2 
Hotel Pennsylvania 


Adelphia Hotel 


CHICAGO 
Feb. 4-15 


NEW YORK 


BOSTON SMITH METAL ARTS CO., INC. 
March 11-15 THE PAIRPOINT CORP. 
Hotel Statler TURNER ARTWARES and many others. 
Larry Bell, ornate of the Palmer House, cordially in- 
* vites all of his old friends to make their headquarters at 
the MORRISON HOTEL. 
PHILADELPHIA Four Floors of New Large Light 
Display Rooms $3.50 to $7.00 
March 25-29 Single rooms ...............++ .50 up 
EE SIE 66 a s'o.6<s 6's veto 446 .00 up 








STEUBEN GLASS 

J. A. SCHNEIDER LIGHTING CO. OF BUFFALO 
e THE TAYLOR, SMITH & TAYLOR CO. 

ARTHUR J. PALMER, JR. 


co ee er $5.00 up 


Each with bath, servidor and runnin 
the quiet, homelike rooms of the MORRISON HOTEL you 
are far away from noise and hurry. Deep, soft beds bring 
sound sleep. Fine garage facilities. Home of Terrace Gar- 
den. In the Heart of the Loop. 


“Stay in the 
TOWER of HOSPITALITY—” 


* 








Some of the lines that will be 
shown at the 


MORRISON 
HOTEL 


Madison & Clark Streets 
CHICAGO, ILLINOIS 


during the coming Market 
Season, are: 


ice water. Up in 


LEONARD HICKS, Managing Director. 








Evening Bags 


Pearl — Rhinestone 
Sequin — Steel on Crepe 
and Soft Fluffy Effects 


$1.00 to $10.00 each 


Wood Bead Bags 


Large assortment of styles and 
colors in fluffy and tailored effects. 


To retail from $1.00 to $5.00 each 


KAPLAN & GORDON CORP. 


6 W. 32nd St. New York City 











THE TOPS 


of these charming salt and pepper 
shakers are individually lettered to 
denote the contents. 


Bakelite in black, white, and blue 
with chrome makes them indeed 
“the tops” in style and sales appeal. 


Individually boxed at $9.00 
per dozen pairs 


W. H. FENTON 


225 Sth Ave., New York City 





SNACK SET 


for the Cocktail Hour 
from Pacific Pottery 


Complete showing of 
this merchandise and 
other interesting 
types suitable for 
jewelers. 


Mrs. E. H. Coles 


225 Fifth Avenue 
New York City 
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55th Pittsburgh Exhibit of Associated Glass and 
Pottery Manufacturers 


OTTERY and glassware buyers from all parts of the 

United States attended the 55th annual Pittsburgh 
exhibit of the Associated Glass and Pottery Manufac- 
turers held in the Fort Pitt and William Penn hotels, 
Jan. 7 to 15. The attendance broke all records since the 
start of the depression, and in addition there were more 
exhibitors and likewise many new lines shown. 


While purchases made at the show from nearly 100 
exhibitors ran well up in six figures, the big influx of 
orders always comes after the buyers get home and select 
their lines for the new year. As a result, the stimulus 
from such an exhibit follows through months afterward. 


Many companies actively identified with the jewelry 
trade were among the exhibitors. These included: 
Rosenthal China Corporation, New York; Cambridge 
Glass Co., Cambridge, Ohio; Central Glass Works, 
Wheeling, W. Va.; Duncan & Miller Glass Co., Wash- 
ington, Pa.; Erskine Glass & Mfg. Co., Wellsburg, 
W. Va.; Fort Pitt Glass Co., Pittsburgh; Imperial Glass 
Corporation, Bellaire, Ohio; Jeannette Glass Co., Jean- 
nette, Pa.; MacBeth-Evans Glass Co., Charleroi, Pa.; 
McKee Glass Co., Jeannette, Pa.; Morgantown Glass 
Works, Morgantown, W. Va.; the New Martinsville 
Glass Mfg. Co., New Martinsville, W. Va.; Westmore- 
land Glass Co., Grapeville, Pa.; United States Glass Co., 
Pittsburgh; Wheeling Decorating Co., Wheeling, 
W. Va.; Dunbar Glass Corporation, Dunbar, W. Va.; 
National Silver Co., New York; Crown Potteries Co., 
Evansville, Ind. ; Harker Pottery Co., East Liverpool, O. ; 
Edwin M. Knowles China Co., East Liverpool, O.; 
Homer Laughlin China Co., Newell, W. Va.; Limoges 
China Co., Sebring, O.; Sebring Pottery Co., Sebring, O.; 
Steubenville Pottery Co., Steubenville, O.; Taylor, Smith 
& Taylor Co., East Liverpool, O.; S. A. Weller Co., 


Zanesville, O., and many other others. 


It is rather difficult to define the trend in 1935 pottery 
and glassware design. One trend seemed to be toward 
“stream-lined” pottery embossments in comparatively 
plain designs. Decorations are not so ornate and there 
are fewer of them. In glassware, there was a tendency 
to revert to Colonial designs. 


The designs that brought Frederick H. Rhead, art 
director of the Homer Laughlin China Co., Newell, W. 
Va., the Charles F. Binns medal of the New York State 
College of Ceramics last year, are mostly Colonial with 
an occasional. modernistic touch. Most of the china is 
decorated with wide bands of color, mostly blue or brown, 
in the Colonial style. Platinum bands and floral designs 
were common. 


Among the exhibits of particular interest to the jewelry 
trade were those of the Cambridge Glass Co., which 
showed a line of sea shell glass fruit and flower bowls; 
the Duncan & Miller line of glass stemware with medal- 
lions in the stems suitable for engraving ; an exquisite line 
of punch bowls by the Morgantown Glass Works; cock- 
tail and wine services by the New Martinsville Glass 
Mfg. Co.; modern crystal and fancy milk glass by the 
Westmoreland Glass Co.; a meerschaum service in open 
stock pattern by Limoges China Co.; Olivia and Adam 
patterns by the Steubenville Pottery Co. and a line of art 
pottery by the S. A. Weller Co. 
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NORMA 


THIS PENCIL WRITES 
IN FOUR COLORS 


Shifts Gnstantly With LA 
ed, a ‘Che {a a 


The Norma is not only unlike any other pencil 
on the market, but it stands head and shoulders 
above the crowd of mechanical pencils . . . 
totally different, individual, unusual . . . not 
merely because it is a four color pencil, but 
because it is the most scientific, most advanced 
and outstanding colored pencil on the market 
today! 





























That is a large order we know . . . to check on 
it all you have to do is to see and compare the 
Norma . its writability, its 
durability, its mechanical ingenuity, 
its instant shift from one color 
to the other, its skillfully engi- 
neered foolproof construction. 


The Norma was invented by the 
internationally known engineer who 
also gave to the world the famous 
Norma bearing. This pencil in its 
line is just as great an advance as 
was the bearing. 


So well is the Norma built that we 
guarantee it for a lifetime of ser- 
vice. It fills a long felt need of men 
in every line of business and in the 
professions. In the three months 
since Norma has been placed on the 
market it has been a sensational 
seller at a substantial profit to the 
retailer. 


4 Colors 
in One Peneil 


Sterling 
Gold filled 


Write today for further particulars if your distributor cannot supply you. 


NORMA PENCIL CORP. 


150 BROADWAY * NEW YORK CITY 
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Important Memorandum Case Decision 


New York State Court of Appeals Hands Down Ruling in Action 
to Recover Pawned Diamond Ring 


The New York State Court of Ap- 
peals has handed down a decision on 
memorandum transactions which has 
evoked widespread interest in the 
jewelry trade. It is the decision in the 
case of Nelkin vs. the Provident Loan 
Society. The Court of Appeals re- 
verses the judgment in the lower court 
and directs judgment in favor of the 
plaintiff without costs, subject to a 
lien of the defendant for $125, with in- 
terest at 6 per cent from Jan. 16, 1933. 

In this case a dealer named Mosko- 
witz, upon signing a memorandum 
agreement, obtained a diamond ring 
from Morris S. Nelkin, another dia- 
mond merchant. Moskowitz pawned 
the ring with the Provident Loan So- 
ciety. Nelkin then sued the Provident 
Loan Society for the return of the 
ring, and the case was submitted to the 
Appellate Division on agreed facts 
that stipulated that the ring was de- 
livered for the purpose of sale and 
that Nelkin conferred upon Mosko- 
witz the power to sell. 

Now comes the decision of the 
Court of Appeals, as follows: 


Nelkin v. Provident Loan. 
Crouch, J. 

The plaintiff, a dealer engaged in buy- 
ing and selling jewelry and precious 
stones, delivered to one Moskowitz, an- 
other dealer in the same business a dia- 
mond ring. At the time of such delivery, 
Moskowitz signed the following memo- 
randum: 

“These goods are sent for your in- 
spection and remain our property and 





are to be returned to us on demand. 
Sales take effect only from date of our 
approval of your selection.” 

Thereafter, Moskowitz pledged the 
ring with the defendant, as security for 
a loan of $125. Defendant acted in good 
faith and without notice of the plain- 
tiff’s claim of ownership. When demand 
was made by the plaintiff for the sur- 
render of the ring, the defendant refused 
to give it up unless paid the amount of 
its lien with legal interest. ‘Thereupon, 
this action was begun by a submission 
upon an agreed statement of facts to the 
Appellate Division. The plaintiff had 
judgment. 

The decision of the case turns upon 
the question of whether the defendant 
may show by parol evidence that the 
diamond ring was, in truth, delivered to 
Moskowitz for the purpose of sale to 
such customer as he might find; that he 
might sell it to such customer; that he 
was obligated merely to return the goods 
or the sum of money set forth in the 
memorandum. That such was the con- 
tract, is stipulated in the agreed state- 
ment subject to an objection by the plain- 
tiff that the facts are inadmissible under 
the parol evidence rule. If the true con- 
tract may be proved, it is clear, not only 
that Moskowitz was an agent and trustee 
in possession of merchandise for the pur- 
pose of sale, within the intendment of 
the Factors’ Act (Personal Property Law, 
§43), and therefore that though he had 
no authority from his principal to pledge 
the merchandise (1 Williston on Sales, 
2nd Edition, 728) but his act is so far 
validated by the statute that the prin- 
cipal may reclaim it only upon payment 
to the pledgee of the sum advanced, 
(Freudenheim v. Gutter, 201 N. Y. 94). 

The claim of the defendant rests not 
at all upon any authority to pledge given 
to Moskowitz by his contract with the 
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plaintiff, but solely upon the protection 
afforded it by the statute. It takes noth- 
ing under the contract either as party 
or as privy. In such case, it is well set- 
tled that the parol evidence rule does 
not apply (Brown v. Thurber, 77 N. Y. 
613; Folinsbee v. Sawyer, 157 N. Y. 196). 

The decision of this court in Green v. 
Wachs, 254 N. Y. 437, is addressed to 
our attention as holding to the contrary. 
The distinction between that case and 
this is clear. No claim for protection 
under the Factors’ Act was made in that 
case. The defendant asserted full title 
and the benefit of his bargain on the 
theory that the agent, under his contract 
with the principal, had complete author- 
ity to sell and pass title. That was the 
only issue at trial. Concededly the de- 
fendant was claiming in privity with the 
agent. The offer of parol evidence was 
based solely upon the contention that the 
contract, under which the defendant as- 
serted title, was ambiguous. The court 
found no ambiguity. The offer was nec- 
essarily rejected under the general rule. 

The further contention is made that 
Moskowitz obtained possession of the 
ring by common law larceny and hence 
that the Factors’ Act does not apply. 
The contention is without the shadow of 
support in the facts as stated. 

Judgment should be reversed and judg- 
ment directed in favor of plaintiff with- 
out costs, subject to the lien of defendant 
for $125, with interest thereon at 6 per 
cent from Jan. 16, 1933. 





Town Criers Hold Annual Dinner and 
Elect Officers 


CINCINNATI, On10, Jan. 11—The Town 
Criers, an organization of traveling men 
in the wholesale jewelry and manufac- 
turing industry of Cincinnati, held their 
annual “Stag” and dinner at the Cin- 
cinnati Club on Wednesday, Jan. 9. 

The following were elected as the new 
officers for the coming year: Charles 
Payne, president; Maury Solomon, vice- 
president; Charles Hummel, secretary; 
and Ralph Simon, treasurer. 

Cards, bowling and billiards followed 
the dinner. 
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Manufacturing Jewelers and Engravers 
Association Elects Officers 


LovuIsvILLE, Ky., Jan. 14—At a recent 
meeting of the Manufacturing Jewelers’ 
and Engravers’ Association, John M. 
Scholl of Fischer, Chiquelin & School, 
jewelry engravers, was elected president 
of the association. Other officers are 
Rudy J. Bouteiller, vice-president; B. F. 
Schuckman, secretary; and A. Breehl, 
treasurer. 


Archibald Graham New President of 
Brotherhood of Traveling Jewelers 


Archibald Graham, of the Monroe 
Graham Co., 620 Fifth Ave., New York, 
was elected president of the Brotherhood 
of Traveling Jewelers at the annual meet- 
ing held on Saturday, Jan. 5, at the New 
York Athletic Club. Other officers 
chosen were Harry Berdan, vice-presi- 
dent, and secretary-treasurer, Knowlton 
D. Read (reelected). 

Nearly 200 traveling representatives of 
the jewelry trade attended the meeting. 
Following the business session a buffet 
lunch was served. 

G. H. Niemeyer, who had been president 
for the past six years, was given high 
praise for his unstinting service during 
his term of office. In his address, Mr. 
Niemeyer reviewed the economic history 
of the past few years, touching briefly on 
the hardships which have been felt by 
all, and concluded his remarks by saying 
that today a change for the better has al- 
ready been felt, with the hope that the 
future will hold prosperous times for the 
trade. Mr. Niemeyer was elected to the 
board of trustees for a five-year period. 
Among others speakers were four past 
presidents, David Pickering, L. D. Rey- 
nolds, Edward Eckfeldt, and William 
Brown. 

Mr. Read, in his report as secretary, 
announced that the financial condition of 
the organization is better than ever 
before, and that the membership now 
totals 394. 








Associate Jewelers, Inc., 
Select Leaders 


At the annual meeting of the Asso- 
ciate Jewelers, Inc., of New York, Jan. 
16, at the Grand Street Boys’ Club- 
house, 106 W. Fifty-fifth St., Jacques 
Japka of the La France Jewelry Co., 64 
Fulton St., was elected president. Other 
officers included Morris Rikles, 1st vice- 
president; Morris Rubin, 2nd vice-presi- 
dent; David Schapiro, secretary; and 
Isadore Tenen, treasurer. 

Directors chosen were as follows: Sol 
Brazner, Max Frackman, Isadore Gratz, 
Benjamin Kolson, Theodore Malkin, Ben- 
jamin Orgel, Alex Osborne, Solomon 
Ostrin, Arthur M. Schneider, David 
Schmidt and David Weinman. 

THe meeting was presided over by Mr. 
Schneider, retiring president. Reports 
read by the officers showed that many 
constructive things had been accomplished 
during the year by the Association. 

Mr. Schneider was highly praised by 
the members for his large share in build- 
ing to the present success of the organiza- 
tion, and was elected honorary presi- 
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dent. Arthur Bergman of the Knight 
Printing Co. was made an honorary 
member, in recognition of his assistance 
to the group. 

The meeting was preceded by a dinner. 





Sydney Berman Again Heads New 
York Jewelers Benevolent 
Association 


At the annual election of officers of 
the New York Jewelers Benevolent As- 
sociation, held Jan. 15 in Proctors’ Lodge 
Rooms, 148 E. Fifty-eighth St., Sydney 
Berman, refiner, 102 Canal St., was again 
chosen as president of the organization. 
The election was unanimous, and marks 





Sydney Berman 


the beginning of Mr. Berman’s third 
consecutive term in office. 

As a result of a constitutional amend- 
ment adopted in December, the office of 
First Vice-President has been supplanted 
by the two offices of Co-chairmen of 
Sick and Distress. The new co-chair- 
men are Hyman Dubrowin, who will 
administer for Manhattan and the Bronx, 
and Max Pruzansky, for Brooklyn and 
Queens. 

Other officers elected are as follows: 
Harry Wittman, vice-president; David 
Massover, treasurer; Harry Lewis, fi- 
nancial secretary; Arthur Bergman, re- 
cording secretary; and Barnet Deskin, 
sergeant-at-arms. Max Cutler, Louis 
Dolgin and Max Wolf were chosen as 
trustees. Elected as chairmen of com- 
mittees were: Louis Friedlander, by- 
laws; Morris Sherry, entertainment; and 
Joseph Goldman, membership. 

The installation of officers will take 
place at a dinner dance to be held on 
Sunday evening, Feb. 3, at the Grand 
Street Boys’ Clubhouse, 106 W. Fifty-fifth 
St, New York. Tickets are $3 per 
couple and may be obtained from Louis 
Cutler, 170 Broadway, or from Presi- 
dent Berman. 

At the election meeting it was defi- 
nitely decided that the Association would 
hold a Golden Jubilee, to celebrate its 
50th anniversary, on Dec. 31, 1935. 





The Tennessee Watchmakers and 
Jewelers Association will meet in Nash- 
ville on April 7, 8 and 9, at the Noel 
Hotel. Part of the mezzanine floor will 
be used for exhibits. 
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Annual Election of Council Bluffs 
Jewelers’ Association 


Councit Biurrs, Iowa, Jan. 14—The 
Council Bluffs Jewelers’ Association held 
its annual election Tuesday, Jan. 8. The 
following officers were elected: Clarence 
Cunningham, (reelected) president; 
George Rathbun, (chosen) vice-presi- 
dent to succeed Dr. Blaine; Charles 
Chaffee, secretary-treasurer, to succeed 
Herman Kulesh. 





Jewelers’ Square Club Installs 
Officers 
The new officers of the Jewelers’ 


Square Club of New York were installed 
on Jan. 7 in Hurley’s restaurant, 144 


Fulton St. The ceremony was conducted 
by Maurice H. Sawyer, “Mayor” of 
Flatbush. 


Officers elected are: Moe Rooder, pres- 
ident; Louis Baltes, vice-president; Ed- 
ward Lambeck, secretary; Ben Dattel- 
baum, treasurer; and Harry Smolin, 
sergeant-at-arms. The executive com- 
mittee includes Ben Biffar, George Klin- 
ick, I. Lassner, Murray Nathan, J. E. 
Theise, L. V. Lassner, Joe Goodman, E. 
Sondheimer and Hugo Meyer. Julius 
Herzfeld is chairman of the social wel- 
fare committee, with the following mem- 
bers: Lew Schinder, Paul E. Levi, Herb- 
ert Levy, Bill Stern. On the member- 
ship committee are Isadore Friedman, 
Irving Broder, Sol Gordon and Ray 
Blumenthal. 

Following the business of the meeting 
the members enjoyed entertainment pro- 
vided by Lew Price. 





Monroe Hammel 


Monroe Hammel of Hammel, Riglander 
& Co., Inc., 209 W. Fourteenth St., New 
York, died on Jan. 7 in St. Petersburg, 
Fla., where he had gone for his health 
six weeks before. He was 52 years old, 
and at the time of his death was as- 
sistant treasurer and assistant secretary 
of the concern. 

The deceased had been associated in 
the business for 30 years. He was well 
known to the wholesale material trade, 
having served in his earlier days as a 
sales representative of an importing con- 
cern. He was active in business up 
until about 18 months ago, when his ill- 
ness set in. Prior to going to Florida 
he had been under treatment in a sani- 
tarium in North Carolina. 

With him at the time of his death was 
his wife, Ella. Besides Mrs. Hammel 
he is survived by his mother, Mrs. 


. Bertha Hammel, a daughter, Mrs. A. 


Jandorf of New York, and two brothers, 
Seymour Hammel, president of the com- 
pany, and Harold, vice-president in 
charge of the Paris office. 





For many years Nebraska has been 
the first state to hold a retail jewelers 
convention. This year the meeting will 
be held at the Hotel Paxton, Omaha, on 
Feb. 21 and 22. An excellent program 
is being arranged. 





Annual Meeting of American Jewelers’ 
Protective Association 


At the annual meeting of the American 
Jewelers’ Protective Association, held 
Jan. 25 in its offices at 17 W. 45th St., 
New York, President Rothschild in his 
report said that “Commercial smuggling, 
although a great evil because of the un- 
fair competition which it permits, is not 
clearly so serious a matter for the jewelry 
industry as a whole, as the kind of tour- 
ist smuggling which was so great in the 
years preceding 1930, and which will un- 
doubtedly be a factor again when gen- 
eral business recovery has taken place.” 

Mr. Rothschild emphasized the fact 
that the identity of any person giving in- 
formation leading to the apprehension of 
a tourist smuggler is kept absolutely 
secret, not even the government being 
told who he is. “Much of this kind of 
smuggling can be definitely stopped if 
we would only receive a fair amount of 
cooperation from the retail jeweler, who, 
after all, is the person vitally interested,” 
he concluded. 

Officers elected for 1935 are as follows: 
President, Meyer D. Rothschild; first, sec- 
ond and third vice-presidents, Rolland G. 
Monroe, Frank Jeanne, Lee Reichman; 
treasurer, Otto D. Wormser; secretary, 
Arthur Lorsch; assistant secretary, M. L. 
Ryder. Directors elected include Wither- 
bee Black, Walter J. Buffington, William 
Hoffman, Frank Jeanne, Walter N. Kahn, 
Julius Kaufman, Francis A. Keating, Ar- 
thur Lorsch, William E. Marcus, Jr., 
Jacob Mehrlust, Frank Milhenning, Roll- 
and G. Monroe, George A. Moore, Julius 
S. Oppenheimer, Julius Raunheim, Lee 
Reichman, Meyer D. Rothschild, Nathan 
J. Stern, Emile Tas, and Otto D. Worm- 
ser. The nominating committee includes 
Charles H. Conant, chairman; Albert 
Osterwald, J. J. Abelson, Benjamin S. 
Katz, and Jerome Adler. 





Henri Tas Finds Spirit of Optimism 
in This Country 


Henri Tas of Louis Tas, N. V., dia- 
mond brokers of Amsterdam and Ant- 
werp, arrived in this country Jan. 16 on 
the Ile de France for a visit of three 
weeks. He was accompanied by Mrs. Tas. 

In an interview with a representative 
of THE JEWELERS’ CiIRCULAR-KEYSTONE, 
Mr. Tas said that a definite pickup of 
general business is sure to mean an im- 
mediate reaction in the diamond market. 
He found stocks here at low levels, with 
American jewelers in a buying mood. 
“It is my experience so far,” he remarked, 
“that jewelers are thinking seriously 
about substantial increases in their stocks, 
but are hesitant to commit themselves 
definitely. .However, when trade in gen- 
eral shows some improvement I look for 
increases in diamond prices ranging from 
10 per cent to 25 per cent, depending 
upon the type of goods.” 

One thing that has led to moderate in- 
creases already, irrespective of demand, 
he said, is the diminution of rough mate- 
rial available from the Cape and British 
Guiana. Miners there .are finding less 
rough of good quality, he said, and 








stricter government control in these lo- 
calities has made it*necessary for manu- 
facturers to buy from the Diamond Cor- 
poration. The London “Syndicate,” he 
said, in turn, is asking higher prices than 
heretofore, and in the case of some goods, 
buyers have paid higher rates. 

Mr. Tas left Sunday, Jan. 20, for a 
trip which will include visits to his cus- 
tomers in Boston, Philadelphia, Pitts- 
burgh, Chicago, St. Louis and Kansas 
City. His business headquarters in New 
York is at the office of Emile Tas, 15 
Maiden Lane. 


Qualifying Certified Gemologists and 
Graduate Members 


The following persons have recently 
completed examinations permitting them 
the use of the title “Qualifying Certified 
Gemologists” : 

Harold D. Feuer, Worcester, Mass. 

George C. Barclay, Newport News, Va. 

The following jewelers have recently 
passed examinations for the use of the 
title, Graduate Member American Gem 
Society: 

Florida: Julius Kadish, Tampa. 

Rhode Island: A. Ronald Reed, Provi- 
dence. 

Philippine Islands: Leopold Kahn, Jr., 
Manila. 


First Meetings of Guilds and Chapters 
of the American Gem Society 


Last fall in ten of the larger Eastern 
and Middle West cities there were laid 
the foundations of eight Regional Guilds 
and two local Chapters of the new 
American Gem Society. Each of these 
organizations already are composed of 
10 to 20 charter members who are out- 
standing in the jewelry trade and who 
have been offered the opportunity to 
thoroughly investigate the present plans 
and future possibilities of the American 
Gem Society. 

Meetings of these groups to perfect the 
various organizations by adopting con- 
stitution and by-laws and electing officers 
will occur, beginning in the first week in 
February by the call of the chairman of 
the society’s certification committee for 
each region. 

A limited number of invitations will 
be issued by them to other jewelers in 
their regions to attend this organization 
meeting. Membership in the Guilds is 
confined to retail jewelers, and as in the 
Merchant Guilds of old, depends upon 
the ethical record and a certain number 
of years of experience. The principal 
function of the Guilds will be the educa- 
tion of its members regarding gems, 
precious metals, and jewelry, and other 
quality merchandise and the selling and 
advertising of such merchandise, and 
yearly examinations will eventually be 
required for continued membership. The 
United States will be divided into regions 
and the guilds will meet four to six times 
yearly in a centrally located city of the 
region. 

Chapters of the society will be local in 
nature and their members will include all 
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members of all branches of the trade; 
educators, collectors of gems, etc. 

Both the Guilds and Chapters will be 
self-governing. Each type of organiza- 
tion will become a part of the national 
society through the adoption of a uniform 
constitution and by-laws. A major pur- 
pose of each organization will be to assist 
in the ultimate campaign to make Amer- 
ica gem and jewelry conscious. 

Assistance in arranging for lecturers 
and traveling educational features con- 
sisting of material for study and lantern 
lectures will be supplied by the national 
society. Membership to both Guilds and 
Chapters is by invitation only. 

Charter members of the following or- 
ganizations may obtain information re- 
garding the first meeting in their region 
by inquiry from the chairman of 
their Temporary Certification Committee. 
Names of these chairmen are: Western 
Michigan Guild: Hugh C. Finley, 150 S, 
Burdick St., Kalamazoo; Western Penn- 
sylvania, West Virginia, and Eastern 
Ohio Guild, Paul Hardy, Hardy & Hayes 
Co., 9th and Olive, Pittsburgh; Wiscon- 
sin Guild, H. E. Snyder, Louis Esser Co., 
315 E. Wisconsin, Milwaukee; Northern 
Ohio Guild, H. B. McCague, Cowell & 
Hubbard, Cleveland; Northern New 
England Guild: Linwood Cross, 515A 
Congress St., Portland, Me.; New Jersey 
Guild, H. V. Paul, Wiss Sons, Inc., 665 
Broad St., Newark; Eastern Pennsyl- 
vania and Southern New Jersey Guild, 
Fred J. Cooper 113 S. 12th St., Phila- 
delphia; and Central New England 
Guild, Douglas E. Nathan, 471 Main St., 
Fitchburg, Mass.; Chicago Chapter, H. 
Paul Juergens, Juergens & Andersen Co., 
55 E. Washington, Chicago; The New 
York Chapter, Kenneth A. Van _ Cott, 
Marcus & Co., New York. 

Meetings will be held in the cities in 
which chairmen reside except in Central 
New England where meetings will be 
held in Worcester. 


Edward Turner 


Los ANGELES, CAL., Jan. 19.—Edward 
Turner, second vice-president of the 
E. W. Reynolds Co., passed away on Jan. 
15 after an illness of but a few days. Mr. 
Turner was one of the best known jewelry 
men in the state of California, having 
been connected with the late Mr. Rey- 
nolds since boyhood. 

He and Frank Sterling had gone to 
San Diego for a short trip, and Mr. 
Turner took a_ severe cold and was 
brought home by motor immediately. He 
had every possible care, but pneumonia 
set in and proved fatal. 

Mr. Turner had been Mr. Reynolds’ 
right-hand man. He traveled from San 
Francisco to San Diego and was out on 
the road a large part of the time. 

Deceased is survived by his widow, a 
married daughter and one son, Edward, 
Jr., who is an entered apprentice in the 
tool material department of the E. W. 
Reynolds Co. 

The funeral was held yesterday from 
the First Methodist Episcopal Church in 
Glendale and interment, was in Forest 
Lawn Cemetery. 
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NEWS PICTURES OF THE MONTH 





Here they are enjoying the big 59th banquet of the 
Chicago Jewelers Association held in the Grand Ball 
Room of the Palmer House on the evening of Jan. 24. 
The dinner was attended by about 450 members and 


d closed vi f th 
a eS “ guests. (See story on page 96.) 


souvenir for the banquet of the 
Chicago Jewelers Association. 


To mark the opening of Rudolph’s new 
store at Binghamton, N. Y., Mayor 
Smith cuts the first piece of the cake. 


e os - Charles FE. Fullwood, 


This pen and pencil set was the souvenir for the banquet Wellsboro, Pa., jeweler, 
who has been appoint- 


of the Jewelers 24 Karat Club of New York, held at the . 
Hotel Biltmore on Jan. 17. (See pages 72 and 73.) ed acting postmaster at 
Wellsboro. 





wore acted ana Pe, : oe International News Photo 
‘ a a oe Marion Crocker Smith, who 
won a $1,000 wedding veil 


Drucker & Baltes Photo 
Testimonial dinner given to John H. Ballard, vice-president and general sales manager of the of rose point lace in R. Wal- 
lace & Sons Mfg. Co. essay 


Bulova Watch Co., by the sales organization, on Jan. 15, in honor of his 25th anniversary with 
the company. contest. 
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R. Wallace & Sons Mfg. Co. 
Celebrates 100th Anniversary 


“Restored Values, 1935,” is the caption 
over a statement by Charles D. Morris, 
president of the R. Wallace & Sons Mfg. 
Co., Wallingford, Conn., which reads as 
follows: 


“There was a time when businesses were 
proud of how long they had kept the name on 
the door. That was when a man was proud 
of how long he kept the same wife, same job, 
credit rating, friends, homestead, album, bible, 
and membership in the lodge. . .. Men haven't 
changed. A few fools have led us into the 
era of high finance, paper profits, big-shot 
pomposity, and hunger for nation-wide enter- 
prises .. . the era of mammoth “mappetites.” 
This has rendered great “soul-areas” arid, un- 
able to bear the fruit of love. It has made 
family branches bare of the leaves of kin- 
ship, each for the other. It has frosted the 
buds of fidelity, nipped the blossoms of 
brotherhood . . . but the roots of instinct are 
robust. They are reaching outward, toward 
the redeeming moisture of old truth, old 
values, old concepts of what makes the worth- 
whileness of life. We're commencing to 
cherish old friends, to treasure a good name, 
to respect business standing, and to desire 
permanence in our social and commercial re- 
lationships and affiliations: The house to 
which time has given endorsement, the busi- 
ness to which years have attached the cre- 
dentials of sustained patronage, is commenc- 
ing to benefit by the public eagerness to put 
confidence where it will not be betrayed.” 


This is a most appropriate introduction 
to the announcement of the 100th anni- 
versary of the company. One hundred 
years ago, in 1835, Robert Wallace, a 
farmer’s son of Prospect, Conn., laid the 





cornerstone of the mills of R. Wallace & 
Co., at Quinnipiac and began to manu- 
facture spoons of German silver. On 
Jan. 15, 1935, a banquet was served in 
Meriden to more than 60 people, em- 





Charles D. Morris, President 


ployees of the Wallace Silversmiths, and 
among them was one man through whose 
hands, since 1867, passed $52,000,000 
worth of bullion silver, all of which went 
into the making of Wallace silver. Thus 
has the business of Robert Wallace grown 
through the years, passing from him to 








his son, the late Frank A. Wallace, and 
now headed by Charles D. Morris, grand- 
son of the founder, who was elected presi- 
dent in 1933. 

At this banquet, held in St. George's 
Inn, was the entire sales force, and some 
of the oldest silver craftsmen in the coun- 
try. Among some of the factory vet- 
erans and the year they began their em- 
ployment with the concern are Alfred 
Kahl, 1867; Martin P. O’Connell, 1868; 
Bernard F. Luby, 1877; Louis A. Page, 
1877; Charles G. Myers, 1878; H. A. Col- 
lett, 1880; Frank W. Talbot, 1883; John 
Kelley, 1880; Harry I. Clulee, 1881. 

Mr. Morris, who was introduced by 
Thomas H. McCready, salesmanager, ad- 
dressed the gathering. Sales promotional 
manager Charles H. Gregory was also a 
speaker. Several of the older employees 
who had been with the company for 50 
and more years, were called upon to say 
a few words. 

The banquet was naturally an occasion 
for recalling some of the commercial tri- 
umphs of the concern. It was remem- 
bered that in 1929 six steamships of the 
Japanese line Nippon-Yusen-Kaisha were 
completely outfitted with Wallace silver, 
and that the Leviathan was similarly 
equipped. 


The Waltham Watch Co. held a meet- 
ing of its branch managers at the fac- 
tory during the week ending Jan. 19. In 
attendance were E. C. McKee, San Fran- 
cisco; E. Dagge, Chicago; A. A. Colvin, 
Pittsburgh; H. R. Williams, New York; 
W. J. Marshall, New England. 























RELIABILITY 








HEN you sell your old metal your only assurance of a full 
return is the RELIABILITY of your dealer. When you buy 
metal for manufacturing your only assurance of PURITY is the 
reliability of your dealer. 


K & L Service has met the RELIABILITY 


test for almost a half century 


KASTENHUBER & LEHRFELD 22 Jonn st. 


United States Government License No. 1 


New York 





EN COSTED OLED 
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Attleboro Concerns Take Additional 
Floor Space 


AtTLesoro, Mass., Jan. 10.—With rec- 
ords of the finest holiday business since 
the depression began, several of the 
jewelry manufacturers of this area began 
the new year with the announcement of 
plans for wide expansion at early dates. 
The Jeweled Cross Co. removed to the 
former factory of the Electric Chain Co. 
whereby it acquired about 20,000 addi- 
tional sq. ft. of factory floor space. 

The American Metal Crafts Co. is to 
expand and move to the Blake Building, 
where it will occupy an entire floor. 

The Fillkwick Co. will take an addi- 
tional 30,000 sq. ft, and the Baer & 
Wilde Co. is adding 10,000 sq. ft. to its 
factory. The Wells Mfg. Co. expects to 
triple its working force and is to take 
additional space in the Snell Building. 





Adolf J. Grinnell 


Adolf J. Grinnell, engaged in New 
York as an importer of precious stones 
and pearls for the past 60 years, died 
Dec. 29 at his home, 225 W. Eighty-sixth 
St., of a cerebral hemorrhage. He was 
in his 82nd year. During 1934 he suf- 
fered nine strokes, which greatly weak- 
ened his condition and finally brought 
about his death. He was active in busi- 
ness almost until the end, his last visit 
to his office being on Dec. 11. 

Born in Roumania, Mr. Grinnell came 
to this country in 1873. His early years 
in the trade were spent on Maiden Lane. 
About 17 years ago he located at 527 
Fifth Ave., which is the present address 
of the business. Of recent years he had 
specialized in black pearls. 

Surviving are a son, Ira, and two 
daughters, Mrs. G. I. Behrisch and Mrs. 
Samuel Schwartz. 





Stipulation Signed by Providence, 
New York and Detroit Houses 


WasHINGTON, D. C., Jan. 20.—Two 
jewelry houses in Providence, R. I., have 
signed stipulations with the Federal 
Trade Commission, agreeing to cease un- 
fair practices in the marking of novelty 
jewelry articles. 

Both companies manufacture a novelty 
identification bracelet, according to the 
stipulation, causing the word “Sterling” 
to appear on the back of the name plate 
when in fact the article is not made en- 
tirely of silver, but contains parts made 
of metal other than silver. 

The stipulations provide that the re- 
spondents cease using the word “Sterlinz” 
in a manner tending to deceive buyers 
into believing that the articles so marked 
are made entirely of silver, and that 
when the word “Sterling” is used, the fact 
that the articles so marked are not made 
entirely of silver shall be clearly stated. 

Respondents signing the stipulations are 
American Jewelry Chain Co., Inc., and 
Aurora Jewelry Co. 

Engaged in the importation and assem- 
bling of parts of clocks and watches and 
in the sale of these products when assem- 
bled, Norman M. Morris, Inc., New York 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 





City, has agreed with the Federal Trade 
Commission to cease and desist from 
labeling clocks containing works imported 
from Germany as “Swiss” clocks, and 
from branding its product in any way not 
accurately representing the facts con- 
cerning the country of their origin. 

Idel Glick, an individual formerly 
trading as “Glick’s Watch Factory,” De- 
troit, Mich., but now doing business as 
“Glick’s,” has agreed with the Federal 
Trade Commission to stop employing 
the word “factory” as part of his trade 
name or in advertising so as to imply that 
he owns or controls a plant where the 
parts used by him in repairing watches 
are manufactured, when this is not true. 
Glick repairs watches sent, usually, by 
mail, to his place of business by retail 
jewelers and others. 





Diamond House Files Suit Against 
Pittsburgh Hotel 


PITTSBURGH, Pa.—The alleged disap- 
pearance of $41,816 worth of diamonds 
from the William Penn Hotel’s deposit 
vault about a year ago is the basis of a 
suit against receivers of the Pittsburgh 
Hotels Corporation, filed in January by 
J. Freudenheim & Sons, 48 West Forty- 
eighth Street, New York. Permission to 
enter such a suit was given by Federal 
Judge F. P. Schoonmaker. 

The diamonds disappeared, according 
to the petition filed by local attorneys, on 
Dec. 5, 1933, between 2 and 10 P. M. 
Sol J. Freudenheim, a salesman, deposited 
them in the presence of a hotel clerk, it 
was alleged. 

When Freudenheim returned at night 
he reported that he found only a 59-cent 
toilet case in the vault. He alleges the 
disappearance of the diamonds was due 
to carelessness on the part of the re- 
ceivers or their agents. 





Burglars Loot New York Silver Hollow 
Ware Factory of $12,000 in Bullion 


I. Cooperstein, treasurer of the Elgin 
Silversmith Co., Inc., arrived at the con- 
cern’s factory at 40-42 West Seventeenth 
Street, New York, at about 8:30 A. M. 
on Tuesday, Jan. 15, to find the office a 
litter of paper, broken pieces of sterling 
hollow ware, and the two safes which 
contained 18,000 ounces of bullion silver 
wide open and empty. The loss is esti- 
mated at between $10,000 and $12,000. 

It is believed that the burglars entered 
by way of the roof, and then forced the 
door of the manufacturing concern, lo- 
cated on the 12th and top floor. 

Several thousand sterling candlestick 
shells were also missing. These consisted 
of the bases of the candlesticks, in a half- 
finished state. They were stamped with 
the trademark of the Elgin Silversmith 
Co., which consists of the letters “E.L. 
SIL. CO.” within the outline of a dia- 
mond. Several finished pieces of hollow 
ware were broken up and the parts which 
were not stamped with the trade. mark 
taken. 

The burglars left behind various bur- 
glar tools. 

Police have as yet been unable to find 
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any clues which might lead to the arrest 
of the robbers. 


George F. Barr 


George F. Barr of Barr & Willis, Hunt- 
ington, L. I., died on Jan. 18, the day be- 
fore his 91st birthday. The veteran jeweler 
had been in business in Huntington since 
1869, and every morning of the 66 years 
in which he served the community he 
walked to his store and home again, 
until he was taken ill several weeks ago. 
Pneumonia, which developed after an op- 
eration, was the cause of his death. 

He was born in Petersham, Mass. He 
saw active service in the Civil War and 
was the last member of the J. C. Walter 
Post, G. A. R. 

Mr. Barr’s wife died several years ago. 
Surviving are two nephews. 





Colorado Guild of Watchmakers 
Votes to Join National Body 


GREELEY, CoL., Jan. 4.—The “Greeley” 
Guild of the Master Watchmakers’ Asso- 
ciation of Colorado, Inc., held its first 
meeting of the year on Jan. 3. One of 
the first acts of the group was to vote 
itself an affiliate of the national watch- 
makers’ oragnization and to collect addi- 
tional dues of $1 per member for this 
purpose. 

The Guild elected Fred Weiss to repre- 
sent the members at the national con- 
vention of watchmakers, scheduled to be 
held in St. Louis in April. Next meet- 
ing of the Guild is planned as a banquet, 
in which the ladies will participate. 





Three New York Auction Sales 
Cooperate With Retail Jewelry 
Code and N.R.A. 


For the first time in many years, the 
large jewelry stores of New York City 
this year did not have to meet, during the 
height of the holiday season, the com- 
petition of some of the auction sales of 
consigned merchandise. 

Through the efforts of the Local Retail 
Jewelry Code Authority for the Metro- 
politan District of New York and New 
Jersey, three auction galleries called off 
sales that had been advertised. 

The Local Retail Jewelry Code Au- 
thority proceeded on the premise that 
such sales would be in violation of the 
Retail Jewelry Code because permits had 
not been obtained to sell jewelry tq ulti- 
mate consumers at auction. 

After due consideration, the auction 


* galleries agreed to cooperate with the 


Retail Jewelry Code and NRA. The sales 
were postponed and in the future the 
procedure provided for by the Retail 
Jewelry Code will be followed in connec- 
tion with all of their sales of jewelry. 

The negotiations which resulted in the 
postponement of these three sales ot 
jewelry were carried on by William 
Wagner, Executive Secretary for the 
Local Retail Jewelry Code Authority, and 
Sanford H. Cohen, counsel for the Code 
Authority in auction matters. 
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National Association of Credit 
Jewelers to Meet in Chicago 
Sept. 9-10-11 and 12 


CHICAGO, Jan. 25—Following a meeting 
of the western directors of the National 
Association of Credit Jewelers in Chi- 
cago yesterday, which followed a meeting 
of the eastern directors in New York the 
previous week, it was announced by 
William Gibson, president of the asso- 
ciation, that their 1935 convention would 
be held in Chicago at the Sherman Hotel 
for four days the week following Labor 
Day, Sept. 9, 10, 11 and 12, with the 
banquet on the last night. 





Frank T. Sloan Elected President of 
Jewelers Security Alliance 


At the annual meeting of the Jewelers 
Security Alliance held Jan. 15 at 15 
Maiden Lane, Frank T. Sloan of Sloan & 
Co., 15 Maiden Lane, was elected presi- 
dent. Other officers chosen included: 
Henry Abbott, of the Calculagraph Co., 
50 Church St., first vice-president; Ar- 
thur Lorsch, Albert Lorsch & Co., 607 
Fifth Ave., second vice-president; Emil 
W. Kohn, Theodore A. Kohn & Sons, 
608 Fifth Ave., third vice-president; 
Henry C. Barthman, William Barthman, 
174 Broadway, treasurer, and James H. 
Noyes, secretary. 

The executive committee selected for 
1935 includes: H. H. Dillingham, Walter 
Eitelbach, Nathan J. Stern, Otto D. 
Wormser, M. D. Rothschild, and Victor 
Lambert. 

Of great interest to the members were 
the statistics of crime presented in his 
address by retiring President G. H. Nie- 
meyer. The report showed conclusively 
that members of the Alliance have suf- 
fered less by far from crime than non- 
members. Non-member losses in 1934 
from hold-ups totaled $640,000, while 
members lost only $15,000 in this way. 
Burglary and sneak theft caused losses 
of $116,000 to non-members, while this 
figure for members was but $3,000. 

Mr. Niemeyer announced that 29 re- 
wards of $100 each were paid during 
the past year, in connection with the con- 
viction of 40 crooks. He concluded his 
remarks with the words, “Remember, as 
individuals we are helpless against or- 
ganized crime; as an organized body 
we are a power to fight it.” 





Diamond Salesman Robbed of 
$100,000 Gems in Sioux City, la. 


Sioux Crry—Sol Roseman, diamond 
dealer of 22 W. Forty-eighth St. New 
York, lost more than $100,000 in dia- 
monds to three thugs who attacked him 
at 1 a. m. before the Martin Hotel here 
on Jan. 23, and robbed him of the stones. 
The diamond man had just arrived in 
town from Cedar Rapids. When he re- 
sisted the robbers, he told the police, one 
of them struck him on the head, which 
caused him to relinquish his hold on the 
brief case containing the diamonds. This 
his assailants seized and drove off in a 
car which was pursued by police for 15 











blocks, who shot at the receding automo- 
bile. 

Reports from St. Paul, Minn., an- 
nounced on the following day that two 
men had been arrested and charged with 
the robbery. Police of that city claimed 
that the accused men were traveling in 
a bullet-ridden car, and that in it they 
found a diamond scales and a bottle of 
fluid used by jewelers. 

Mr. Roseman was covered by insur- 
ance. 





Chicago Jewelers’ Banquet 
Well Attended 


Cuicaco, Jan. 25—About 450 Chicago 
jewelers and their guests gathered in 
the Red Lacquer Room of the Palmer 
House last night to celebrate the 59th 
annual dinner of the Chicago Jewelers’ 
Association. The entire fourth floor was 
occupied for the reception, and dinner 
was served in the grand ball room on 
that floor. 

The program of entertainment which 
was presented might well have been con- 
ceived by George M. Cohan, so effec- 
tively did it blend the patriotic American 
spirit with an entirely pleasurable and 
amusing evening. After the meal had 
been served, President Howard Schaef- 
fer spoke briefly, and then introduced 
Toastmaster Nathaniel Leberone. The 
principal speaker was the Honorable 
Floyd Thompson, past Chief Justice of 
the Illinois Supreme Court, who gave 
an inspiring discourse on “The Country 
We Live In.” Douglass Malloch, poet 
and humorist, recited some of his rhymes 
of homely charm. 

The entertainment began with a mov- 
ing number in which the American Le- 
gion Color Guard of Square Post No. 232 
presented the colors. The climax of the 
ceremony was reached when Lieutenant 
Thomas E. Doonan (F. H. Noble & Co.) 
gave the “Ode to the Flag,” with dra- 
matic delivery. Singing of the “Star 
Spangled Banner” followed. 

Then began almost two hours of 
vaudeville entertainment, including head- 
line acts playing in the theaters of the 
city. 

Seated at the table of honor, besides 
those mentioned above, were the follow- 
ing: William Gibson, Clifford I. Jo- 
sephson, Col. Henry B. Chamberlain, 
George W. Young, Homer Guck, Charles 
T. Ross, George Weidig, John H. Hardin, 
Sol Hess, Lieut. John L. Sullivan, Na- 
thaniel Leberone, G. V. Dickinson and 
G. H. Niemeyer. 

The social relations committee, in 
whose charge were the arrangements for 
the banquet, included Harry Radix, 
chairman, Sol Hess, George Spies, Fred- 
erick Gottlieb, H. Paul Juergens, and 
Howard Schaeffer. 





J. N. Jackson, who has operated a 
jewelry store in the Wedge Building, on 
Third Street, Sauk Centre, Minn., for 
the last nine years, has leased a new 
storeroom in the new Medical Building, 
across the street from his present location, 
and opens there on Saturday, Feb, 2, 
with a complete new stock. 
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New N.R.A. Administrative Order Rules That All Jewelers Selling 
Wholly or in Part to Consumers Are Subject to 


Retail Jewelry Code Assessment 


N. R. A. Administrative Order X 131, 
released Jan. 7 by the National Industrial 
Recovery Board terminates all exemp- 
tions from the obligation to contribute to 
the expenses of the Retail Jewelry Code 
Authority for any establishment engaged 
in whole or part in retail distribution. 
Such exemptions had been granted by 
Paragraph III of Administrative Order 
X 36, which said that no member of any 
trade was obliged “to contribute to the 
expenses of administration of any Code 
or Codes other than the Code for the 
trade or industry which embraces his 
principal line of business.” 

Under X 36 it was possible for manu- 
facturers and wholesalers who sell at re- 
tail to claim exemption from assessment 
by the Retail Jewelry Code Authority on 
the grounds that retail selling was not 
their principal line. X 131 regards re- 
tailing as a wholly separate and distinct 
field and its provisions apply without ex- 
ception to all establishments which sell 
in any quantity at retail, regardless of 
the wholesale or manufacturing business 
done by such establishments. 


WHEREAS overlapping and multiple assess- 
ments under codes of fair competition impose 
hardships en establishments operating under 
more than one code in so far as they are en- 
gaged in retail distribution; 

NOW, THEREFORE, pursuant to author- 
ity vested in the National Industrial Recovery 
Board under Title I of the National Industrial 
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Recovery Act by Executive Orders of the 
President, including Executive Order No. 6859, 
dated September 27, 1934, and otherwise, it is 
hereby ordered: 


1. DEFINITIONS: 


For the purposes of this order the following 
terms are defined as_ indicated: 

(1) A “retail establishment” or an “‘estab- 
lishment” is a single establishment engaged in 
whole or in part in retail distribution. 

(2) “Principal line” is that portion of an 
establishment’s retail business as defined by a 
code, which exceeds in dollar volume any other 
portion of that establishment’s retail business 
subject to any other code. ‘ : 

(3) “Principal line code” is the code which 

governs the principal line of a retail establish- 
ment. 
(4) “Minor line” is a portion of an estab- 
lishment’s retail business as defined by a par- 
ticular code, which portion is not the principal 
line of such establishment. ; 

(5) “Minor line code” is the code which 
governs a minor line of a retail establishment. 

2. Any exemption granted by Paragraph III 
of Administrative Order X-36 or by Adminis- 
trative Order X-78 shall cease to be in effect 
on and after January 1, 1935, in so far as it 
applies to the retail business of retail estab- 
lishments. ‘ 

3. The principle that a_ single retail estab- 
lishment in so far as it is engaged in retail 
distribution shall pay a single assessment upon 
its total retail business for the expenses of 
code administration is hereby recognized and 
established as follows: 

(a) Every retail establishment shall, except 
as otherwise hereinafter provided, contribute a 
single assessment to the expense of administra- 
tion of its principal line code based upon its 
total retail business either (1) at the rate of 
assessment approved for such principle line 
code, or (2) upon its awe line at the rate 
of assessment approved for the principal line 
code, and upon each minor line at the rate 
approved for each minor line code. 

4. In order to effect the foregoing single 
assessment principle, it is further ordered: 

(a) Any retail establishment which makes 
payment- to the: expenses of ~administration of 
its principal line code authority as provided 
in paragraph 3 hereof, and duly certifies such 
fact shall thereby be exempt from any obliga- 
tion to contribute to any minor line code author- 
ity for the period for which such payment has 
been made. Such certification shall be made 
to any retail code authority requesting con- 
tribution, and shall state the date and amount 
of and the period covered by such payment. 

(b) An establishment, in computing such pay- 
ment to the principal line code authority, may 
deduct, and shall receive credit, for that portion 
of its retail business and for that period (to 
the extent that such period is within the period 
of the current assessment) for which payment 
has been made to the expenses of administration 
of any other code authority; provided that it 
shall certify to the principal line code authority 
the name of each code as to which credit is 
claimed, the date and amount of payment made 
and the period covered thereby. 

(c) Nothing herein contained shall prevent 
or invalidate agreements with regard to the col- 
lection or allocation of assessments heretofore or 
hereafter entered into by two or more code 
authorities with the approval of the National 
Recovery Administration. 

(d) Any principal line code authority which 
accepts from an establishment a contribution 
based on a minor line business shall thereby 
be subject to the ‘obligation of furnishing to 
such minor line code authority such assistance 
in administration and compliance as may rea- 
sonably be requested by it as to such estab- 
lishment. Nothing herein shall deprive such 
minor line code authority of the right to ad- 
minister and secure compliance with its code 
as to the business of such establishment which 
is subject to its code. 

(5) Any retail establishment refusing to rec- 
ognize the single assessment principle may re- 
frain from contributing to the principal line 
code authority on its minor line business, only 
as to such minor line business as to which it 
certifies to its principal line code authority (a) 
the amount of such business by dollar volume, 
(b) the portions of such business governed by 
each minor line code, (c) that payment has been 
or will be duly made to all code authorities for 
such minor line codes, and (d) the amount and 
date of payments made and for what periods 
under each code. Such certification shall be 


made within fifteen (15) days after receipt of 


notice of contribution due from the principal 
line code authority. 

This order shall become effective as of Janu- 
ary 1, 1935, unless good cause to the contrary 


(Turn to page 121) 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Announcement has been made that 
Charles F. Hartshorn is now representing 
Kohn & Co. of Newark, N. J. 

John M. Hartzberg, of J. & L. Hartz- 
berg, will sail Feb. 1 on a month’s cruise 
to South America and Florida. 

A. Haber, wholesale dealer in dia- 
monds and jewelry, has removed from 
65 Nassau St. to Room 704, 71 Nassau St. 

Alexander Gold, Inc., wholesale jewelry 
house, is now located in new quarters 








NOTICE TO SUBSCRIBERS 


The unexpired portions of subscrip- 
tions to THE KEYSTONE will be cred- 
ited to the new combined JEWELERS’ 
CIRCULAR-KEYSTONE for the full 
period. 

In the event that a KEYSTONE 
subscriber is also a JEWELERS’ CIR- 
CULAR subscriber, credit will be 
entered from the date of the expira- 
tion of THE JEWELERS’ CIRCULAR 
subscription. 











at 155 Canal Street. The old address 


was 170 Broadway. 


The Jewelry Designers’ and Modelers’ 
Guild met Jan. 3 at the Hotel Knicker- 
bocker. Charles Williams ‘was elected 
president. 


Untermeyer Robbins & Co., manufac- 
turing jewelers, have substantially en- 
larged their quarters on the 11th floor 
of 136 West Fifty-second Street. 


James N. Hogan, formerly associated 
with Augustus F. Dejonge, Inc., is now 
in the retail business on his own account, 
with quarters in 2 W. Forty-sixth St. 


J. E. Dejonge was recently elected 
president of the retail jewelry business 
of Augustus F. Dejonge, Inc., 9 E. 46th 
St. James N. Hogan has severed his 
connection with the concern, as of Jan. 1. 


Nat. R. Hirschhorn, representing the 
Parker Watch Co., 580 Fifth Ave., is now 
covering his territory in the Middle and 
Northwest. He is expected to return to 
New York about March 1. 

“Fondeville & Co.” is the name under 
which the importing concern formerly 
known to the jewelry trade as A. J. 
Fondeville & Co., 149-151 Fifth Ave., is 
now trading. 

Announcement has been made that 
Charles Wendell & Associates, 51 E. 42nd 
St., will sponsor an exhibition of Ameri- 
can china and glassware to be held at the 
Hotel Astor, March 25 to 29. 

Abe: Baren, formerly with the Castle 
Co., 1374 Broadway, has gone to Kings- 
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ton, Jamaica, British West Indies, for an 
indefinite stay. He is accompanied by 
his wife. 


Herbert Weisberger, of Arnstein Bros, 
& Co., 608 Fifth Avenue, sailed Jan. 30 
on the S.S. Manhattan on an extended 
European trip to visit the firm’s offices 
in Amsterdam and Antwerp. 


S. M. Grossman of Chicago is now 
mid- and southwestern representative for 
A. W. Mayer & Co., Inc., manufacturers 
of wedding rings and mountings, 36 West 
Forty-seventh Street. 


O. Marchand, importer of watch ma- 
terials and jewelers’ supplies, 15 Maiden 
Lane, has moved from Room 606 to 608, 
that address, where the concern now oc- 
cupies much larger quarters. 


The L. Van Moppes Diamond Co., 
dealer in diamonds and diamond mate- 
rial for industrial’ uses, has announced 
its removal from Newark to new quar- 
ters at 603 Seventh Ave., Asbury Park, 
N. J. 


Moe Rooder, importer and cutter of 
precious and semi-precious stones, was 
recently tendered a testimonial dinner by 
the members of the Anvil Club, a Brook- 
lyn charitable organization, of which Mr. 
Rooder was one of the founders. 


Bernard Landau, importer of pearls 
and precious stones, 608 Fifth Ave. 
sailed recently on a five months’ trip to 
the Orient. He was accompanied by Mrs. 
Landau. While there he will visit the 
pearl and other gem markets of India 
and Ceylon. 


A. D. Leveridge, diamond importer, of 
22 West Forty-eighth St., returned to 
America Jan. 22 on the Berengaria. “For 
the first time in five years,” says Mr. Lev- 
eridge, “I have felt justified in saying 
that the European diamond markets ap- 
pear healthy to me, and can be expected 
to rise steadily in activity and in prices.” 


Carleton S. Richardson, well known to 
the jewelry trade some years ago as New 
York representative of McRae & Keeler 
Co., was recently appointed manager of 
the New York office of the W. E. Rich- 
ards Co., Attleboro, Mass. Mr. Richard- 
son has quarters on the tenth floor of 303 
Fifth Ave. 

At a special meeting of the officers and 
trustees of the Maiden Lane Historical 
Society held Jan. 22, E. H. Dean, secre- 
tary, was elected treasurer to fill the 
vacancy caused by the death of Leo 
Wormser. He now holds both offices. A 
resolution of respect was adopted in mem- 
ory of the late Mr. Wormser. 


Howard H. Hetherington, president of 
the Maiden Lane Outing Club, has an- 
nounced that the annual winter frolic and 
beefsteak dinner will be held Thursday 
evening, Feb. 28, at the Grand Street 

(Turn to page 99) 
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New York Notes 
(From page 98) 


Boys’ Clubhouse, 106 West Fifty-fifth 
Street. Tickets may be obtained from 
Mr. Hetherington at the office of THE 
JEWELERS’ CIRCULAR-KEYSTONE and from 
J. L. Grant, 377 Fifth Avenue. 

The John R. Wood Sales Corporation 
has announced the appointment of J. 
Percy Wrayton as sales representative 
of the middle and far west and the south. 
In this position Mr. Wrayton assumes the 
duties of L. C. Volkland, now associated 
with the Jones & Woodland Co. Mr. 
Wrayton is now traveling the middle 
west, showing the new Omega watch 
line. 

Hugo Prins, prominent diamond broker 
of Amsterdam and Antwerp, and Mrs. 
Prins left this country to return home on 
Jan. 4, on the Aquitania. Mr. Prins had 
been in the United States since July 13, 
1934, and while on this long visit trav- 
eled to the Pacific Coast, stopping at 
many of the principal cities enroute. 
While here the broker made his head- 
quarters at the office of Arnstein Bros. 
& Co., 608 Fifth Ave. 

Final plans are under way for the an- 
nual banquet and ball of the Bronx Re- 
tail Jewelers’ Association on Feb. 17, at 
the Hotel Astor. An interesting program 
of speakers is being arranged by William 
Schneiderman, chairman of the commit- 
tee, among whom will be William D. 
McNeil, executive officer of the National 
Retail Jewelry Code Authority. Tickets 
may be obtained from Mr. Schneider- 
man at 348 E. Fordham Road. 


Max Blitz, who in December pleaded 
guilty to a charge of grand larceny in 
which he was accused of failing to re- 
turn to their owners several articles ob- 
tained on memorandum, on Jan. 24 re- 
ceived a suspended sentence from Judge 
Freschi in the Court of General Sessions. 
Restitution of the merchandise to the own- 
ers is being made. Blitz was appre- 
hended and prosecuted as a result of the 
activities of the Jewelers’ Memorandum 
Bureau. 


W. Waters Schwab, president of J. R. 
Wood & Sons, Inc., sailed for Europe 
Jan. 3 on the Manhattan. WHe was ac- 
companied by G. E. Downey, manager 
of the Omega Watch Division, and 
James Nutt, Wood diamond buyer. Mr. 
Schwab will visit Amsterdam and Ant- 
werp with Mr. Nutt, and is planning to 
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go from there to Switzerland with Mr. 
Downey to confer with the heads of the 
Omega Watch Co. in regard to the new 
Omega styles for the American market. 
Mr. Schwab will return to the United 
States early in February. 


The first meeting of the year of the 
Executive Board of Retail Jewelers As- 
sociations of New York was held Jan. 4 
at the Hotel Commodore. Practically 
the whole meeting was given over to a 
consideration of a proposed plan of 
credit selling, in which retail jewelers 
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would cooperate with a personal loan or- 
ganization for the purpose of making in- 
stalment sales to their customers. A 
committee was appointed by Chairman 
Peters to investigate the practical possi- 
bilities of this idea. The committee is 
as follows: George Korsunsky, Robert 
Lipton, Hyman Goldschmidt, Phineas 
Peters, and David Greenberg, counsel. 


To celebrate John H. Ballard’s 25th 
anniversary with the Bulova Watch Co., 
the sales organization tendered a testi- 
monial dinner in his honor at the Hotel 
Astor, Tuesday, Jan. 15. Among the 
officers and executives of the company 
who were also present was Joseph 
Bulova, president, who founded the com- 
pany in 1875. He outlined briefly Mr. 
Ballard’s 25 years’ association with the 
company, from errand boy to his present 
position of vice-president and general 
sales manager. Mr. Ballard was then 
presented with a beautifully inscribed 
parchment. 


While Marjorie Bramley, attractive 
daughter of a White Plains jeweler, was 
reaching into the store’s window display 
for a watch on Jan. 4, a robber grasped 
a tray of diamond rings from the display 
and hurried from the store to make good 
his escape in the noonday crowd. The 
girl followed through the door and ran 
a block in pursuit, but the thief soon dis- 
appeared around a corner. Miss Bramley 
was alone in the store of Bramley & 
Co., 199 Main St., except for a watch- 
maker when the robber entered and 
asked her to show him a watch in the 
window. 


March 3 is the date which has been 
selected by the Brooklyn Retail Jewelers’ 
Association for the celebration of its an- 
nual banquet and ball, to be held in 
the roof garden of the Hotel St. George. 
Robert Lipton, chairman of the arrange- 
ments committee, reports that an atten- 
dance of between 350 and 400 is ex- 
pected. There will be the usual pro- 
gram of entertainment provided by Al 
Rock, with music for dancing supplied 
by Harry Lefcourt’s orchestra. Speakers 
will include William D. McNeil, Charles 
T. Evans, William Wagner and David 

(Turn to page 100) 
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USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 


























The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 











New York Notes 
(From page 99) 


H. Greenberg. Handsome souvenirs are 
being planned for both men and women. 
The dinner is scheduled to begin at 6.30 
p.m. Tickets may be obtained from Mr. 
Lipton, 701 Grand St., Brooklyn, or from 
any of the officers of the Brooklyn Asso- 
ciation. 

The New York Times of Jan. 20 de- 
voted almost a column of the first page 
of its second section to a review of con- 
ditions in the diamond cutting industry 
of Amsterdam. The facts reported were 
substantially the same as those taken 
note of from month to month in the 
JeweELers’ Circucar-KeysTone. The ar- 
ticle concluded by saying that the “gen- 
eral opinion among diamond people here 








Fully protected 
by U. &. Patents 


THE 
PROTECTION 
RING GUARD 


Has no points to scratch 
Easy to adjust to ring 
Popular from coast to coast 
One dozen on card, assorted sizes, as 
usual, all colors of 14 Kt. gold. 
Lion Safety Pin Clutch Co., Inc. 
20 W. 22nd St., N. Y. City, or Jobber 














RINGS 


CHARACTER 
Sold Thru Wholesalers 


LOUIS Korres 


MANUFACTURING JEWELERS 


126 MAIDEN LANE, NEW YORK 
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(Amsterdam) is that wages are at a 
low level, stocks of rough diamonds are 
extremely small, while prices for cut 
diamonds are now lower than at any 
recent time. Consequently, a firm ten- 
dency in the prices for cut diamonds 
may be expected before long, particularly 
since, because of the instability of the 
currency in most countries, diamonds are 
more and more being bought for invest- 
ment.” 

More than 200 members of the Horo- 
logical Society of New York gathered 
on Jan. 3 to listen to Howard I. Beehler, 
director of technical research for the 
Hamilton Watch Co., speak on “The 
Escapement.” Mr. Beehler’s remarks 
were illustrated by large drawings which 
he executed during the talk. Following 
the lecture President Benjamin Mellen- 
hoff presented Mr. Beehler with a cer- 
tificate of honorary membership, a dis- 
tinction which had been voted to him at 
the December meeting. Mr. Mellenhoff 
then announced the receipt of a gift to 
all members of the Society from the 
Hamilton Watch Co., in the form of a 
practical watchmaker’s handbook. Each 
member received a copy of this book, 
“Technical Data; Service Information 
for the Watchmaker.” 





Charles G. Hoenninger Elected 
Chairman of Metropolitan Retail 
Jewelers Credit Union 

At a meeting of the newly organized 
Metropolitan Retail Jewelers Credit 
Union at the Hotel Commodore, Jan. 24, 
the following officers were elected: 
Charles G. Hoenninger, president; 
Phineas Peters, vice-president; Walter 
Hollinger, secretary, and Hyman Gold- 
schmidt, treasurer. — 

Henry Astor was chosen as chairman 
of the Loans Committee, with: A. Wolf 
and Morris Wexler. The Supervising 
Committee includes Mrs. H. Miller, chair- 
man, Sol Reichgott and Harry Krieger. 


New York City to Get State Retail 
Convention in 1935 


At a meeting of the officers and ex- 
ecutive committee of the New York State 
Retail Jewelers’ Association held in the 
Ten Eyck Hotel, Albany, Jan. 27, New 
York was chosen as the convention city 
for the annual meeting of the organiza- 
tion in 1935. The dates selected are May 
27 and 28. This meeting will be the 
26th annual convention, and the first held 
in New York City in 18 years. 

A program of unusual interest is be- 
ing planned by President Samuel Feld- 
man. Among the speakers expected to 
address the jewelers of the state are 
Mayor LaGuardia, and Police Commis- 
sioner Valentine. 








The annual meeting of the members of 
The Manufacturing Jewelers’ Board of 
Trade was held on Friday, Jan. 25, 1935, 
at the Turks Head Club, Providence, 
R. I. Reports of the secretary and treas- 
urer were received and President Edwin 
H. Cummings made an interesting ad- 
dress. Directors were elected, who will 
meet in Providence on Feb. 15 and elect 





the officers for the ensuing year. 
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SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 


BOUGHT & SOLD 


JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 








“SUPER -SERVICE” 
ROLLING MILLS 


reduce production costs to meet 
present day competition. 
We manufacture a complete 


line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewet 
$5.00 

















Same in 17-Jewel 
$6.00 


Same in 12 size, (Oo ere $4.00 
with a_ beautiful ; 1S-Jewel ..ccces 5.00 
Fancy Silver Dial 17-Jewel ....... 6.00 

Also fine unredeemed Railroad 


Watches similarly priced... 
25% with order, balance C. O. D. 


Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 
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PROVIDENCE: 


Happenings in the New England Territory 


George M. Simpson has been elected 
Keeper of Public Clocks at Newport. 


William G. Lind of T. W. Lind Co. 
has been elected president of the Crans- 
ton City Council. 


Alfred B. Lemon has been appointed a 
member of the executive committee of 
the Republican State Central Committee. 


The New England Manufacturing 
Jewelers’ and Silversmiths’ Association 
will hold its annual banquet on Feb. 23 
at the Providence-Biltmore Hotel. 


James DeCesaris, 342 Union Ave., has 
filed a statement that he is owner of the 
Progressive Mfg. Co., rear of 226 Eddy 
St. 

The stock in the retail jewelry store of 
Martin D. Proodian, 717 Westminster 
St., was slightly damaged by smoke and 
water during a recent fire in the building. 

Frank R. Sweet of the Sweet Mfg. Co. 
was inaugurated sixth mayor of Attle- 
boro at the municipal inauguration on 
Jan. 2. 

John S. Sampson & Son have been 
awarded judgment for $56 and costs in 
Sixth District Court on book account 
against the Improved Pencil Co. 

Employees of the D. E. Makepeace Co., 
Attleboro, received a 10 per cent bonus 
on their earnings for the year when they 
were paid recently. A year ago the firm 
restored a 10 per cent wage cut. 


Ernest Cunningham, salesman for Bates 
& Klinke, manufacturing jewelers, Attle- 
boro, was among the passengers saved 
in the steamer Lexington crash in New 
York harbor Jan. 2. 


Timely discovery of a blaze in some 
rubbish in the retail jewelry store of 
R. E. Guertin, 33 Broad St., Pawtucket, 
Dec. 27, resulted in its speedy extinction 
and probably saved serious damage. 


L. A. Bennett, who represents the Cen- 
tral Glass Works, Wheeling, W. Va., has 
recently been appointed New England 
representative of the Le Roy Art Studios, 
Chicago. The latter is a line of high- 
class, decorated china and glass. 

Leaving jewelry of many times greater 
value, which was within his reach, a 
thief early in the morning of Jan. 6 
grabbed $8 in new bills from a display 
in the front window of Dunn’s Jewelry 
Store at 248 Westminster St. after smash- 
ing the glass. 

The Columbia Metal Stamping Co. has 
been incorporated to conduct a manufac- 
turing jewelry business at Providence 
with an authorized capital consisting of 
100 shares of common stock of no par 
value. The incorporators are: Joseph 
Revelli, James Ambrifi and Archie Lam- 
bias, all of Providence. 


Somewhere in the hold of the Colonial 
Liner, Lexington, that was sunk in New 
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York harbor a short time ago is 
$2,000 worth of imitation precious stones 
which had been consigned to Monroe 
Block & Co. of this city. William A. 
Shawcross, a partner in the firm, who 
purchased these stones and others during 
a recent trip to Europe, has been advised. 

Using first a glass-cutter and then a 
large stone, thieves early one morning 
recently smashed a window in the retail 
jewelry store of Irenne Guertin on Arc- 
tic Square, West Warwick, and scooped 
up nearly $100 worth of jewelry. One 
man was captured, and most of the stolen 
property recovered. The man was held 
in $1,000 bail to await the action of the 
grand jury. 

An exhibition of Art in Industry by 
the Utopian Club, a fraternity of artists, 
craftsmen, and designers, is to be held 
from March 7 to 29 inclusive in the Mu- 
seum of the Rhode Island School of De- 
sign. It is sponsored by the Community 
Art Project of Brown University and the 
Rhode Island School of Design. Supple- 
menting the articles exhibited, will be lec- 
tures on the value of Art in Industry by 
leading authorities in the field of indus- 
trial arts. The type of material now 
being solicited for this exhibition will in- 
clude artieles that are typical of New 
England and nearby industries. 

The Cathedral Art Metal Co. of this 
city has just completed two notable sacred 
vessels designed by P. A. Tracey & Co., 
this city, for the Holy Name Church, at 
Roxbury, Mass. The ostensorium stands 
26 in. high, weighs 200 ounces and is 
made entirely of 14-karat gold and ster- 
ling silver. The cross surmounting the 
whole has the center studded with nine 
large diamonds and 20 small ones. The 
diameter of the back ray is 18 in. The 
chalice, standing 10 in. high, is likewise 
made of 14-karat gold. 


Fred C. Wilmarth 


ATTLEBORO, Mass., Jan. 6.—Fred C. 
Wilmarth, for more than a quarter of a 
century previous to his retirement six 
years ago, associated with D. F. Briggs 
Co. of this city, died yesterday at the 
Sturdy Memorial Hospital in his 63rd 
year. His illness began about six years 
ago, but he had been active up to last 
July. 





A native of Charlestown, Mass., born. 


Dec. 6, 1872, he entered the jewelry trade 
as a young man. He was in the Spanish- 
American War as a member of Company 
I, Sixth Massachusetts Regiment, and 
soon after his return became afhliated 
with the D. F. Briggs Co. He was many 
years a member of the Masonic fraternity 
and of the Independent Order of Odd 
Fellows. 

He is survived by his widow, three 
sons, a daughter, two brothers and a 
sister. 
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EUREKA MEG. CO. 
FAUNTON, MASS. 
Valcve « of 
SILVERWARE BAGS AND ROLLS 
upproved and assed by 


Leading Manufacturers and Retailers 








ANCHESTER 


SILVER COMPANY 








We Photo-Micro-Graph 


Diamonds and precious stones for 
Identification 

or will lease the Cameras to responsible 

Jewelers. 


THE FRANK HEITZLER CO., INC. 
26 Perkins St., Jamaica Plain, Mass. 














MARSH BUCKLES 


Tie Clips and Sets 
By The Makers of 


Tongue Tyed Bracelets 


©“ MARSH ‘ve: 


ATTLEBORO, MASS. 












Massachusetts School of Optometry 


INCORPORATED 
Standard Three-Year Day Course 


Post Graduate and Special Courses 
Arranged 


For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 
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THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 













LATINUM. AN 
SCRAP. PROMPT RETUR INS. 
Refining of 
Precious Metals 
CLINTON REFINING CO., INC, 
NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 2-5176 
















ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 


Engravers, Jewelers 
Write for free beok ‘‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 


il a 
BYARD fF. BROGAN 
Manulacturer of Distinctive Diamond 


Mountings and Wedding Rings 
Philadelphia 

















805 Sansom Street 








We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


Ww e fill orders for these items in the 
Rotation as Received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 
Broad and Somerset Streets 
PHILADELPHIA, PA. 














PHILADELPHIA 


George R. Roth & Son, one of the old- 
est firms in Reading, Pa., have discon- 
tinued business. 


D. W. Douglas of Fulmer & Gibbons, 
117 S. Tenth Street, is now on a three 
weeks trip through the south. 


B. J. Cooke’s Sons, the oldest clock 
house in Philadelphia, discontinued their 
business in 826 Chestnut Street on Jan. 19. 


H. Dudevoir, of the firm of Byard F. 
Brogan, 805 Sansom Street, left Jan. 27 
on a short trip to eastern Pennsylvania. 


Lehmkuhls Jewelry Store, formerly lo- 
cated in 5557 Germantown Avenue, is 
now in attractive new quarters in 12 
Armat Street. 

Frank Vogel of A. Humbert & Son, 
117 S. Tenth Street, will leave Feb. 1 
on an extended trip to Pennsylvania, 
Delaware and Maryland. 

J. J. McCann Co., 5557 N. Fifth Street, 
will move Feb. 10 into larger quarters 
in 5549 N. Fifth Street. They have pur- 
chased the property and are installing 
a new store front and up-to-date fixtures. 


Parker Hamilton, formerly associated 
with N. H. White & Co., New York City, 
is now representing J. B. Bechtel & Co., 
729 Sansom Street, in South Carolina, 
North Carolina, Virginia, West Virginia, 
the Eastern Shore and North Shore. 


Chestnut Street crowds were given a 
thrill shortly before 10 a. m. Jan. 25 
when a burglar alarm went out from 
J. E. Caldwell & Company: and police 
sped in bandit cars to both entrances of 
the large jewelry shop at Juniper Street. 
The alarm was sent by accident when 
employees opened a huge safe on the 
second floor of the store. 


As the Philadelphia jewelry trade 
starts down the stretch for 1935, a spirit 
of high optimism pervades the industry. 
With few exceptions the wholesale divi- 
sion is still remarking about the excellent 
volume garnered during the past holiday 
season and after inventories are com- 
pleted, the income tax blanks are being 
prepared in black ink. 


Mrs. Bertha Press, widow of Isaac 
Press, founder of the retail jewelry com- 
pany of I. Press & Sons, 8th and Chest- 
nut Sts., died Jan. 11 in the Philadel- 
phia General Hospital following a short 
illness. She was 71 years olds. Mrs. 
Press is survived by three sons, Abra- 
ham, with whom she lived at 4622 Pine 
St.. Simon and Jack, and a daughter, 
Mrs. Aline Lanenberg of Atlantic City. 


As “Old King Boris” came sweeping 
out of the North with his icy fingers 
pointed at Philadelphia, some of the more 
fortunate, in the jewelry fraternity, 
packed up and left for warmer climes. 
Louis Sickles packed his bags and sailed 
for a cruise through the Gulf of Mexico 
and the Carribean Sea. Albert Hoffman, 
the diamond cutter, spent several weeks 
in Florida. Ben Nemirofsky decided it 
wasn’t hot enough in America, so he 
went to Europe. While he’s there he’ll 





probably do a bit of buying in the dia- 
mond centers in Belgium and Holland. 
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C One ne 


MANUFACTURING | JEWELERS 
SINC 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOMST. PHILADELPHIA 


Z IRNKILTON 








CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #iitavecent 


PHILADELPHIA 








Davip GuBin 


Fine Watch Repairing 
For The Trade 


203 Washington Square Bldg. WAL. 1875 


PHILADELPHIA, PA. 








WATCHMAKER - JEWELER - ENGRAVER 
JOHN C. BAIR 


Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 














MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 











COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO owe — Picatarciin 


Importer of 
DIAMONDS, 
PRECIOUS 

AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 








OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PITTSBURGH 


Albert De Roy of Smithfield St. was a 
recent New York visitor. 

E. E. Nale, Apollo, Pa., jeweler-op- 
tometrist, was in Pittsburgh recently on 
business. 

Samuel De Roy of S. H. De Roy & Co., 
Smithfield St., has been confined at home 
for several weeks by illness. 


Emanuel Grafner, Grafner Bros., and 
Mrs. Grafner spent some time in the East 
during the latter part of January. 

Edwin L. Stein of Grafner Bros., Lib- 
erty St., and Miss Catherine E. Heyer, of 
Carrick, were married recently. 

J. C. Crawford, for many years asso- 
ciated with the House of Sam F. Sipe, 
is now residing in Miami Beach, Fla. 

§. A. Meyer, who operates retail stores 
in Washington and Canonsburg, Pa., was 
in New York during the past month on 
business. 

Bert Biggard and Carl Levine of Big- 
gard & Co., Clark building, are calling 
upon the trade with their new line of 
spring merchandise. 

Gus Bastheim, president of the Henry 
Wilkens Co., Liberty St., and Emanuel 
Grafner, ‘Grafner Bros., attended the 
Jewelers 24 Karat Club dinner in New 
York last month. 

William J. Sample, vice-president of 
the Grogan Co., Sixth Ave. and Wood St., 
reports more of a demand for finer mer- 
chandise this past holiday season than 
in any time since 1929. 

J. Loughrey Roberts of the John M. 
Roberts & Son Co., Wood and Diamond 
Sts., attended the Lexington, Ky., Horse 
Sales during the latter part of January. 
Mr. Roberts now has a stable of 
horses. 


six 


Louis T. Schiess, aged 66, for the past 
16 years an employee of the Henry Wilk- 
ens Co., Liberty St., died January 2 at 
his home in Edgewood. Besides his 
widow, he is survived by two daughters, 
one son and five grandchildren. 

Hyman Silverman, aged 80, for many 
years in the wholesale jewelry business 
in Pittsburgh, died Jan. 9 at the West 
Penn Hospital after a short illness. Mr. 
Silverman was a life-long resident of 
Pittsburgh, having been born on the 
South Side. He is survived by three sons, 
four daughters and two brothers. 


There is an old saying that “all is not 
gold that glitters.” Undoubtedly, a sneak 
thief found this out when he hurled a 
brick through a side window in the 
jewelry store of W. W. Warrick, Penn 
and Shady Aves., during the holiday 
season and made away with two gold- 
painted lead bars which he thought were 
“gold bricks.” It cost $50 to replace the 
window. 

Mrs. E. T. Weir, wife of the chair- 
man of the board of the National Steel 
Corp., was named in a suit filed Jan. 11 
by the Grogan Co. to recover $3,290, 
which, it is alleged, is due on jewelry she 
is claimed to have purchased between 
Jan. 1, 1928, and March 25, 1930. The 
jewelry included a $1,475, diamond-stud- 
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ded cigarette case, a $515 platinum locket, 
and $1,850 diamond ring, according to 
the company. The Grogan Co. said Mrs. 
Weir had paid $1,000 on her purchases 
and returned a $900 watch. 





“White Gold” Swindlers 


Many jewelers in the east complain of 
a deception being practiced on them by 
sellers of old gold, who offer for sale 
various articles made up in stainless steel, 
stamped 18 K., and which show even 
better when submitted to the acid test. 

Masonic emblems, carefully tooled to 
look like the genuine article, and frater- 








NOTICE TO SUBSCRIBERS 


The unexpired portions of subscrip- 
tions toTHE KEYSTONE will be cred- 
ited to the new combined JEWELERS’ 
CIRCULAR-KEYSTONE for the full 
period. 

In the event that a KEYSTONE 
subscriber is also a JEWELERS’ CIR- 
CULAR subscriber, credit will be 
entered from the date of the expira- 
tion of THE JEWELERS’ CIRCULAR 
subscription. 








nity key charms, are objects commonly 
offered as gold, but which prove to be 
stainless steel upon application of the 
proper test. 

Arthur T. Hagstoz of T. B. Hagstoz & 
Son, 709 Sansom St., Philadelphia, has 
received some of the latter from his cus- 
tomers, who bought them thinking them 
to be gold. Complaints regarding the 
Masonic emblems are reported by Sam 
Cohen of Jacob Cohen & Sons, 102 Canal 
St., New York. 

Tests to identify these articles as stain- 
less steel should be applied to all white 
metals that fail to react normally to the 
gold acid tests. Following is the pro- 
cedure advised: 

First apply one drop of 50 per cent so- 
lution of hydrochloric acid; then add one 
drop of 1 per cent solution of potassium 
ferricyanide. 
eolor of Prussian blue will appear, and a 
blue stain will remain on the metal. 





Charles A. Nolting 


CincINNATI, Jan. 10—Charles A. Nolt- 
ing, one of the real veterans of the 
jewelry trade, died Dec. 29 at his home, 
45 Parker St., Clifton Heights. He was 
84 years old. 

Mr. Nolting, 
spent his entire career in the jewelry in- 
dustry. When 13 years old, he became 
an orphan and went to work for Duhme 
& Co., which was a leading retail jewelry 
store in its time. After a number of 
years he became interested in the firm of 
Ludwig & Nolting which later became the 
Oskamp-Nolting Co., which firm was 
founded in 1884. He remained as presi- 
dent of the later concern until 1923 when 
he retired and was succeeded by William 
W. Oskamp, son of the late William S. 
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In the presence of iron the © 


a native Cincinnatian, ~ 


P. Oskamp, who co-founded the company 

with Mr. Nolting. 
Mrs. Nolting, 

daughters, survive. 


two sons and five 





George E. Feagans 


Los ANGELES, CAL., Jan. 2—In the pass- 
ing Dec. 27 of George E. Feagans, the 
jewelry industry lost one of its oldest 
adherents in California. For years he 
had been .engaged in business in this city 
with George A. Brock, under the firm 
name of Brock & Feagans. A few years 
ago, Mr. Brock acquired Mr. Feagans’ 
interests. 

Funeral rites were held under Christian 
Science services, followed by the solemn 
ritual for the dead of the Masonic 
fraternity. 

Deceased was 73 years old. 





GOLD and SILVER 
Scrap and Wastes 
PURCHASED 


Highest cash rates, by assay 
or over the counter. Get 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM alloys 
and KARAT GOLDS, etc., furnished. 


|| VERNON-BENSHOFF 








co 


W® Clark Building 


ANY 


Pittsburgh, Pa. * 














NEW LOW RATES 


BOSTON 
‘tie "6 


ee 


PROVIDENCE 


Round $500 
Trip 
(GOOD FOR 30 DAYS) 
One 00 
Way $3 


Week-End Excursions, N. Y. to Providence 
and Return $3.50. 

N. Y¥. to Boston and Return $4.50. 
Tickets good going Friday or Saturday. 
Returning Sunday or Monday. 


ORCHESTRA and DANCING 


All outside rooms, running water. $1.00 
up (for 1 or 2 persons). Table d’hote 
Dinner $1.00. 
Sailing every day and Sunday, Pier 11, 
N. R., at Liberty St., 6 P. M., Daylight 
Saving Time. 

Tel. BArclay 7-1800 


COLONIAL LINE 
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Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
$8 E. Washington St. Chicago 
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Repaired 





















Relined | Repaired - Replated | ""welltst 
SWARTZ & CO. 
10 S. Wabash Ave. Chicago, Ill. 








FREE, This Jewelry Repair 


RECORD BOOK 


Send us your next package of jewelry 
repairs and we will send you ENTIRELY 
FREE a brand new carefully system- 
atised Record Book for jewelry repairs. 
A great convenience . . . invaluable aid 
to accurate service to your customers. 
600 entries. We have been in business 
since 1879 and will serve you well. 


GRAFFE & STANEK 
29 E. Madison St., CHICAGO, ILL. 








Wuen You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 














Whlch Case Fearing 1 
OUR WORK COSTS NO MORE THAN wy 
ORDINARY WORK Oo 
BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 












ss ESPN Rer Ted s- 


Read RECUTTING Mie 


REPAIRING “ey 


Wn.F. ScHUMER& SON, INC. 
DIAMOND CUTTERS 
44 Wicains Brock, Cincinnats,.On10 











Rex Pyle, jeweler at 215 E. Twenty- 
sixth St., died suddenly recently at 5243 
S. Racine Ave. 

George Spies of Spies Bros., manufac- 
turers of school jewelry, spent December 
and January in Florida recuperating. 

Leo Lewitan, diamond dealer at 29 E. 
Madison St., spent two weeks in New 
York on business recently. 

J. H. Mace of the Mace-Ryer Co., Inc., 
Kansas City, spent several days in Chi- 
cago last month. 

W. E. Patrick, formerly with the Bau- 
man-Massa Co., St. Louis, visited with 
friends here recently. 


The unexpired portions of subscrip- 
tions to THE KEYSTONE will be cred- 
ited to the new combined JEWELERS’ 
CIRCULAR-KEYSTONE for the full 
period. 

In the event that a KEYSTONE 
subscriber is also a JEWELERS’ CIR- 
CULAR subscriber, credit will be 
entered from the date of the expira- 
tion of THE JEWELERS’ CIRCULAR 
subscription. 





J. M. Porter, for many years a jobber 
of materials in this city, died at his 
home in Waukegon, IIl., recéntly after 
a long illness. 


Charles Brown, jewelry buyer for 
Stein & Ellbogen Co., spent two weeks 
in Providence and eastern markets dur- 
ing January. 

S. Kutner, pearl importer, accompanied 
by his family is spending the winter at 
Fairhope, Ala., and expects to return to 
Chicago about May 1. 


Tom Reid, auctioneer, left Chicago on 
Jan. 15 to motor to Los Angeles where he 
will remain several weeks on business 
and pleasure. 


C. T. Ahlborn, manufacturer’s repre- 
sentative, started by automobile for 
Florida on Jan. 22 and expects to remain 
about three months. 


The annual banquet of the Chicago 
Jewelers’ Association at the Palmer 
House on the evening of Jan. 24 was 
attended by a number of out-of-town 
jewelers. 

Al. Jahraus, diamond dealer, 29 E. 
Madison St., left last month for Hot 
Springs, Ark., to spend several weeks on 
account of his health. 

Weisell Baber, Ft. Wayne, Ind., and 
H. A. Gordon of H. A. Gordon Co., 
Butte, Mont., were among the buyers 





in the Chicago market during January. 
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CHICAGO: 


Jewelry News Flashes from the Great Central West 








T. A. Potter, president, and Howard 
Schaeffer, vice-president of the Elgin Na- 
tional Watch Co., visited in New York 
last month and attended the 24 Karat 
Club banquet. 


(Turn to page 105) 








NOTICE TO SUBSCRIBERS 





CENTRAL WATCH Co. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 














YOUR COMPANY'S RECORD 
IN THE FIVE DEPRESSION YEARS 
1930-1934 

Returned to Policyholders as-— 

Dividends or Savings on Premiums $239,304.36 
Paid Policyholders for Losses... . 222,476.11 
Increased its Assets by......... 34,150.44 


WE ARE PROUD OF THIS SHOWING 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 











OLD GOLD 
SILVER 


and 


PLATINUM 


in JEWELRY, SCRAP, 
POLISHINGS or SWEEPINGS 


Kilgallon solicits your old jew- 
elry, watch cases, spectacle 
frames and dental appliances, 
also your grindings and sweeps, 
and offers you greater profits on 
these. 


Send us a trial shipment. We 
pay highest prices and will send 
a check the same day we receive 
shipment, meanwhile holding it 
for your approval. You will be 
pleased with Kilgallon’s service. 


KILGALLON & CO. 
31 N. State St., Chicago, Ill. 
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MEYER JEWELRY CO. 
llth & Grand Ave. 
KANSAS CITY, MO. 


Guaranteed 


Special Order Work, Watch and Jewelry Repairing 
48 Years in Kansas City 








Phone: Central 5400 


“KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 

















= 4DIALS REFINISHED | 


<High Quality Low Prices Quick Service 
i Every Dial Guaranteed for One Year 
ih KIRK-RICH DIAL CORPORATION 
formerly Pacific Radium Application Co., Ltd. 
aa 330 Allen Bidg. 503 Heyworth Bldg. 
Dallas, Tex. Chicago, Ill. 
823 Seaboard Bidg. 524 Bs Bidg. 
Seattle, Wash. Les Angeles, Cal. 
















QUAST & OLSEN 


Manufacturers of Wedding Rings 
and Mountings 

Send your jewelry repairing, diamond set- 

ting, special order work to us. First class 

workmanship, prompt service guaranteed. 


5 South Wabash Ave., Chicago, Ill. 











Give Your Windows 
A Look of 


QUALITY 
With New 
VALANCES 


Send Glass Sizes for 
Samples and Designs. 


Camden and Company 
160 N. Wells St. 
CHICAGO 


\ASPETIOR ano SANDS TEE 


Quality Main Springs 


For American and Swiss Watches 


DEMAND, 
THEM OF; 


YOUR 
JOsBER 





c i a 









FOR 
CATALOG 





Use them in all Watches 


SANDVIK WATCH SPRING CO., Inc. 
145 Hudson St. New York City 



















Where to Buy 
DOMESTIC 
China and Glass 








LENOX CHINA 
So SERVICE PLATES 
DINNERWARE 
NOVELTIES 
LENO Made in America 
LENOX, INC. Trenton, N. J. 











THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 





Chicago Notes 
(From page 104) 


Russell Gibson, who was killed in his 
flat, 3912 Pine Grove Ave., by Federal 
agents on Jan. 9, was identified by mem- 
bers of the jewel detail of the detective 
bureau as head of a gang of thieves 
specializing in robbing jewelry salesmen 
in the Loop district. 


The Harry Lesch Sales Co, 5 N. 
Wabash Ave., jewelry wholesalers, have 
changed the corporate name to The 
Harry Lesch Co. and at a recent meeting 
of the directors Harry Lesch was elected 
president and treasurer and A. J. Kraker, 
secretary. 


In order to be concurrent with the 
Interstate Merchants Council convention 
in Chicago, the Merchandise Mart an- 
nounces that the Merchandise Mart Gift 
Show will be held Feb. 4-16. The dates 
previously announced were from Jan. 28- 
Feb. 9. 


Ben Rasof of the Old Reserve Gold 
Refining Co., 159 N. State St. took an 
aeroplane for Miami, Fla., on Jan. 22 
to witness the boxing bout on Jan. 24 
between his brother, Barney Ross, champ- 
ion junior and light-weight fighter, and 
Frankie Klick. Mr. Rasof expected to 
remain in Florida until early in February. 


The Marblette Corp. of Long Island 
City, N. Y., has leased space in the 
Merchandise Mart. It will use this space 
as both a sales office and display room. 
The new office is in charge of R. C. 
Milner, for many years associated with 
the manufacture of jewelers’ and nov- 
elty manufacturers’ supplies. 


After approximately 50 years’ associa- 
tion with the Elgin National Watch Co., 
G. V. Dickinson has announced his en- 
trance into the insurance business as a 
broker licensed to place all forms of in- 
surance. His hundreds of friends in the 
jewelry trade will be pleased to know 
that he expects to specialize on jewelry 
risks of all kinds. No man in Chicago is 
better or more favorably known to the 
members of the trade here and all over 
the country than Guy Dickinson, and 
everyone wishes him success in his new 
venture. 

Hijackers made away with a trunk of 
jewelry belonging to the Israel-Lessing 
Co., manufacturers’ agents, on the night 
of Jan. 5, as a truck was taking it to 
the station to ship-to St. Louis where it 
would be received by Leonard Good- 
man, one of their representatives. The 
trunk was picked up at 29 E. Madison 
St. by the Commonwealth Transfer Co. 
When the driver reached Roosevelt Road 
and Wabash Ave. two gunmen stepped 
on the running board, thrust pistols into 
his side and commanded him to drive 
south. One block from there they threw 
him from the car and drove away. 
Later the truck was found about two 
miles from there, but no trace has been 
found of the trunk or merchandise. 
Oscar Lessing, president of the company, 
says the exact value of the merchandise 
lost has not been ascertained but he 
estimates the loss at approximately 
$50,000. 
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Where to Buy 
IMPORTED 
China and Glass 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and d 
tre your urgent 3. 


PAUL A. STRAUB & CO., Inc. 
Importers. 105-107 Fifth Ave., New York 








ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE ii Yorks ¥. 


SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 


J.H. VENON, Inc. Wiw york 
THEODORE HAVILAND 


FINE FRENCH CHINA 


B 
JOHN MADDOCK 
English Earthenware 
PEARLCRAFT. POTTERY 

















lin New York Stock 
THEODORE HAVILAND & CO., Ine. 
26 W. 23rd St. New York 





ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders ets immediately from 
ew York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 














160 Fifth Avenue, New York City 


ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


FINE wy CHINA 
Rrovereooda, 


Fame ® the nonin Over 
New York Stocks 


ROSENTHAL Ci CHINA ¢ CORP., 49 Sth Ave.,New York 





























































a reenter ea ers tare ee 






















} Fuen Your Old 
~Gold, Silver 


and 
~ Platinum 


into 


During Inventory you have 
an opportunity to check over 
your stock and determine what 


items are unsalable. The old 
gold value is often more than 
you anticipate. 


Your Bench Sweeps, polish- 
ings, washings, old _ scrap, 
filings, etc., mean ready cash. 
We have excellent facilities, 
experience and ability to re- 
claim every dollar of value in 
your accumulations. 





We do not employ 
traveling gold buyers 














DEE CHECKS 


satisfy and we can prove it 





Ship Direct 


DEE:Co. 


PRECIOUS METALS 


~TePrPINERS © MANUFAC LURE RS 














BUYERS 
of 
GOLD 
SILVER 
PLATINUM 


Scrap 





T.B.HAGSTOZ.SON 














(ARTHUR T. HAGSTOZ) 
709 Sansom Street 


PHILADELPHIA 


—or any material in which these metals 
are contained. An honest return will be 
made for your shipments as promptly 
as accurate determinations permit. 





REFINERS 
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YEARS OF REFINING SERVICE 












































Old Jewel 


ACCURATELY 
REFINED OR 
ESTIMATED 





Prompt Returns by 
check or money order 


* 


Spyco 


SMELTING and REFINING CO. 


Minneapolis, Minn. 
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(Continued from the January issue) 


How shall we proceed to grind the loose bearing (E), 
which is to fit accurately on the hollow spindle? 
Answer—Our first step in this connection will be to 
set the slide rest exactly parallel with “the line of cen- 
ters.” We may easily do this by grinding a short piece 

















of rod and gaging each end accurately. Of course, if 


we set the slide rest at zero, and with the traverse spindle 
grinder in the proper position, it is assumed to grind 
parallel; nevertheless, there may be a slight inaccuracy, 
and we must correct this where accurate grinding is re- 
quired. We may select a piece of rod that will fit our 
largest chuck, say about .1875 in diameter. Then we 
carefully center one end of the rod. If we allow about 
two inches of the rod to protrude from the chuck and 
rest the centered end of the rod in a taper in the tail- 
stock we will have a suitable means for testing the 
accuracy of our grinding. 

We may take a cut across the rod with the grinder 
and when a clean surface is obtained for the entire length 
then we may use our micrometer calipers and measure 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 





each end carefully. The two readings should be exactly 
alike and if they should not be so then we may shift the 
slide rest swivel until we are able to grind the rod of 
uniform diameter throughout. Assuming that we have 
attained this point, then we may grip the loose bearing, 
shown at (E) in Fig. 1, in a wheel chuck, leaving the 
45 deg. angle in front for grinding at the same setting 
that we grind the inside true. For the inside grinding 
we may use the same small wheel that we used for grind- 
ing the 45 deg. angles of the spindle bearing. We shall 
also do our grinding from the back, just as we did with 
the spindle bearing. 

It will be recalled that we allowed .005 for hardening, 
grinding and lapping. However, we may not find it 
necessary to remove all of this .005. We may proceed 
with the grinding until’a clean surface is exposed clear 
through the loose bearing. If we have previously centered 
the loose bearing carefully, we may grind it quite true 
by removing from .002 to .003. Assuming that the in- 
side grinding is completed, then we may set the slide rest 
to 45 deg. angle and grind the angle on the end of the 
bearing. For the outside grinding we may use our fine 
grinding wheel, one and one-half inches in diameter, and 
in this case we may do the grinding from the front of 
the loose bearing. As we cross the belt on the lathe head 
the work will turn in the opposite direction from the 
grinder wheel as required. We may do this grinding by 
feeding the grinder spindle with the knob and a few light 
cuts will produce a clean surface. 


OW shall we proceed to lap the inside of the loose 
bearing true and of uniform diameter clear through? 


Answer.—For this purpose we shall require a small 
brass lap, such as we have used in previous operations. 
To make such a lap we may select a piece of steel rod 
about two inches in length by .1875 in diameter. This 
rod may be gripped in a wire chuck, turned true and 
with a slight taper, about two degrees, and one inch in 
length. Then we may select a piece of -brass rod about 
one inch in length by one-half inch in diameter. We may 

(Turn to page 109) 








BENJAMIN MELLENHOFF 


HERE put the watch repair department? 

Time was when the front window of the jewelry 
store was considered an ideal spot for the watchmaker to 
sit. The light was good; the rack showing incoming 
and outgoing work was a self-evident advertisement, and 
the man in the window poring over infinitesimal bits of 
metal with a loupe fixed in his eye was always an object 
to attract the attention of the passersby. There are, even 
today, many small shops which hold to this tradition and 
seem to find it of value. 

Many more jewelers, or shall we say, jewelry mer- 
chants, however, have decided that such a display is not 
half so inspiring to the blushing bride or the romantic 
groom, as a well set up arrangement of silverware, or a 
diamond engagement and wedding ring window, with a 
festoon of orange blossoms in the background. Besides, 
the odor of benzine is hardly a welcome to be envied when 
one comes in the door to buy a pearl necklace. And it 
sometimes happens that when you are trying to close a 
five-hundred-dollar diamond sale, or a fine watch for 
$200, an argumentative customer who has dropped his 
watch and won’t admit it, will stand in your doorway 
saying unpleasant things in a loud voice to your repair- 
‘man. That is not very good for sales, is it? 

Unless the front of the store is absolutely the only place 
-where good enough light can be obtained, put your repair 
department in the rear or on the side well back and away 
‘from your diamond counter and your watch counter. 
Don’t let the ignorance and unfairness of some customers 
-give you a bad name with your good ones. 

An important argument in favor of a well conducted 
and productive repair department is the store traffic it 
brings in. If your department is located in the rear, the 
-customer is exposed to the appeal of all the merchandise 
in your store, going and coming. Put it in the front and 
he'll never see those trophies you’ve been trying to move 
for three years, or that liquor set you’ve just got in as a 
new number. 

Next in importance to the position of the repair depart- 
-ment is the selection of the man who takes in the repairs. 
You might have the best watchmaker in the world, but 
if the man beyond the counter is only an eager salesman 
-with but a scant and superficial knowledge of the mech- 
zanism of a watch, he may do your department more harm 


108 


Operating a Successful 


Watch Repair Department 


By 
BENJAMIN MELLENHOFF 


as told to 
HENRY HOLLAND 


than good. If he promises your customers that a tiny 
baguette watch will keep absolutely “perfect time,” he is 
misrepresenting your merchandise and trading on your 
reputation, which is equivalent to undermining it. Toa 
technical question he may give a vague and incorrect 
answer, forever alienating a customer from your store. 
By all means no layman should handle watches. A man of 
sound technical knowledge should be employed to take 
in and give out work, and analyze complaints as a pro- 
fessional man, a doctor or a dentist, analyzing a patient. 

The salesman should avoid the use of the word “guaran- 
tee” in connection with repair work. A good policy is 
to offer “service” free of charge for a period of six months 
on small watches and 12 months on large ones, provided 
the damage to the movement is not due to dropping or 
exposure to moisture. To offer a guarantee tends to re- 
lieve the customer of his responsibility to take good care 
of his watch. This offer of service should be made on 
new watches sold as well as those repaired. 

It is a common mistake to set a definite price for a 
repair job without a thorough examination of the move- 
ment’s condition. Except in case of an approximate 
price for cleaning, no estimate should be given until the 
shop has carefully gone over the watch. 

After watches have been repaired they should be fully 
regulated in the shop before being taken to the repair 
counter in the store. And once there, only a watchmaker 
should wind them each morning while they are waiting 
for delivery or for the customer to call. If this work is 
left to a layman he may overlook the fact that a watch 
is not running properly and allow the work to leave the 
store in an unsatisfactory condition. Such things are very 
dificult to explain to customers. 

Watches, like human beings, often have certain weak- 
nesses to which they are peculiarly susceptible. Those 
watches which have been repaired several times should 
have an accurate record as to what has been done each 
time. When such a watch is received for repair, this rec- 
ord should go with the watch to the head watchmaker so 
that he may see what particular trouble the watch has 
given before. It is also the duty of the head watchmaker 
to allocate the work among his men; he should be thor- 
oughly familiar with the abilities of each, knowing the 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 




















type of work they do best. A wise distribution of work 
will make for efficiency and better profits from the repair 
department. 

Nothing is quite so irritating to the customer as to 
have a watch promised for a certain date and come to find 
it is not yet ready. To minimize this source of dissatisfac- 
tion, the foreman should keep a work book of his own, 
noting the date received and the date due of each watch 
taken in. After each watch should be written the initials 
of the watchmaker to whom the job has been given. Sev- 
eral days before the promised date of a watch he should 
see how the work is getting on and if it is evident that 
more time will be required he should notify at the watch 
counter that the job wil be late so that a card to that 
effect can be sent to the customer. 

One of the most important services that the salesman 
of watch repairs can perform that will prove of benefit 
not only to the store, but to the entire jewelry trade and 
to the public as well, is to correct the seriously mistaken 
ideas currently held regarding the delicate mechanism of 
a watch. One question which the customer invariably 
asks, in one form or another: Just how accurate is this 
watch? can be used as an opening to lay the basis for 
real consumer education. Assuming that the timepiece 
in question is of reliable make, an answer might be made 
along these lines: 

“This watch has one of the most finely constructed 
movements that are being made today. With proper care 
it will keep accurate time. But the owner of a fine watch 
should know that only under certain conditions will any 
watch function perfectly. The little balance wheel makes 
22,000 oscillations per hour and if, through a sudden jar, 
its passage back and forth is interrupted, the watch will 
lose time. You can well see that violent movements of 
the arm, in the case of a wrist watch, would distort the 
natural swing of this wheel and cause it to miss, not once 
but many times, even though the watch never strikes 
anything. 

“There are certain rules that must be observed if a 
small wrist watch is to keep good time: (1) The watch 
must be wound regularly at the same time each day, 
preferably in the morning. (2) It must be protected from 
dampness; moisture is ruinous to the delicate steel parts 
of the movement. Always remove the watch when wash- 
ing hands. (3) It should never be worn when taking 
exercise, such as tennis and golf, and when playing the 
piano or using the typewriter. (4) At night the watch 
should be put away separate from powder and perfumes. 
Perfume has certain chemical constituents which have a 
tendency to dry up the oil of a watch.” 


It is wise, when speaking of a watch which has been 


repaired, or even of a new one, to avoid the use of the 
expression “perfect timepiece.” ‘The customer should be 
made to understand that the accuracy of his watch. is 
partly his personal responsibility. With this idea in mind 
he will take greater pride in a fine watch, and take bet- 
ter care of it. And what is most important, he will be 
less likely to take it to a “98-cent repairer” when he has 
some realization of the extraordinarily sensitive character 
of the mechanism. 

Repairs sold on this basis convince the customer of the 
reliability of the jeweler; he has confidence in the obvious 
knowledge of the store’s technicians, and when the time 
presents itself for him to buy a new watch he will come 
to the place that has rendered this real service. 
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It has been said by an eminent horologist that more 
watches are ruined daily by incompetent workmen than 
by the consumer who carries his watch in his pocket or 
on his wrist. Wise jewelers prefer to employ men of 
proven ability and therefore generally choose their repair- 
ers from the ranks of watchmakers that have been certi- 
fied by the Horological Institute of America. For the 
past few years watchmaking societies were created 
throughout the entire country for the purpose of elevating 
the standard of watch repairing and to enlighten the 
public 6f the unfair practices in the profession by dis- 
honest advertisements of cheap repair prices. The Horo- 
logical Society of New York, Inc., is preparing a plan 
to issue special membership certificates which mean that 
each member will have to take an examination before a 
special technical staff of eminent watchmakers. 

Should the applicant fail to qualify as a good workman, 
not certificate will be issued, but he retains his member- 
ship in the society and has the privilege of improving 
himself by attending the technical club of the society. 


A New Edition of “Testing Precious Metals” 


All gold is not yellow—and all that is white is not 
stainless steel. Such facts have been given prominent 
attention in an enlarged and revised edition of “Testing 
Precious Metals,” by C. M. Hoke, A.M., the entire first 
edition of which has been oversold. The enlarged edition 
was ready about January 1. It contains nearly three 
times as many pages as the early edition, and sells for one 
dollar. 

Unusual space is given to the white alloys—both high 
grade and low—with tests for identifying platinum, palla- 
dium, nickel, and gold, whether alone or in the presence 
of each other, or in solution. 

Part II of this work covers the buying and selling of 
scrap metal, appraising, etc. The appendix lists dealers 
in equipment, buyers of scrap platinum, gold, etc., alloys 
and their components, terms used in connection with the 
precious metals, and a table of common metals with their 
reactions to nitric acid, hydrochloric acid, and the flame. 

The publishers are the Jewelers Technical Advice Co. 


Horological Questionnaire 
(From page 107) 


drill a hole through the center of the brass rod and 
drive the steel taper into the hole until the hole conforms 
to the taper. —Then we may replace the steel rod in the 
wire chuck and turn it true and of uniform diameter so 
it will fit inside the loose bearing. Next, we may remove 
the brass piece from the steel taper and slot it length- 
wise, then file cross marks in the surface in order to hold 
the grinding powder. It will be readily observed that, 
with a lap which is slotted in this manner, we may drive 
the taper into the lap and enlarge the diameter as re- 
quired in lapping operations. 

With the lap held in a wire chuck we may apply a 
small amount of flour emery and plenty of oil and proceed 
to lap the inside of the loose bearing absolutely true and 
of uniform diameter inside. If the inside grinding has 
been properly done we may lap the hole true with very 
slight removal of metal, say, from .0003 to .0005. 

(To Be ContTINUED) 





THE GREAT IMPORTANCE of CERTIFYING WATCH 





REPAIRING on a STANDARD of ATTAINMENT 


BY 
HERMAN H. SCHLACHT 





HE whole watch industry in all its branches, as well 

as the national retail jewelry business, is greatly af- 
fected by questionable conditions existing throughout the 
watch repair trade. 
standard of watch repairing has been lowered to such an 
extent that in some states strong efforts are being made 
today to pass legislation for the protection of the public 
in the form of a state licensing and examining system 
for watch repairers. The Horological Institute of Amer- 
ica is doing excellent work in certifying watchmakers 
and the work of this organization is well recognized. 
There are, however, many who do not take the exam- 
inations. 

The consumer will judge a timepiece by the service it 
has given over a period of years, and consequently the 
success of manufacturers, importers, and retailers de- 
pends largely upon the kind of service their products 
receive from the repairer. The profitable sales of finer 
watches have dropped off and are continuing to do so 
because many higher priced watches give the consumer 
no more satisfaction than cheaper grades, due to poor 
service received. A good many fine watches had already 
been spoiled before their sale to the consumer; their fine 
adjustments, that constitute their superior value and as- 
sure a better performance, were damaged by ignorant and 
incompetent repairers. 

Weeks of the most painstaking and accurate adjusting 
can be ruined by an ignorant workman in a few minutes. 
As a result, the reputation of the retailer and the pride 
of the manufacturer, who spends a fortune in research 
alone, are damaged, and the future profits are lost in 
many cases. It is not the good workmanship that causes 
shops to lose money; it is the restoring of timepieces 
formerly badly handled by incompetent repairers. Com- 
petent and conscientious men, therefore, must spend their 
valuable time in an effort to achieve satisfaction. 

Insufficient technical knowledge on the part of many 
employers has allowed scores of incompetent repairers to 
invade even the higher grade retail establishments where 


From year to year, the average 
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they have gained the confidence of managements by gross 
misrepresentation. Today, ordinary factory operators un- 
der the title of “watchmaker,” are exploiting the repair 
trade. One may even find them in charge of repair 
departments. Many of them are situated at the bench in 
workshops or are conducting “watch repair shops for the 
trade” to which scores of small, one-man jewelry stores 
send their watch repairing. These proprietors very often 
have nothing more than an errand-boy background. Small 
wonder that present conditions have been reached—many 
watches of well-known makes now lying in showcases, 
have already been damaged by the service of “watch- 
makers” and a large percentage of watches in the hands 
of consumers bear the crude marks of clumsy repairers, 
These watches have become a constant nightmare to many 
retailers. 

Very often, the trusting consumer pays for a watch 
with “eight adjustments” and all he really gets of the 
eight adjustments is the engraved statement on the move- 
ment. Some would call this felony because such a watch 
does not differ from a cheap timepiece marked fraudu- 
lently. The average manufacturer of today gives good 
value; the average retailer who sells the product does 
not wish the incompetence of watch repairers to under- 
mine his reputation, hurt his business, and deprive the 
public of something it pays for. Nor have they any desire 
to allow these workmen to ruin millions of dollars worth 
of property entrusted to them yearly for repair. 

A competent repairer should not be deprived of his 
just compensation for superior skill through unfair com- 
petition on the part of the inferior elements that have 
been ‘allowed to invade the ranks of the watch repairers. 
However, I believe there could be no minimum wage 
established without setting up a minimum standard of 
attainment for watch repairers. 

The only effective remedy for the previously described 
deplorable conditions in the watch repair industry is to 
set up a “Standard of Attainment for Watch Repairers” 
by cooperation among all interested members of the indus- 
try, such as manufacturers, importers, retailers and watch 
repairers, and to force the latter by a combined effort to 
obtain certificates of competence. This should be accom- 
plished preferably without state aid. 

For Greater New York, the work of reconstruction 
has already been begun by the Horological Society of 
New York, Inc. In harmony with the principles of the 
society and in accordance with the high standards of 
horology, the following action has been taken by the 
members: 

I. Said society has elected a competent technical ad- 
visory board and has placed the same at the disposal of 
the trade and public free of charge. It also cooperates 
with the local Board of Education, code authorities, 
Jewelers Board of Trade, and the Code Enforcement 
Board and is on call to give qualified and expert testimony 
in legal proceedings. 

II. The society has also opened a separate technical 
club room at 150 W. Eighty-fifth Street, where members 
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and guests are welcomed every Friday night from 7 to 11 
p.m. Free technical lectures are given there to watch 
repairers who wish to broaden their knowledge and raise 
their standard of efficiency in order to obtain certificates 
of qualification. A question box has been installed there 
and an excellent technical library is at the disposal of all 
without charge. 

III. The society will soon announce the title of a tech- 
nical textbook, the contents of which will be the basis 
of a recognized standard of attainment for watch repairers 
and the issuance of certificates of qualification. (For de- 
tails, see the by-laws of the the constitution. ) 

IV. The society has also provided certificates suitable 
for store and show-window display by means of which 
attention may be called to instances in which “High 
Standards of Horology” are promoted. 

In conclusion, I appeal to all members of the watch 
industry not to remain passive any longer in this important 
matter that concerns our investments, future and the con- 
scientious responsibility we have toward the public which 
depends entirely upon our ability and honesty. 


Bradley School Broadcast 


Due to the fact that the program broadcast by the 
Bradley School of Horology, Peoria, IIl., last March met 
with wide acclaim, and because of the many requests re- 
ceived for another program, it has been decided to make 
this an annual occasion. ‘Therefore, the next broadcast 
will take place on the night of February 27, over station 
WMBD, 1440 kilocycles, between the hours of 11 and 
12 P. M., CST. 

The last broadcast showed that by broadcasting at this 
late hour we were able to reach out at a great distance, 
for the letters received indicated that the broadcast cov- 
ered the entire United States, from the east coast to the 
foothills of the Rocky Mountains. 

The program, which will be broadcast from the studio 
on Bradley campus, will consist of addresses by President 
Hamilton and Dean George J. Wild, and short talks by 
the members of the faculty. Music will be furnished by 
the Bradley Band and by other talented students. 


Praise for Horological Society of New York 


The following letter from William E. Marcus, presi- 
dent of Marcus & Co., 671 Fifth Ave., New York, was 
read before the January meeting of the Horological So- 
ciety of New York: 


TO THE MEMBERS AND GUESTS OF THE HOROLOGI- 
CAL SOCIETY OF NEW YORK: 


Ever since the creation of your society in 1930, as president 
of one of the Fifth Avenue jewelry establishments I have had 
the impulse to send you a message of encouragement. to express 
my hearty approval of your objectives and aspirations. 

Your president, Mr. Mellenhoff, has been one of the guiding 
spirits of your organization and I should like to use this op- 
portunity to publicly commend him and his associates for the 
visfon, wisdom and enterprise which were responsible for the 
creation and functioning of your society. 

It is a satisfaction to know that such an organization as 
yours exists, in the furtherance of the welfare of its members, 
and in the interest of the preservation of the watch industry. 

It is unnecessary to point out that no industry can long sur- 
vive which does not maintain adequate, competent and trained 
workmen to service its product. The proper servicing of 
watches is so important that it would be futile to make and 
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sell timepieces if you, as highly skilled artisans, were not pres- 
ent to keep the product in good running order. 

Your availability and skill are as essential to the sale of 
watches as the actual makers of the movements and the cases 
themselves. Any effort or organization which raises the stand- 
ards of your honorable trade is worthy of encouragement and 
support by all who sell the product you are equipped to service. 

As president of Marcus & Co., I should like to send a little 
token of esteem and encouragement, and it gives me pleasure 
to enclose a check for $25 to be used by your society in what- 
ever manner will best serve its interests. 

In my official capacity, I should also like to send sincere 
greetings to the members of your honorable society and to 
wish you the success you so richly deserve. 


Very truly yours, 
Wituiam E.per Marcus. 


Certificates Granted by H.I.A. 


WasuincTon, D. C., Jan. 10—At a meeting of the 
Examining Board of the Horological Institute of Amer- 
ica, held Jan. 2, Junior Watchmakers’ certificates were 
granted to the following watchmakers: 


NAME 


Avery Edward Ball 
Charles B. Gendell 


EMPLOYED BY 


Murray Ball 
Student at Bowman 


ADDRESS 


Cookeville, Tenn. 
Bethlehem, Pa. 


School 
Byron P. Grow Student at Bradley Baker, Oregon 
Institute 
Paul T. Hinman Guy W. Settle Tulsa, Okla. 
Carl Dale Hurst C. B. Boulton Oklahoma City, 


Okla. 
Student at Bradley Greeley, Colo. 


Institute 


Tom Peyton 


SAMPLE QUESTIONS 
JUNIOR WATCHMAKER 
1. When a mainspring is of the proper length, how 
much space should it consume in the barrel? 
2. What effect does magnetism have on the timekeep- 
ing of a watch? 
3. How do you regulate a pendulum clock? 


CERTIFIED WATCHMAKER 
1. Explain how you harden and temper a piece of steel 
to prepare it for making a balance staff. 
2. Describe a cylinder escapement. 
3. What improvement is the overcoil hairspring to the 
flat hairspring? 





Unbreakable Watches 


The firm of Erismann-Schinz S. A., Neuveville, Switzerland, 
which has been engaged for years in the production of index- 
plate regulators and index center pieces as well as various 
other materials for the watch making industry, patented in 
1929 in Switzerland, Germany, and in the United States, a 
system called “Shock-Absorber Etoile,” which has already found 
a wide use in watch making articles. It consists of a star with 
six arms which rest on the end-stone (top and below) and which 
absorbs, on account of its elasticity, all the shocks which are 
perpendicular to the balance-staff. The results obtained by this 
system have been excellent. The firm has since continued its 
research and has now developed a new device which makes 
it possible to eliminate all the shocks which are transversal to 
the balance-staff. This new system, which is called “Shock- 
Resist,” is formed of a spiral blade in special steel which has 
been quenched and aged at a suitable temperature. The 
escapement stone is placed at the end of the arm of the spiral 
blade. This spiral blade is located in the flat part of the 
cock and of the plate and is surrounded by a cut ring. The 
assembly is very simple and rapid. 

















FEDERAL 
Watch 


RECEIVED HIGHEST AWARDS 


FREE—This Attractive Colored Display Card 
With an order for 1 Gross Crystals—Thru your Jobber 


by American 


Craftsmen 





Medium Thick Crystal Clear 
Medium Thick Military Crystal Clear 
Double Thick Crystal Clear or Colored 
Double Thick Military Crystal 


Colored 





eee meee eee reese esesereseseseseees 


Orders filled in 24 hours. 


seer oreo eereeeeses 


$1.00 a dozen 
1.50 “é “ 
2.50 “é “ 


3.00 “é “é 


You can refill your cabinet with FEDERAL crystals with- 
out changing your present system. Write for full informa- 


tion. . 


JOBBERS: Ask about our special proposition! 





PARIS 1930 
FEDERAL WATCH CRYSTAL CO.. iwc. 


129 FULTON ST. 













LONDON 1932 


NEW YORK 


unthinkable. 


23 WALKER STREET 
NEW YORK 





Do You Breathe Dust 
As You Polish? 





This is the outfit that is bought not only for the i 

Sate $0 thn cuits Gat to heats ot aly ete risk long. Got 
does it. First of all it is a heavy, rugged 
—._ built R . last -. many i. Loos 
eing strong a rugge joes not mean thai 

fas Sd ee Me He bey chat will 
act a e u piece of machinery, highly 

—— in - p+ 7 as | and agi quiet > uy ¢ at thi 
s manner of doing it. any are in use in 

office buildings and stores where noise would be 4 revent this 


Leiman Bros. Patented 


Polishing Dust Collector 


Get the Catalog 


LEIMAN BROS., INC. 


Makers of Good Machinery for 45 Years 


It’s a crime, 
absolutely, to 
polish without a 
dust collector— 
even an occa- 
sional article cre- 
ates occasional 
dust — all this ° 
occasional dust, 
laden with metal- 
lic particles, is 
breathed into 
your lungs as 
you work—what 
then? 


Don’t take this 


the only insur- 


condition. 


156 CHRISTIE STREET 
NEWARK, N. J 

















“THE PATHWAY TO SUCCESS” 





WATCHWORK 


JEWELRY 


STONE SETTING 
ENGRAVING 


BRADLEY POLYTECHNIC INSTITUTE 


Dept. C 


SCHOOL OF HOROLOGY 


Peoria, Ill. 











From the crude oil from 
our own porpoise fisheries, 
through every refining proc- 
ess, we exercise experienced 


control. 
lute dependability of Nye’s 
Watch and Clock Oil is as- 


the abso- 








* 


a 4 STAR HOTEL 





1400 large rooms...each with 
bath {tub and shower} servidor 
and radio. 

Single from $2.50 
Double from $3.50 
Special Rates for longer periods 
Send for Booklet T 


JOHN T. WEST, Manager 


Wee 


in New York 


& for BUSINESS... 1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway 
to all subways. 


* for DINING...3 fine restau- 
rants to choose from—coffee 
room, tavern grill, main dining 
room. 


* for RECREATION...69 fine 
theatres within 6 blocks. 1 block 
from Broadway...4 short blocks 
to Madison Square Garden. 


* for QUIET SLEEP...Our 32 
stories of fresh air and sunshine 
assure you quiet comfort at all 
hours. 


Breakfast from 30c Luncheonfrom 65c 
Dinner from 85c 


NCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 
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WORKSHOP WOTTES € QUIFRITIES 


LEANING CLOCK MOVEMENTS.—I have a 
quantity of clock movements non-jeweled. Could 
you send me a formula for a solution to clean the above 


movements in bulk? (Question No. 4910.) V.R.L. 


Answer—The following formula is very good for 
clock movement cleaning. 


BK 5 kk 5 eee idcnnnares 1 oz. 
pee ree ee ee re 2 oz. 
SS, 6.5 nk ck eset een 4 oz. 
eer rer 25 oz 


Rinse in hot water and dry in hot sawdust. 


IE STAMPING MEDALS.—In striking up gold 
medals on our drop hammer, we experience con- 
siderable difficulty in bringing out the relief well; it is 
necessary to give each medal blank a great many blows of 
the hammer to bring out the design properly. Our drop 
hammer is of medium size and we feel that this has some- 
thing to do with it, but also think that perhaps our gold 
has not been properly prepared and is too hard. We do 
not think our dies are cut too deep. Our present method 
of softening the gold is to heat the blank and then place 
it in alcohol. We would appreciate complete details of 
the best method of doing this work and reducing the 
number of times necessary to strike up the blanks. 


(Question No. 4911.) C. G. B. 


Answer—In striking up gold medals in any descrip- 
tion, especially if they are a very good size, it will be 
necessary to have a very heavy hammer, or with a medium 
sized hammer, a number of blows will be required. The 
proper method to follow is to stamp the piece, then anneal, 
and repeat this method until you get your relief. Of 
course you understand that any little fins that spread over 
the die will have to be removed either with a saw or 
punch. This writer can recall striking 14K. yellow 
gold medals about %4 in. wide and 2 in. long in which 
14 blows with the hammer were required to bring out 
all the detail. 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 


113 


RAVERS.—I have been having a great deal of 
trouble with square gravers. The steel seems to be 
no good. It will not even hold a point on silver. I have 
tried some domestic and several Swiss styles. I used 
to have success with the English graver named “Stubb’s.” 
Can you advise me who in this country sells them? Or 
if not in this country, whom could I get in England to 
furnish me with them? (Question No. 4912.) B.C. 


Answer—There is no better graver made than the 
Swiss or French that are on the market at present. It 
appears that your gravers are slightly too hard. We 
would suggest that you draw them to a very light straw 
color. Try this on your work and if they still break off 
draw them slightly further. You must also understand 
that the hardness of the metal you are engraving has 
much to do about keeping a fine point on your graver. 
In other words, you can use a long angled point for silver 
or soft metal, but in cutting steel dies and such metal, 
you would have to use a very blunt point. 


EMOVING SOFT SOLDER — HARDENING 
AND TEMPERING STEEL. How can I clean 
soft solder from a $5 gold piece? An emblem has been 
soldered to it and then taken off. Would you please tell 
me how to harden and temper graver and small spring? 


(Question No. 4913.) T. E. W. 


Answer—Use Rex Soft Solder Remover which you 
may obtain from your supply house, and follow direc- 
tions. With this solution, soft solder may be removed 
from gold, silver or plated goods, leaving a surface that 
may readily be hard soldered. To harden small steel 
tools and springs, heat to a cherry red and quench in 
cotton-seed oil or any oil of similar consistency. In the 
case of fine springs, it is best to wrap loosely with iron 
binding wire to protect them from burning. After such 
springs are hardened, hold them in the flame until the 
oil ignites and then burn the oil off completely, which 
will give a spring temper. With gravers, brighten and 
smooth the surface, then apply heat to draw them to a 
light straw color. If too hard, draw them slightly more, 
say about medium or dark straw color. 
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A British Concern— 
Nearly a Century in 


Business — Serving 
the Trade in America 
for 50 Years. 


SWEEP 


SMELTERS 
BIRMINGHAM, ENG. 














James L. Hand 


America’s Leading Jewelry 
Auctioneer 


14. Maiden Lane 
New York, N. Y. 


Phone, REctor 2-0677 
Cable Address, Hand-Sale, New York 


STRICTLY ETHICAL AUCTIONS 
Conducted for Jewelers 


Executors, Trustees, Receivers, Banks, Trust Companies, 
United States and Canadian Courts. NO STOCK TOO 
pre ae OR TOO SMALL. Write for “HAND” book on 
Auctions. 


INQUIRIES TREATED CONFIDENTIALLY 
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The BEST “BUY”? in 
New York HOTELDOM 


fori of everything 
you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square... 
adjacent to all theatres ... New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable furnishings — wide 
windows assuring an abundance 
of light and air. 


1000 ROOMS 1000 BATHS 
1000 RADIOS 


Rooms from $2.50 a day 
Garage Opposite Hotel 


HOTEL EDISON 


47th Street just West of Broadway 


NEW YORK 
JOHN L. HORGAN, General Manager 


















Send us your 


OLD GOLD, SILVER, PLATINUM 


Gold Filled Cases, Optical Scrap, Etc. 


Prompt and accurate returns Guaranteed 
We are now paying 6%¢ per kt. 


4 Cenerations of Service 
N. L. SHTEINSHLEIFER  cyerrer « 


78 Bowery, New York City REFINER 








LITTLE WATCH FACTORY 
2 West 47th St., New York 
We SPECIALIZE IN WATCH REBUILDING 


Send us old, worn watches and old movements. They can be converted into an 
absolute salable condition. They will be repaired, fitted in latest designed sport 
cases with dials to match at reasonable prices. 














ay 
The Hoke Phoenix New Senior Torch 


Melts 118 ounces of platinum in 11 
minutes. It uses city gas with oxy- 
gen and is inexpensive. Ask for 
Folder KC' describing it and other 
Hoke torches for lighter work. 





HOKE, Incorporated, 122 Fifth Ave., New York City 








DISEASES OF THE EYE 


By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh edition, 
revised. Cloth, 440 pages. Price, $4.00. : 


THE OPTICAL JUORNAL & REVIEW 
239 WEST 39TH STREET, NEW YORK 
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Fashion Says Big Jewels 
(From page 47) 


times their value. More women are turning in their 
old pieces to be made into fewer pieces with larger stones 
—and buying the larger stones today. Not for the past 
eight years has there been such a demand for fine, quality 
stones as there has been these last few months. 

For the moment, rubies are more in demand than sap- 
phires, although the great revival has come in the large 
single stone diamond ring. There is some new emphasis 
on the diamond and colored stone necklaces running as 
high as $30,000 or $40,000. There is also a notable in- 
terest in pearl necklaces, either purchasing the necklace 
anew, or adding important pearls to those already in their 
possession. While this would indicate a returning interest 
in necklaces, allowed finally and at last by the softening 
fashions of our gowns, it is much truer to state that it 
is not wholly a gown fashion. It is rather the fact that 
in any gown fashion, nothing sets off a woman’s charm 
and beauty in the evening as does a lovely necklace. That 
she has not bought it in the past few years, with great 
interest, is only because the heavily publicized depression 
prevented it. 

And now enters a period of real ingenuity for the de- 
signer. For his designs must reveal extraordinary sim- 
plicity, concentrated around the stones, and secondary 
to the importance of the stones themselves. The elaborate 
design is out of fashion for today. 

For important fashion reasons, clips are really good 
business; they seem almost a staple. In fact, some wo- 
men cannot be without them, for the numerous drapes, 
and necklines, of a gown are so favorably held in place 
with the clip. But the clip is not, and cannot be, the 
basic piece of a woman’s jewelry collection, nor of a 
jeweler’s stock. It is, again, the additional piece bought 
after the brooch has been acquired. 

Notice, too, that in designing around the conventional 
round single stone ring which is being worn in greater 
popularity than the square or emerald cut stone, the in- 
terest is still centered in the large stone. There is a 
minimum of designing, a maximum of simplicity, and prac- 
tically no metal showing. 

After a woman has bought her basic single stone dia- 
mond ring, her style attention will next be turned toward 
rings of one of two types. If she is a conventional type 
of person, she will want a fancy ring in a very conven- 
tional setting. If, however, she is more sophisticated, she 


will want the wide diamond band ring, set either with. 


all diamonds, or diamonds and colored stones. And, let 
it be definitely recorded here, that when these wide bands 
are shown today, they are different from the first ones 
introduced. The earlier versions, two years ago, showed 
diamonds and colored stones set with space interest, to 
cover area and reduce cost. Today these same band rings 
are solidly set with diamonds and precious colored stones; 
gone are the great open spaces. 

Big stones in narrower bracelets is the fashion story 
for wrists. Jewelry fashioned of small stones in orna- 
mental detail pieces is considered finished. ‘These are the 
pieces that women of means are today turning into their 
favorite jewelers to have made into fewer pieces with 
bigger stones. 

Another point, and one which needs no illustration: 
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no bracelet today exceeds in fashion demand or value the 
simple block bracelet, exactly as made in the past, with 
one exception—the customer is demanding more quality 


stones, whether they be round or square. It is the block 
bracelet that carries the most concentrated value of any 
type a woman can buy today for the area it represents. 
And since she is buying for value as well as taste, she 
puts her money into the series of perfectly cut, evenly 
matched stones without ornamentation. 

What is this renewed interest in jewels? Is it re- 
turning prosperity? Is it an investment urge? Is it 
the jewel-starved taste of the last few years coming to 
the surface? Is it fashion? Is it confidence in our 
government ? 





The Platinum Industry in 1934 
By Charles Engelhard 
President, Baker & Co., Inc. 

The platinum metals industry continued in 1934 the 
recovery started in 1933. The world consumption of 
platinum during 1934 is estimated at about 200,000 troy 
ounces, compared with 175,000 troy ounces in 1933 and 
only 75,000 troy ounces the previous year. 

Palladium consumption, while under that of platinum, 
definitely increased. ‘This metal has been known to 
science since its discovery and description by Wollaston 
in 1803, but it has been only in the last few years of ex- 
panding Canadian output that palladium has been avail- 
able in sufficient volume to make it an important and 
permanent factor in industry and the arts, and the pros- 
pects for the further steady increase in palladium con- 
sumption seem most favorable. 

Prices remained fairly constant throughout the year, 
that for platinum keeping fairly close to the $35 per troy 
ounce mark, that for palladium averaging $23 per troy 
ounce, and those for the other platinum-group metails 
maintaining their somewhat higher price ranges. 

The increased production of platinum metals from 
copper-nickel ores, due to the expanding demand for 
nickel, resulted in Canada maintaining its position as the 
world’s largest producer of palladium, and it is probable 
that for the first time Canada became also the leader in 
the production of platinum itself. 

The ability of world markets to absorb the increased 
production of these precious metals is evidence of their 
wider recognition in industry and the arts. 

Although the market for fine diamond jewelry con- 
tinued to be below normal, thus restricting the largest 
traditional outlet for platinum and _iridio-platinum, 
platinum was used for many rings and other objects 
normally made in gold and in white gold. There has 
also been some activity in the resetting in platinum of 
jewels from outmoded pieces of gold jewelry. 

While tradition requires members of the British Royal 
Family to use for their wedding rings gold mined in 
Wales, the jewelers of both the Old World and the New 
World were deeply interested in the recent wedding at 
Westminster Abbey because of the known partiality for 
platinum of both the former Princess Marina of Greece 
and the Duke of Kent. For the engagement ring the 
Duke selected platinum. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 


extra to cover postage must be en- 
closed. 


' Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
ef the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St, Cort. 
7392, New York. 





MANUFACTURING JEWELER, en- 
graver and diamond setter; best of ref- 
erences. Address “L., 2348,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, Bradley graduate, 21 
years old; good references. Mr. Henry 
a Lamb, 505 N. Sheridan Rd., Peoria, 





JOB AS WATCHMAKER and clock man; 
can furnish reference; will work rea- 
sonable. Inquirers address “A., 2397,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position New York 
or vicinity; salary $25. Address “Q., 
2381,” care Jewelers’ Circular-Keystone. 





COMPETENT WATCHMAKER on all 
makes and sizes, quick and high-grade 
mechanic, wishes position. I. Natanson, 
1890 Crotona Parkway, New York. 





PLATER AND POLISHER, experienced 
costume jewelry and metal novelties, 
wishes position in New York City. Leo 
Weiss, 71 Gerry St., Brooklyn, N. Y. 





A-1 WATCHMAKER, SALESMAN, 11 
years’ experience; good estimator; best 
references as to ability and honesty. 
Address “C., 2357,” care Jewelers’ Cir- 
cular-Keystone. 


EXPERT watchmaker, jeweler, engraver, 
diamond setter; South preferred; at 
once; state wages, when answering. 
ae T. Lambert, 1219 12th St., Augusta, 

a. 





SALESMAN, fine watches or jewelry, bet- 
ter retail trade, East and Middle West; 
good connections; long experience. Ad- 
dress “K., 2366,” care Jewelers’ Circu- 
lar-Keystone. 





DIAMOND MAN, experienced buyer, 14 
years with an importing and cutting 
concern, desires responsible position ; 
best references. Address “N., "Nag 
care Jewelers’ Circular-Keystone. 





IN NEW YORK CITY OR VICINITY I 
seek position as salesman in a reliable 
store; age 31, single; unquestionable 
reference. Address “F., 2339,” care 
Jewelers’ Circular-Keystone. 





YOUNG MAN, age 30, married, wants 
work with importer, wholesale or credit 
jeweler; 12 years’ experience; willing 
worker ; references. Address “G., 2341,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, ENGRAVER, _ stone 
setter, who can deliver the goods, 25 
years’ experience; permanent position, 
South or South West. Address “B., 
2325,” care Jewelers’ Circular-Keystone. 





A RETAIL SALESMAN of thorough ex- 
perience awaits earliest opportunity in 
Brooklyn; young man of creative abili- 
ty and clean record. Address “J., 2344,” 
care Jewelers’ Circular-Keystone. — 





JEWELRY DESIGNER, 19 years with 
one of the largest firms in U. S.; expert 
on new and special order work; capable 
of managing; available Jan. 1; married. 
A. Deutsch, 992 Fox St., New York. 





WATCHMAKER, 17 years’ experience on 
all grades of watches and clocks; age 
37; will go anywhere; best of refer- 
ences. Address “W., 2388,” care Jewel- 
ers’ Circular-Keystone. 





THE RIGHT MAN for your store; former 
manager; young man of thorough ex- 
perience and real selling ability; excel- 
lent displayman. Address “Y., 2395,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, 20 years’ experience, 
fine mechanic on all grades of watches, 
wishes position in first class store, New 
York or vicinity. Address “P., 2380,” 
care Jewelers’ Circular-Keystone. 





YOUNG LADY, many years’ experience 
with jobbing jewelry line, desires posi- 
tion in order and repaid department. 
Address “F., 2431,” care Jewelers’ 
Circular-Keystone. 


MANUFACTURING JEWELER, setter on 
hand made platinum jewelry, designing 
through finishing complete, seeks op- 
portunity with advancement possibili- 
ties; have own tools. Address “K., 2174,” 
care Jewelers’ Circular-Keystone. 





YOUNG LADY, pleasing personality, 
eight years’ experience factory office 
ring manufacturer, filling orders, re. 
pairs, weighing metals, generally ysge. 
ful. Address “K., 2367,” care Jewelers’ 
Circular-Keystone, 








YOUNG MAN, 30 years of age, good 
salesman, window trimmer, etc., having 
12 years’ experience in the _ credit 
jewe 4! business, go anywhere. Address 
“D., 2334,” care Jewelers’ Circular. 
Keystone. ‘ 








COMBINATION, A-1 watchmaker, 
jeweler, diamond setter, engraver, clock. 
maker, window trimmer, age 38, 23 
years’ experience; own tools; refer. 
ences. Joseph Rojas, care Weiner’s, 13 
Bleecker St., Gloversville, N. Y. 





WATCHMAKER, 30, Bradley Graduate, 
six years’ experience, fast, accurate 
workman, jeweler and engraver, single; 
will furnish A-1 references; disabled; 
state salary; will go anywhere. Ted 
Fessler, Shullsburg, Wis. 





WATCHMAKER, Bradley trained, one 
year’s experience, employed, wishes 
permanent position; salesman, com- 
petent repairman, knowledge bookkeep- 
ing; excellent references. Elmer 
Tuense, 605 Bradley Ave., Peoria, Ill. 





WATCH, CLOCK AND JEWELRY re- 
pairman, single, age 27; 12 years’ ex- 
perience on all grades and makes; a 
good salesman capable of taking full 
charge. Address “M., 2387,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, jeweler, engraver, sales- 
man, desires position in Southern 
states; good mechanic with unquestion- 
able references; must be permanent. 
Address “X. L., 2384,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER,  saleSman, = engraver, 
credit store experience, checking credits, 
collections; excellent window trimmer; 
age 32, married, very neat appearance, 
Address “S., 2405,’”’ care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN, 10 years’ experience selling 
retail trade, covering New York, Penn- 
sylvania, New Jersey, wishes to connect 
with wholesale house; proven sales 
ability. Address “R., 2383,” care Jewel- 
ers’ Circular-Keystone. 





BOOKKEEPER, EXPERT, highly effi- 
cient, conscientious, desires position with 
reputable concern; former connections 
outstanding; thorough knowledge all 
phases jewelry business. Stone, 61 East 
118th St., New York. 





A-1 WATCHMAKER, jeweler, engraver, 
diamond setter, 20 years’ experience ; 
can furnish references as to ability and 
character; married; prefer Virginia, 
North Carolina, Maryland. Address “C., 
2327,” care Jewelers’ Circular-Keystone. 





SALESMAN, having long acquaintance 
with department store buyers, retail 
jewelers, Middle West territory, would 
like to connect with a manufacturer. 
Address “Reliable, 2178,’’ care Jewelers’ 
Circular-Keystone. 


COMBINATION MAN, registered optom- 
etrist, capable and experienced in 
handling any part of a jewelry store, 
desires position only in Oklahoma. Ad- 
dress ‘‘V., 2410,” care Jewelers’ Cir- 
cular-Keystone. 








YOUNG LADY, 10 years’ experience, fac- 
tory, office, ring manufacturer, capable 
taking full charge stock, filling orders, 
repairs, weighing metals, etc. Address 
a 2295,’’ care Jewelers’ Circular-Key- 
stone. 


WATCHMAKER, German, 31 years of 
age, 15 years of experience, well able 
to take charge of entire watch repair 
department, desires position; preferably 
South. Address “G., 2429,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, 40 years’ old, over 15 
years’ experience in trade shops and 
retail stores; good on baguette and 
railroad watches; good references. Ad- 
dress “B. L., 2363,” care Jewelers’ Cir- 
cular-Keystone. 


COMBINATION watchmaker, jeweler, en- 
graver, setter, 15 years’ practical ex- 
perience, take full charge, age 37, seeks 
reliable store position, anywhere. 
Address “H., 2447,” care Jewelers’ 
Circular-Keystone. 





FIRST CLASS JEWELER and stone set- 
ter, capable of taking in work; 

- years’ experience; good references; per- 
manent position only, South preferred. 
Address “O., 2352,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, SALESMAN, seven 
years’ experience, American, Single, 24, 
wishes permanent position, anywhere, 
with retail store; excellent reference. 
Address “E., 2440,” care Jewelers’ Cir- 
cular-Keystone. 





116 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for February, 1935 














SITUATIONS WANTED—Continued 


A-1 JEWELER, experienced on platinum, 
gold and special order work, 25 years 
with largest firms in New York City, 
wishes position outside New York; ex- 
cellent references. Address “A., 2450,” 
care Jewelers’ Circular-Keystone. 














MANAGER INSTALMENT, several years’ 
experience, A-1 salesman; original win- 
dow trimming ideas; checks credits, care 
of collections, advertising sales promot- 
ing; college education; salary_second- 
ary. Address “‘C., 2234,’’ care Jewelers’ 
Circular-Keystone. 








YOUNG LADY, efficient, eight years’ ex- 
perience, order clerk, Elliott-Fisher bill- 
ing, stock, records, salesman’s lines, 
assist bookkeeper, showroom and 
counter selling; excellent references. 
Address “B., 2420,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, light jewelry work, 
have charge of repair department; win- 
dow dresser, salesman, graduate of 
Bowman’s; 25 years of age, single; six 
years at the bench; good reference; 
now employed. Dabney S. Orr, Glade 
Spring, Va. 





FIRST CLASS diamond setter desires to 
change position; 12 years’ experience 
on high grade platinum jewelry; thor- 
oughly experienced in the setting of 
fancy shaped diamonds; please state 
wages. Address “P., 2371,’ care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, SALESMAN, 32, thor- 
ough knowledge of retail business, de- 
sires to make change, New York City 
or New Jersey; good education, can 
speak several languages; references 
available. Address “E., 2359,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, age 24, fine mechanic 
on small watches, also clock and plain 
jewelry repairing; Bradley trained; 
four years’ experience; have own tools; 
salary reasonable; will go anywhere. 
— Box 245, Cumberland, 

y. 





DISIRE SALES POSITION, knowledge 
diamonds, watches, can make repair 
estimates; 20 years’ experience; mar- 
ried, 35 years old; ambitious, hard- 
working; A-1 references, business, per- 
sonal; state salary. “E. U.,” Box 424, 
Salisbury, N. C. 





PAWNBROKER’S' ASSISTANT, eight 
years’ experience, efficient counterman, 
appraiser, salesman, window-dresser ; 
neat appearance, reliable, finest refer- 
ences; salary secondary; desires posi- 
tion with future prospects. Address 
“C., 2373,” care Jewelers’ Circular-Key- 
stone. 





EXPERIENCED, COMPETENT watch- 
maker and clock repairman desires 
permanent position; can do _ light 
jewelry work; South preferred; Ameri- 
can, 26 years, married; graduate Bow- 
man Tech.; six years’ experience; 
now employed,.desires change; salary 
reasonable. Address “F., 2441,” care 
Jewelers’ Circular-Keystone. 





POSITION in first class store only, as 
watchmaker; salary or commission; at 
present employed; 12 years’ experience ; 
accurate workman, responsible, neat ap- 
pearance, 30 years old; highest refer- 
ences; do plain engraving; prefer 
Central states; available now. Address 
“M., 2375,” care Jewelers’ Circular- 
Keystone. 





MANAGER, 35, presentable, executive 
ability, capable buyer and credit 
man, business creator, 20 years’ ex- 
perience in jewelry industry, seeks 
new connections with live outfit; 
character, ability references entirely 
satisfactory. Address ‘‘A., 2435,” 
care Jewelers’ Circular-Keystone. 





TRAVELING SALESMAN, 40, success- 
ful, contemplates change; personal 
acquaintance and following past 25 
years with all better jewelry and de- 
partment stores east of Mississippi; 
results assured; reliable connection 
only. Address “A., 2355,” care of 
Jewelers’ Circular-Keystone. 





EXPERT WATCHMAKER, age 29, cap- 
able of taking full charge of exclusive 
retail jewelry store; can wait on trade, 
give estimates and also do jewelry re- 
pairs, diamond setting and engraving, 
when customer wishes to wait; re- 
sponsible, efficient, conscientious; refer- 
ences; will go anywhere. Address “B., 
2372,” care Jewelers’ Circular-Keystone. 





SALESMAN, Christian, experienced in all 
branches of the business, desires posi- 
tion with reliable firm, preferably New 
York or vicinity; held managerial and 
sales position for well known New York 
firm, and am familiar with cash or credit 
business; finest credentials. Address 
“X., 2419," care Jewelers’ Circular- 
Keystone. 





MANAGER, CREDIT STORE, 18 years’ 
experience retail jewelry industry, ex- 
tending to every possible phase of retail 
credit business, embracing _ selling, 
supervision of credits and collections, 
writing newspaper displays as well as 
creating new sales ideas, trimming ef- 
fective window displays and purchas- 
ing; fine references. Address “D., 
2358,” care Jewelers’ Circular-Keystone. 





NATIVE AMERICAN, Christian, college 
education, three years’ banking experi- 
ence, 13 years with Fifth Ave. and 
other leading New York retail jewelers, 
seeks opportunity to demonstrate abili- 
ty; capable of managing, merchandis- 
ing and _ selling diamonds, precious 
stones, novelties, jewelry and _ silver- 
ware; best references. W. P. Harman, 
853 7th Ave., New York. 





PROGRESSIVE, energetic, dependable, 
an unusual man who can produce re- 
sults; accurate workmanship, real sales 
ability ; can take full charge and make 
it pay; large store of highest class; 
South preferred; permanent position 
only, with a firm that has room at the 
top; LaSalle Law Student; salary, 
start $45. Address “B., 2343,” care 
Jewelers’ Circular-Keystone. 





GOOD WATCHMAKER, 27 years old, 
seven years’ experience, can do all the 
repair work that comes in an average 
store including railroad watchwork, 
also most anything else that is to be 
done in small store, as I have owned one 
for the past four years; can start to 
work any time after March 10; ref- 
erence as to character and ability. Ad- 
dress “M., 2350,” care Jewelers’ Circu- 
lar-Keystone. 





ESTIMATOR, on finest American and 
Swiss watches, clocks, watch sales, 
trade-ins experience; credit or retail 
store of better class trade; capable good 
prices honestly; capable manager of 
watch repair department; was watch- 
maker several years re-Horological In- 
stitute ; American-Swiss factory, credit, 
wholesale, retail experience; American, 
35; four years’ militia service; refer- 
ence; state hours, wages, etc.; any- 
where. Address “J., 2365,” care Jewel- 
ers’ Circular-Keystone. 





RETAIL, STORE MANAGER, due to 
health of wife, must seek employment in 
Southern states; 38 years of age, 
years’ experience, 16 years as_ store 
manager in Greater Detroit; write all 
ads, trim effective windows; schooled 
in credits and collections; capable 
buyer; reputation as hard worker; pre- 
fer complete charge or assistant; best 
of references; climate and living con- 
ditions essential; salary secondary; not 
unemployed. What have you to offer? 
Address “T., 2386,” care Jewelers’ Cir- 
cular-Keystone. 





MANUFACTURER’S representation 
wanted by an exceptional salesman 
for Chicago and Middle West; thor- 
oughly versed in all phases of jewel- 
ry merchandising and sales pro- 
motion; excellent personal contacts 
with the better class of retail jewel- 
ers, instalment houses, department 
stores and reputable wholesale jewel- 
ry houses; age 38; a successful sales 
record of 18 years; financially re- 
sponsible, and best of references; 
will go East for interview. Address 
“Circular, 112,” Room 1205, Hey- 
worth Blidg., Chicago. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








PROVIDENCE AND ATTLEBORO man- 
ufacturers desiring representation in 
British West Indies. Address “D., 
2421,” care Jewelers’ Circular-Keystone. 





SALESMAN having New York show room 
and office, now sellin 
stores, credit houses, and retail jewel- 
ers, desires worth while line for above 
trade. Address “J., 2434,” care Jewel- 
ers’ Circular-Keystone. 





MANUFACTURERS who seek concen- 
trated and capable representation 
among the better jewelers in State 
of Michigan on a straight commission 
basis, please communicate with E. W. 
Berg, Fraser, Michigan. Well estab- 
lished, and best of references. 





WANTED, manufacturer’s line of watch 
cases or wrist watch attachments; to 
call on jobbers and importers in Met- 
ropolitan area and East; experienced 
and well known; no wing or ad- 
vances required. Address **A., 2399,” 
care Jewelers’ Circular-Keystone. 





CHICAGO SALESMAN, covering Middle 
West and South for years, desires repre- 
sentative line for wholesalers in this ter- 
ritory; no small or side lines desired; will 
be East for personal interview late in 
February; reference from any whole- 
saler in territory. Address “Circular 
114,” Room 1205 Heyworth Blidg., Chi- 
cago. 





TRAVELING SALESMAN formerly with 
leading watch company; 15 years’ ex- 
perience and acquaintance in Iowa, 
Nebraska, Colorado, Kansas, Oklahoma, 
Texas, Arkansas, Missouri, desires con- 
nection with responsible manufacturer 
or importer; have _ specialized in 
watches, diamonds, rings, mountings, 
silverware to jewelry and department 
stores; unquestionable references. Ad- 
dress “H., 4,” care Jewelers-Circu- 
lar-Keystone. 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SALESMAN WANTED to cover Southern 
territory below Washington, D. C., with 
moderate line of sterling silver hollow- 
ware. Address “S., 2328,” care Jewel- 
ers’ Circular-Keystone. 





MANUFACTURER’S LINE, gold and plat- 
inum carved wedding rings, sold to the 
retail trade; commission basis; state 
territory. Address “B., 2416,’ care 
Jewelers’ Circular-Keystone. 





(Continued on page 118) 
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Special Notices 


(Continued from page 117) 


SIDE LINES—Continued 








WANTED, SALESMAN to carry a com- 
plete line of leather watch straps calling 
on retail and wholesale jewelers; give 
full particulars of territory covered. Ad- 
dress “‘D., 2261,’’ care Jewelers’ Circular- 
Keystone. 





SALES ORGANIZATION with established 
trade wishes to represent, on commis- 
sion, manufacturer with line suitable 
for department, stationery and gift 
stores. Address “R., 2462,” care Jewel- 
ers’ Circular-Keystone. 





SALESMEN, side line, all parts U. S., to 
carry complete line popular watch 
bands to retail jewelry and department 
store trade; liberal commission; state 
experience and territory covered. Ad- 
dress “B., 2354,” care Jewelers’ Circu- 
lar-Keystone. r 





MANUFACTURER of ladies’ gold stone 
rings and diamond mountings, wedding 
rings, wants salesman with established 
trade, on commission basis for the job- 
bers in San Francisco and vicinity; 
state references in first letter. Address 
“A., 2322,” care Jewelers’ Circular- 
Keystone. 





SALESMAN to carry hand wrought sterl- 
ing jewelry; acquainted with depart- 
ment stores, jewelry and gift shop 
buyers; territory open, Indiana, Michi- 
gan, Ohio, Kentucky, Western New 
York and Western Pennsylvania; com- 
mission basis; state experience and 
references. Address “Circular, 113,” 
Room 1205 Heyworth Bldg., Chicago. 





FIRST CLASS MEN in various parts of 
United States to carry on established 
line of diamond engagement and wed- 
ding rings, produced by one of the 
leading concerns in the trade; men with 
territory already established and active 
are preferred; excellent and productive 
proposition with attractive merchandis- 
ing and advertising plan. Address “‘B., 
2415,” care Jewelers’ Circular-Keystone. 





MANUFACTURER of Theft-Proof Lock, 
fits all sliding display and show-case 
doors, wants salesmen and distributors 
for all territories calling on jewelry and 
department store trade; this amazing 
new portable lock sells on one minute 
demonstration; no high pressure sales 
talk necessary; nothing like it. Write 
Dept. B-3,. Capital Appliance Corpora- 
tion, 53 West Jackson, Chicago. 





MANUFACTURER of high grade trophies 
and other specialties desires the ser- 
vices of salesmen or sales organization 
with a good following among jobbers, 
manufacturing jewelers of class rings 
and better type of retail jewelers in 
U. S. and Canada; commission; good 
opportunity and future for right type 
of men; reply in detail, giving refer- 
ences in first letter. Address n., 
2442,” care Jewelers’ Circular-Keystone. 


Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCHMAKER AND JEWELER for 
Oklahoma; experienced on all watches. 
Address “W., 2413,”’ care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN to carry popular Swiss 
watch line on commission basis for 
Southern States. Address “D., 2439,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER who can do plain en- 
graving ; Middle West; please state age, 
experience, and give references in first 
letter. Address “X., 2374,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER for retail credit jewelry 
store in New York City; reply, stating 
age, experience and salary desired. 
Address “F., 2426,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN; a leading watch case line, 


gold and gold-filled, wants representa- 
tion in the Middle West, South and on 
the Coast. Address “E., 2422,” care 
Jewelers’ Circular-Keystone. 





WANTED, diamond setter and engraver, 
for New York City shop; must be ex- 
perienced and well recommended. Ad- 
dress “S., 2463,” care Jewelers’ Circu- 
lar-Keystone. 





YOUNG LADY thoroughly experienced in 
factory office of ring manufacturer ; 
capable of expert inspection of rings 
and assembling work for jewelers. 
Address “O., 2379,” care Jewelers’ 
Circular-Keystone. 





WANTED, JEWELER, working in the 
capacity of assistant foreman. who 
knows all about class ring jewelry, as 
well as repairing and new work. Ad- 
dress “G., 2432,” care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN WANTED to cover the 
coast; manufacturer’s line of ladies’ 
and gents’ stone rings also diamond 
mounted goods; state how long on 
coast and previous line. Rothman & 
Baden, Inc., 66 Nassau St., New York. 





WATCHMAKER AND ENGRAVER, ex- 
perienced workman, producing results: 
ideal position: can appreciate a good 
workman: full particulars first letter. 
Address “Watchmaker, Virginia, 2323,” 
care Jewelers’ Circular-Keystone. 





SALESMAN for New York City and East- 
ern territory to represent ring manu- 
facturer; state class of trade calling on 
and all particulars, or application will 
not be considered. Address “F., 2361,” 
care Jewelers’ Circular-Keystone. 





SALESMAN, good following department 
stores and better jewelers covering 
Eastern and Southern territory, for fine 
Zircon and semi-precious gold jewelry: 
commission basis. Morris Kaysen, 740 
Sansom, Philadelphia, Pa. 





POSITION OPEN for steady young man 
who has had some experience in watch, 
clock and jewelry repairing: must be 
reliable and anxious to learn the busi- 
ness; salary $15 to $18 week. Smith’s 
Jewelry, Dublin, Ga. 





OLD ESTABLISHED MANUFACTURER 
of quality, gold-filled jewelry seeking 
services of Southern salesman with fol- 
lowing amongst retail jewelers: ex- 
penses advanced. Address “F., 2425,” 
care Jewelers’ Circular-Keystone. 





SOUTHERN REPRESENTATIVE; man- 
ufacturer of outstanding line of rhine- 
stone jewelry is open for efficient 
representation in the South. on com- 
mission basis. Address “B., 2436,” 
care Jewelers’ Circular-Keystone. 





LUCKY LOVE WEDDING RING CoO., 40 
John Street, New York City, has open- 
ing for experienced salesmen to sell 
patented line of wedding rings and 
mountings in the Middle West, South 
and Pacific Coast; give details and ref- 
erences. 





EXPERT WATCHMAKER for retail 
jewelry concern in Connecticut; one who 
can take charge of department, esti- 
mate, etc.; references, age and salary 
expected in first letter; permanent posi- 
tion; our employees have been notified 
of this advertisement. Apply ‘‘C., 2417,’ 
care Jewelers’ Circular-Keystone. 








SALESMAN to cover Pacific Coast and 
salesman to cover New York State 
with a full line of gold and platinum 
chains as a side line to department and 
fine retail stores; commissions; state 
full particulars and references. Address 
Me 2460,” care Jewelers’ Circular-Key- 
stone. 


COMBINATION watchmaker and optom- 
etrist, State of Michigan; excellent op. 
portunity for responsible live wire 
under 40 years old to become store 
manager; state lowest salary, present 
employment or references, first letter; 
present employer will not be _ inter. 
viewed. Address “R., 2402,” care 
Jewelers’ Circular-Keystone. 





MANUFACTURER desires _ traveling 
salesman with or without side line to 
carry well made, popular priced plati- 
num semi-mounted and mounting line; 
only those with established clientele 
for this class of merchandise need 
apply. Reply to NAR Jewelry Com- 
pany, 108 Fulton St., New York. 





SALESMEN WANTED, on commission 
basis, calling on department stores and 
wholesale jewelers, to carry line of 
costume jewelry, dress ornaments, by 
old established firm; give full particu- 
lars, territory travelled and lines car- 
ried; all replies strictly confidential. 
Address “E., 2424,” care Jewelers’ Cir- 
cular-Keystone. 





MANAGERS AND LOCATIONS; high 
grade watchmakers, certified preferred 
with unquestioned references and g 
following, in your city as managers; 
city should be large enough to demand 
a stock of fifteen to twenty thousand 
dollars, high grade and medium priced 
merchandise; would prefer men able to 
invest one to two thousand dollars in 
the business. ‘“H. H.,’’ Room 506, Loew 
State Building, Los Angeles, Calif. 





WANTED, experienced, capable watch- 
maker and engraver; one who fully 
understands chime and electric clocks; 
steady employment at bench work only 
for a competent workman; thoroughly 
equipped repair department; maintain- 
ing high standards of workmanship and 
requiring close timing; send a sample 
of your engraving, references, and state 
fully just what your experience covers. 
Koppe Jewelry Co., Billings, Mont. 








RIGHT NOW master watchmakers are 
wanted in the better shops, only 
skilled master workmen, trained in 
today’s methods on modern watches 
meet the demand; they are getting 
the cream of the jobs and real sal- 
aries; write for our Big Free Book on 
watchmaking, engraving, jewelry and 
diamond setting and learn how you 
too can get this master training. Chi- 
cago School of Watchmaking, 641 
Ashland Block, Chicago, Illinois. 





EXPERIENCED SALESMEN wanted for 
Eastern territory, including Pennsyl- 
vania, New York State, Greater New 
York City, Michigan, Wisconsin, Min- 
nesota, the Dakotas and far Northwest- 
ern States, California, Colorado, Utah, 
Montana, New Mexico, Arizona, to 
carry a side line of an exceptionally 
fine line of belt buckles of sterling, 
also leather belts, including the comfort 
belt Braxton on _ strictly commission 
basis of 15 per cent; manufacturer’s 
lines. Apply Box 1473, Cincinnati, Ohio. 


For Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








FOR SALE complete electro-plating plant 
and business of the late Jacob Bron- 
stein, established 35 years; no reason- 
able offer refused. Phone Van. 3-8888, 
New York. 





JEWELRY AND OPTICAL STORE, es- 
tablished 49 years; best equipped store 
in Northern Ohio college and manufac- 
turing town; sacrifice price; ill health. 
P. F. Sharick, Ashland, Ohio. 
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FOR SALE—Continued 


—— 
y , jewelry and repair store in 

THE ON Western Michigan, resort and 
factory city ; $300 will handle ; sickness 
reason. Address T., 2406, care 
Jewelers’ Circular-Keystone. 











ESTABLISHED a wane 
-Manhattan; two _ windows, ow 
org good repair trade; with or 
without stock. Address “C., 2437,” care 
Jewelers’ Circular-Keystone. 





aaa 

“JE RY STORE in Southern Cali- 

—, town of 35,000; low rental; sell 
with or without stock; best reasons for 
selling; fine opportunity for good 
watchmaker. Address “X., 2389,” care 
Jewelers’ Circular-Keystone. 





ELRY AND OPTICAL STORE, es- 
JEW ished 15 years, town of 10,000 popu- 
lation, 12 miles from Philadelphia, Pa. ; 
stock and fixtures, $3500; part cash, 
part terms, if desired. Address “N., 
2378,” care Jewelers’ Circular-Keystone. 








JEWELRY AND OPTICAL STORE, well 
established, in South Chicagoland for 
sale; small investment will secure; 
good opportunity. Address “Circular 
111,” Room 1205 Heyworth Bldg., Chi- 


cago. 





JEWELRY STORE and music shop lo- 
cated in the heart of one of the best 
towns in Central Ohio; good reason 
for selling. For particulars write or 
call at the location. The Watch Shop, 
127 Harding Way E., Galion, Ohio. 





JEWELRY STORE, established ten years, 
county seat location; cheap rent; com- 
petition nil, plenty repairs; invoice 
$1900; $1500 buys: rare opportunity 
if you can raise $1000; continuing ex- 
clusively optometric. _— Ff We 
Stevens, Barnwell, S. C. 





JEWELRY AND OPTICAL business in 
good Iowa town must be sold; investi- 
gate this, it is a paying business; small 
capital will handle it; also nine room 
modernized house, trade or sell. <Ad- 
dress “H., 2433,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER’S DREAM;; will sell my 
shop doing $250-$300 monthly year 
‘round cash repairs; $450 takes all; no 
agents; private owner; near Pitts- 
burgh; stood depression. Information 
write “G., 2446,” care Jewelers’ Cir- 
cular-Keystone. 





JEWELRY STORE established 35 years; 
leading store in college town, large 
tobacco center, Central Kentucky; best 
reputation; up-to-date stock, inventory 
$7,000; store in excellent financial con- 
dition. For further information ad- 
dress “F., 2445,” care Jewelers’ Cir- 
cular-Keystone. 





FOR SALE, in one of Western New York 
State’s cities, population 80,000, my 
stock of watches, jewelry and dia- 
monds valued at $7,000 in inventory; 
now for sale at $3500, and fixtures at 
$350; owing to my age and hearing I 
am selling the complete stock at this 
low figure. Address “O., 2370,” care 
JeWelers’ Circular-Keystone. 





ONLY JEWELRY STORE in town of 
3000, nearest town 30 miles, located in 
Northwest Texas; small but good stock, 
all the repairs one man can do, jewelry 
tools and material $1,850; excellent 
town for combination watchmaker and 
optometrist; or will trade for small 
Store in North Central states. Address 
“N., 2351,” care Jewelers’ Circular- 
Keystone. 


GIFT AND ART SHOP, carrying jewelry 
of the better kind; located in famous 
Mid-South health and recreational re- 
sort, established over 12 years; nice 
up-to-date stock of merchandise, suffi- 
cient for balance of season; immediate 
possession; exceptional chance for 
skilled watchmaker; can be purchased 
for little more than cost of inventory 
showing; fullest investigation invited. 
Address “B., 2453,” care Jewelers’ Cir- 
cular-Keystone. 





35 YEAR OLD established jewelry busi- 
ness for sale; in Eastern New York 
manufacturing town of 3000 population, 
(factories all running full time) ; stock 
and fixtures inventoried January ist, 
$11,000; stock is clean and up-to-date, 
fixtures are birch, mahogany and like 
new; repair work alone in 1934 was 
$2,300; am retiring from business and 
will reduce stock to suit purchaser ; only 
those who mean business need reply; 
no auctioneers. Address “K., 2347,” 
care Jewelers’ Circular-Keystone. 








For Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCHMAKER’S SMALL LATHE, 9% 
inch bed, over 40 chucks; $25 takes it. 
Frank Wann, 465 State St., Ham- 
mond, Ind. 





WHILE THEY LAST, two special jewel- 
er’s safes, ready for immediate use, can 
be bought very cheap; must be dis- 
posed of. Store, 44 West 29th St., New 
York. Murray Hill 4-3809. 





WATCH CASES; a complete line for 
American and Swiss movements; low- 
est prices and quick service guaranteed. 
For further information address Ben 
Wolfe, 80-82 Bowery, New York. 





FOR SALE, cheap, very fine set of mod- 
ern walnut finish store fixtures, just a 
few years old, cost over $10,000. Lynch 
Jewelry Co., 200 South 20th St., Bir- 
mingham, Ala. 





BURGLAR PROOF SAFES, formerly 
owned by The Wendel’s, 5th Ave. 
39th St., New York. Acme Safe Co., 42 
W. 29th St., New York. Telephone 
Bogardus 4-3252. 





FLAT ROLLER, motor driven: Chapman 
foot press; wire roller, motor driven; 
perfect condition; may be inspected. 
Eg Floor, 38 West 48th St., New 

ork. 





NATIONAL CASH REGISTER Book- 
keeping Machine suitable for instal- 
ment jewelry, posts receipt, ledger card, 
balance, one operation, cost $2,400; 
will sacrifice. Kann’s, Roanoke, Va. 





SHOP EQUIPMENT, benches, polishing 
dust collectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices: favorable terms. Leiman 
Bros.. 152 Christie St., Newark, N. J., 
and 23 Walker St.. New York. 





AMERICAN REBUILT WATCHES, com- 
plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
same day as received; get our pee on 
rebuilts. Klar & Winterman, 2310 Elm 
St., Dallas, Texas. 





A LARGE DRESHER LATHE, motor, 
eight chucks and eight jewel chucks, 
all brand new; 600 snap fit glasses, two- 
drawer cabinet and cutting machine, 
plus polishing motor, 1/6 horse power, 
two buffs. Write or call at 423 E. 138th 
St., Bronx, New York. 








BEAUTIFUL SET of jewelry fixtures like 
new, in light mahogany, consisting of 
eight wall cases, eight ft., and five show 
cases, ten ft. each; also safes; these 
fixtures cost the original owner $18,500; 
will sacrifice for $2,500; correspondence 
invited. Address A. Diamant, 1205 Wal- 
nut St., Kansas City, Mo. 


FOR SALE, two six drawer metal cabi- 
nets, 147 dozen K.K. odd shape crys- 
tals, $25; four drawer metal cabinet, 
30 dozen snap fit non-breakable crys- 
tals, odd shapes, with cutter, $10; both 
for $32; money order gets bargain. 
Salvatore Desio, 926 F Street, N. W., 
Washington, D. C. 


AMERICAN AND SWISS watch cases 
and dials for every watch shape and 
style; chrome cases, 18, 16, 12 and 6 
size, at $1 and up; combination chrome 
cases with dials, 8%, 9% and 10% 
ligne, at $1.10; 0/S and 3/0 sizes at 
75 cents and up; gold filled in yellow 
and white, 18/0, 10/0, 6/0 and 4/0 at 
$1.50 and up. M. Wolf, Jobber; 132 
Nassau St., New York. 


WATCH CASES for every movement, 
every shape, quality and size; now is 
the time to put your movements in the 
latest modern designed cases; send us 
your movements and let us supply you 
with cases and dials; compare our 
prices; 6%1, 6%1 Chrome, hand en- 
graved 60 cents, three for $1.50; 10K. 
RGP, $1.40; combination cases and 
dials to take all movements, in chrome, 
$1.15; in yellow, $1.65; 0/S, 3/0, 10/0, 
6/0 90 cents ea.; pocket cases, $1.00 up; 
price discount in small quantities; free 
circular. Hudson Case Co., 80 Bowery, 
New York. 














Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences. Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 





DO YOU WANT CASH for any part of 
your stock or stock and fixtures? Write 
or wire S. Siegel & Co., 718 Vine St., 
Cincinnati, Ohio. 





HIGHEST PRICES PAID for old move- 
ments. Ship movements to Hudson Case 
Co., 80 Bowery, New York, express 
collect. 


ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 
Boston, Mass. 








WANTED TO PURCHASE established 
jewelry store in or near New York 
preferably without stock. Address “H., 
2342,” care Jewelers’ Circular-Keystone. 





HIGHEST CASH PRICES PAID for dia- 
monds, watches, jewelry; money by re- 
turn mail; bank references; all business 
strictly confidential. Emil Noel, 29 E. 
Madison St., Chicago. 


OPPORTUNITY for progressive, re- 
fined diamond merchant to join pro- 
motion of patented innovation, ap- 
plicable to entire range of fine plat- 
inum jewelry. Reply to John A. 
Kmicic, 10 West 47th St., New York. 








GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 


PARTNER WANTED, man or woman, 
preferably one who is acquainted 
with jewelry line, to take active part- 
nership in store, 12 years in same 
location. Matti Kukkonen, 31-12 
Broadway, Long Island City, L. L., 











(Continued on page 120) 
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SEDALIA WATCH REPAIRERS, former. 
ly K. C. Watch Repairers, now located in 
Sedalia, Mo., where we can operat, 
more economically and we will continyg 
to do expert watch repairing to the 
trade; watches rebuilt, new cases, q 
furnished; send us trial package op 
send for price list. Sedalia Watch Re. 
pairers, Sedalia, Mo. 


Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Special Notices 


(Continued from page 119) 





BUSINESS OPPORTUNITIES—Cont. 


WE WILL BUY your surplus stock of 
watches, diamonds and jewelry; check 
by return mail; get our prices if in 
market to buy watches and diamonds. 
Nicollet Watch Co., 531 Andrus Bidg., 
Minneapolis, Minn. 


ARE YOU GOING OUT OF BUSINESS” 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 718-720 Broadway, New 
York, established 1889. 


WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash WANTED, used, outdoor electric watch 
by return mail); best references. sign, also regulator, 60 beat weight 


clock, not too large; give particulars. 
one a 11 Beacon St., Address “Q., 2461,” care Jewelers’ Cir- 
9 . 


cular-Keystone. 
HIGHEST CASH PRICES PAID for all 
or part of your jewelry stock, with or 











WANTED, coin, silver spoons, articles, 
odd pieces, sterling silver, trays, tea and 
coffee sets, complete, or part. Trois, 65 
Wall St., Norwalk, Conn. 





$y 


ACCURATE HAIRSPRING vibrating: 
flat, 65 cents; breguet, $1; sen 
wheel and bridge; this price applies tp 
all makes and sizes; we unconditionally 
guarantee our hairspring vibrating to 








SPOT CASH for — cmmente, 
watches, rings, etc.; mailing prepaid, 
cash by oan; bank and commercial re Fi. cxtonen aul 
references. Wilsons, 218 Main St., Paw- tin $1; tr Qo bene ae jud t- 
ket, R. I g, : we ge for 
tucket, yourself. The H. & T. Steffes Co., Box 
711, Springfield, Ill. 





WANT TO BUY jewelry store fixtures, 
floor cases, wall cases, or will buy com- 
plete store of fixtures; send full par- 
ticulars and price. Regal and Blum, 
Mahanoy City, Pa. 





To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











SHOWROOM AND WORKROOM, fully 
equipped, suitable for jeweler or optom- 
etrist; rent $50 monthly. For further 
details inquire Emmelin & Winter, 58 








WANTED, SHERATON PATTERN, ster- 


without fixtures; we have bought out 
and liquidated leading jewelry con- 
cerns; communicate with us without 
obligation; established 36 years, same 
address. Brooklyn Purchasing Syndi- 


ling, made by Mount Vernon Silver- 
smiths, six butter spreaders, three tea 
spoons, twelve salad forks. Address 
Kimball’s, Inc., 428 Gay St., Knoxville, 
Tennessee. 


W. 48th St., New York. 





OPTOMETRIST; double window jewelry 


store, part window, whole upper floor 
available, entrance through store. Bur- 
ton Jewelers, 2975 Third Ave., near 
1538rd St., Bronx, N. Y. Melrose 5-3764, 


Watch Work for the — — 
Trade. Exchange 


Minimum charge (25 words) $1.50 hoe 
oes Minimum charge (25 words) $1.50 
Additional words, 5 cents a word Adiidanel vata, 6 ems 9 a 


cate, Frank Walker, Proprietor, 610 
Broadway, Brooklyn, N. Y. Telephone: 
Pulaski 5-1798. 


FULL CASH VALUE PAID for dia- 
monds, jewelry, complete jewelry 
stocks and your old gold; a trial 
shipment will convince you; mer- 
chandise held intact until you accept 
check; financial references from 
leading banks; all correspondence 
considered confidential, Old Re- 
serve Gold Refining Co., 159 N. 
State St., Chicago, III. 


GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfactory, but since others have 
been satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out, 
otherwise ship ~~ surplus goods and 
receive cash. ordon Bros., 18 Prov- 
ince St., Boston, Mass. 


THIS MAY BE your opportunity to es- 
tablish yourself in Canada; a man is 
now available who can look after your 




















SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York, N. Y.. repairs and mate- 
rials; quick mail service. 


FOR ONE POUND of any gold-filled 
scrap we will send a selection of 25 use@ 
movements in good condition, or for 
one-half pound 12 movements; 
held pending your approval. E. Lowe, 
Wolverine Hotel, Detroit, Mich. 








RELIABLE WATCH REPAIRING, up to 
a standard; quick service for mail 
orders. The Cherin Co., 104 Fifth 
Ave., New York. 





##liscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


M. L. SCHWARTZ, watch repair labo- 
ratory, equipped to serve you prompt- 
ly, efficiently, inexpensively; estimates 
on request. Room 606, 1133 Broadway, 
New York. Chelsea 2-8514. 














PATENT ATTORNEY secures patents, 


ELECTRIC CLOCKS REPAIRED, also trade-marks, copyrights ; call or send 





interests there; for the past 10 years 
with one of the most successful whole- 
sale and manufacturing firms in Can- 
ada; possesses valuable knowledge of 
the wholesale and manufacturing 
jewelry business; capable credit man- 
ager and organizer; business ability 
and judgment above the average; a 
hard worker with ability, initiative and 
foresight that will put it over; will 
consider partnership or executive posi- 
tion where merit will be recognized; 
replies will be treated in strict con- 
fidence. Address “S., 2385,” care 
Jewelers’ Circular-Keystone. 





TO THE One Man Jewelry Shop; the 
man who-has a reasonable amount of 
high-class Fifth Avenue business, but 
who has found that rent and other over- 
head in the past few years have seri- 
ously eaten into income, might find it 
advantageous to associate himself with 
this medium sized Fifth Avenue jewelry 
firm, one with long established reputa- 
tion, completely equipped in every de- 
partment; your personality need not 
be submerged; as much assistance as 
you wish on your accounts to give you 
more time for development work; a 
discussion implies no obligation on 
either side; all correspondence confi- 
dential. Address “A., 2414,” care Jewel- 
ers’ Circular-Keystone. 


chime, French, ship and antique clocks; * 
work guaranteed; prompt, reasonable; 25 
years’ experience; special attention to 
out-of-town work. J. Rosenberg, 83 
Canal St., New York; Dry 4-1340. 





S. HELFGOTT, high grade watchmaker 


for the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed, esti- 
mates upon request. 64 Fulton St., 
New York. 





GUARANTEED watch repairing (no 


cleaning machine), expert watch- 
makers; promptest service; trial 
order will convince, S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, Ill. 








HIGH CLASS watch repairing for the 


trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 


me your sketch or model: confidential 
advice; literature. Polachek, 
1234 Broadway, New York. 





BROTHER CLOCK REPAIRER, a postal 


will bring you my marvelous new way 
how to bush a clock without taking it 
apart. Reick, Jeweler, Centreville, 
Michigan. 





A. T. WESTLAKE, JR.; patents de- 


veloped, models and watch tools made, 
assistance given on watchmakers’ prob- 
lems; correspondence solicited. 165 
Jayne Ave., Patchogue, N. 





LEARN WATCH REPAIRING by doing 


it; thorough training under expert in- 
structors. For information write 
Standard Watchmakers Institute, 111 
West 111th St., New York. 








WATCHMAKERS! increase your ability 


through the highly recommended 
books: ‘“‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’’; circulars free. 
Walter Kleinlein, Waltham, Mass. 
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New NRA Order 


(From page 97) 


on or before January 21, 1935, and a 


is shown “esa 
pod der is issued on or before Janu- 


bsequent or 
jo 25, 1935. 
NATIONAL INDUSTRIAL RECOVERY 
BOARD . 
W. A. Harriman 
Administrative Officer 


Washington, D. C. 
January /, ° 


Copies of Order X-131 have been sent 
to all Local Retail Jewelry Code Authori- 
ties by National Chairman William D. 
McNeil. In commenting on its provisions, 
Mr. McNeil told a representative of THE 
JEWELERS’ CIRCULAR-KEYSTONE that it 
probably would be necessary to ask NRA 
for a ruling on how the rate of assess- 
ment of manufacturers and wholesalers 
doing retail business is to be arrived at, 
in view of the fact that in mosc cases no 
distinction is made between employees 
who serve consumers, and those who 
serve the trade. He said that it may be 
that the only equitable method of mak- 
ing such assessments would be to ascer- 
tain the proportion of business done at 
retail, compared to the wholesale vol- 
ume, in terms of dollars, and scale the 
assessments accordingly. 





Jewelry Crafts Dinner Meeting 


A dinner meeting of the Jewelry Crafts 
Association membership took place at the 
Taft Hotel, New York, on Jan. 24, at 
6.30 p.m. The meeting was attended by 
73 jewelers. 

Immediately after dinner, the meeting 
was called to order by President Katz. 

Mr. Katz in his brief address of wel- 
come, advised the members that the meet- 
ing was called for the annual election of 
officers and directors whose terms ex- 
pired and also for an informal open dis- 
cussion by the membership at large on 
the problems confronting the manufactur- 
ing industry in the metropolitan area. 

Following the roll call, Gardner S. 
Bowden conducted the elections. The fol- 
lowing officers and directors were unani- 
mously elected: President Emeritus, Jo- 
seph L. Herzog; president, Benjamin S. 
Katz; first vice-president, Jacob H. 
Schaeffer; second vice-president, Ben- 
jamin Rosenthal; treasurer, Frederick J. 
Blancard; secretary, Miss Tillie M. Berk. 

Directors: Herman L. Baskin (alter- 
nate Nat Newman), Gardner S. Bowden, 
Nathan Heyman, Meyer L. Robbins. 

The officers serve for one year and the 
board of directors serve for three years. 

The following Nominating Committee 
for 1936 was appointed: Milton Rosen- 
berg, B. F. Hirsch, Inc.; Edward J. Gross, 
Benj. & Edw. J. Gross; D. Abramson, 
D. Abramson Mfg. Co.; A. O. Packer, 
Dieges & Clust; Samuel Lewitt, Lewitt 
Bros. & Co. 

A.general discussion was then held on 
the various problems confronting the 
manufacturing jewelers in New York. 

Bartley J. Doyle, guest speaker of the 
evening, was introduced by Mr. Katz. 
Mr. Doyle gave a short and most inter- 
esting talk on the evolution of the jewelry 
industry, strongly criticizing the cheapen- 
ing of merchandise and the evils of mis- 
branding of jewelry. 
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Alleged Watch Movement Smu gglers 


Two Men Plead Guilty and Others Are to Have 
Their Day in Court 


Ten men, alleged to be involved in 
four different smuggling rings, the oper- 
ations of which, according to official esti- 
mates, have resulted in illegal entry into 
this country of watch movements and 
diamonds worth between $75,000 and 
$100,000, have been arrested during the 
past three months, several of whom were 
brought to trial during January. 


One of these cases, in which three 
ship’s officers of the Arnold Bernstein 
Line were accused of conspiring with 
Antwerp jewelers to smuggle watch 
movements into the United States, came 
before Judge Patterson of the Federal 
Court on Jan. 14. Alfred Mire and Haim 
D. Fabousiak, of Antwerp, were the 
jewelers involved. Two of the officers, 
Wilhelm Kruger, captain of the Tractor, 
and Wilhelm Ahlrichs, chief officer of 
the Ilsenstein, and Fabousiak, have 
pleaded guilty. Mire and Paar pleaded 
not guilty, and as THE JEWELERS’ 
CIRCULAR - KEYSTONE went to press, 
were being tried before Judge Patterson. 
All were indicted on counts of smuggling 
and conspiracy to smuggling, with the 
exception of Paar, who faces only the 
conspiracy charge. This group is re- 
sponsible for the smuggling of from $25,- 
000 to $30,000 in watch movements, it is 
alleged by Customs Agents. Ahlrichs 
was arrested on Nov. 24, when, it is 
charged, movements worth $6,000 were 
found in his possession. The other de- 
fendants were apprehended later, when, 
it is alleged, they kept an engagement 
with Ahlrichs for the purpose of receiv- 
ing the contraband merchandise. 


Another case which has caused much 
interest to jewelers and importers is the 
trial of Eli Travitski, scheduled to come 
before Judge Patterson on Feb. 15. Tra- 
vitski has retained Max D. Steuer, prom- 
inent criminal court attorney, to defend 
him. He arrived here on Oct. 24, and 
it is alleged attempted to get past 
the customs officials with watch move- 
ments worth $29,000 (dutiable at $14,- 
000), and diamonds worth $4000. It is 
also charged that he attempted to bribe 
Inspector Hendricks with $500, to permit 
him to pass. The case appeared on the 
calendar on Jan.:2, when Mr. Steuer, 
representing Travitski, asked adjourn- 
ment to Feb. 15 on grounds that the de- 
fendant’s daughter, Dorothy, whom he 
claimed was an important witness, was 
ill. The motion to adjourn was granted. 


Victor S. Walleck, charged with at- 
tempted smuggling, was to appear for 
trial on Jan. 29 to answer indictments 
returned by the Grand Jury. Walleck 
is quartermaster of the U. S. Line boat 
Manhattan. He surrendered to Customs 
officials on Dec. 28, after a warrant had 
been issued for his arrest. Authorities 
charge that Walleck had watch move- 
ments worth about $6000 in his room on 
board the Manhattan, which articles 
were not recorded on the ship’s manifest. 
Although apparently he had not attempted 
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to land the watches, he will be tried on 
a smuggling charge. Federal Attorney 
Prager, who is handling the case, pointed 
out that according to law “The unlading 
of goods on shore is not an essential 
ingredient of the offense of smuggling.” 

Other arrests for alleged smuggling 
took place in Brooklyn, where Julius 
Kaplan, old gold buyer at 15 Fourth 
Ave., Julius Cedar, and Benjamin Wal- 
lace are being held for the February 
Grand Jury. 


Sales Tax to Show on Bills of 
Chicago Merchants 


Cuicaco, Jan. 21—A bulletin mailed 
in January to all Chicago jewelers an- 
nounces that members of the Illinois Re- 
tail Jewelers Association, the National 
Association of Credit Jewelers, and the 
Chicago Association of Credit Jewelers, 
have agreed to place on their sales tickets 
as a separate item the Illinois State Oc- 
cupational or Sales Tax, which was ex- 
tended in December at a special session 
of the Illinois legislature. 

The bulletin, which is signed by Henry 
T. Mortensen, secretary of the first- 
named body, and William Gibson and 
Charles F. Baumrucker, presidents re- 
spectively of the other two associations, 
asserts that in the past jewelers were 
forced to absorb this tax because the de- 
partment stores would not agree to show 
it on the sales slips. Department stores 
have now agreed to cooperate, and the 
decision described in the bulletin was 
the immediate result. 

The tax is to be shown on all sales 
up to $1000, and for sales exceeding this 
amount the tax should be indicated if 
the jewelers “think it possible to collect.” 








]. H. Malone 


Cuicaco, Jan. 24—J. H. Malone, presi- 
dent of Moore & Evans, mail order 
jewelry house at 218 S. Wabash Avenue, 
died suddenly of heart failure on the 
morning of Jan. 23, on his way to busi- 
ness. He had left his home, 1133 W. 
Columbia Avenue, only a few minutes 
before and was waiting for a train at 
the Loyola Station of the elevated line 
when he fell on the platform. 

Mr. Malone had been associated with 
the jewelry trade of Chicago for many 
years and was one of the founders of 


. May & Malone over 25 years ago. Just 


a few months after severing his connec- 
tions with this company he and some of 
his associates took over the business of 
Moore & Evans. 

Deceased is survived by his widow and 
three children, two boys and one girl. 





A thief who smashed the show win- 
dow of the Morris Jewelry Co. at 524 
East Broad St., Richmond, Va., one night 
recently made off with $463 worth of 
jewelry. 
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Personnel of Code Authority for 
Assembled Watch Industry 


WasuHincTon, D. C.—NRA has an- 
nounced the recognition of the following 
personnel of the Code Authority for the 
assembled watch industry: 

George Gruen, Gruen Watch Co., Cin- 
cinnati; Clarence F. Bayer, Pretzfelder 
& Mills; Roland A. Gsell, R. Gsell & 
Co.; J. P. V. Heinmuller, A. Wittnauer 
Co.; Harry Hanshel, Bulova Watch Co.; 
Oscar Lazrus, Benrus Watch Co.; and 
Herbert Ollendorff, I. Ollendorff Watch 
Co., all of New York. 





Local Jewelry Code Budgets Pro- 
posed for 49 Communities 


Wasuincton, D. C.—Acting on behalf 
of its local retail code authorities, the 
National Retail Jewelry Code Authority 
has submitted to the NRA for approval 
49 budgets and bases of contribution to 
the expenses of administering the code 
in that many communities, it was an- 
nounced today. 

Notice had been given that any criti- 
cisms of, objections to, or suggestions con- 
cerning same must be submitted to Act- 
ing Deputy Administrator A. S. Donald- 
son, 1320 “G” St., N.W., Washington, 
D. C., before Feb. 6. 

The proposed budgets cover the period 
from Jan. 1 to June 16, 1935. 





Customs Court Decision on 
Silver Filigree 


WasHINGcToN, D. C.—A decision on 
silver filigree has been handed down by 
Associate Judge Lenroot of the United 
States Court of Customs and Patent Ap- 
peals in the case of the United States 
against Michele Diagonale. 

This appeal involved a_reappraise- 
ment proceeding to determine the duti- 
able value of silver filigree imported 
from Italy. The United States Customs 
Court sustained the value contended for 
the importer but their judgment has been 
reversed by the Court of Appeals and 
the cause remanded for further proceed- 
ings. Judge Graham dissented. 





Theo. Schelle 


MitwaukeEE, Wis., Jan. 10— Theo. 
Schelle passed away on Jan. 2 after a 
lingering illness. He was 86 years old. 

He started in the jewelry business over 
50 years ago in Milwaukee and retired 
10 years ago. 

Funeral services were from the home 
of his daughter, Mrs. Becker, at Silver 
Lake, Wis., on Jan. 5. 





John H. Wilson 


MINNEAPOLIS, MinN., Jan. 7—John H. 
Wilson passed away Jan. 2 after an ill- 
ness of about two weeks. He died at 
St. Barnabas Hospital and the burial 
was on Jan. 4 at Elks’ Rest, Lakewood 
Cemetery. Having been a member of 
the B. P. O. Elks for many years, he was 
buried by this fraternal organization. 

Survived by three brothers, Thomas B. 
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Wilson and Otto A. of Minneapolis, Earl 
A. of Detroit, and one sister, Jeannette. 
Mr. Wilson traveled for the Thos. B. 
Wilson & Co. for many years through 
Minnesota, Iowa and South Dakota. 





New Diamond Field Reported in 
Brazil 


An Associated Press dispatch from 
Bello Horizonte, Brazil, under recent 
date told of how a large number of 
prospectors were flocking to the western 
part of Minas Geraes, Brazil, following 
the report that diamonds had been found 
in that territory in quantity. 

According to the report about 600 carats 
of diamonds had been found in that 
vicinity containing many large stones and 
that all along the Abaete River prospec- 
tors had shown evidence of their new 
settlement. 





Banquet of Massachusetts Horological 
Association to be Held February 27 


Boston, Mass., Jan. 17—The Massa- 
chusetts Horological Association is plan- 
ning to hold a banquet on Feb. 27 at 
the American House. There are to be 
many invited guests including the Gov- 
ernor of Massachusetts Hon. James M. 
Curley, Hon. F. Mansfield, the Mayor 
of Boston, and Thomas J. Fagan, vice- 
president of the National Horological of 
America. 

A program of entertainment has been 
arranged and there will be a souvenir 
for each guest. 

The chairman in charge of the com- 
mittee is Charles M. Murphy, vice-presi- 
dent of the organization. 

J. Freistadter, master watch maker of 
the Waltham Watch Co., and O. Olsen, 
former master watch maker of the Wal- 
tham Watch Co., have been made honor- 
ary members of the association. They are 
members of the Technical Advisory 
Board of the National Horological As- 
sociation of America. 





Industrial Arts Show to be Held at 
Rockefeller Center 


Focussed upon the needs of the aver- 
age man, industry will display its most 
glittering wares at a huge Industrial Arts 
Exposition here during the month of 
April 15 to May 15, according to an- 
nouncement of the National Alliance of 
Art and Industry. The exhibition, which 
will be the most comprehensive ever to 
be undertaken in this country, will oc- 
cupy all of the 44,000 sq. ft. of Rocke- 
feller Center Forum before an estimated 
attendance of 200,000 visitors. 


Rockefeller Center Forum, the largest 


and most imposing exhibition space on 
the continent, has never yet been fully 
utilized, but its 44,000 sq. ft. of space 
will be abundantly filled with the ex- 
hibits of all leading American manufac- 
turers of consumer’s goods. 

A banquet, attended by 1000 outstand- 
ing industrialists, will open the exhibi- 
tion. Conferences, lectures and open 
forums on subjects related to art and 
industry will take place. 
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Among the members of the Sponsoring 
Committee are the following: Allan 
Brown, the Bakelite Corporation; Rod- 
ney Chase, the Chase Brass & Copper 
Co.; I. W. Kokins, general manager, the 
Warren Telechron Co.; C. D. Munson, 
vice-president, the International Silver 
Co. 





Contest for Brides Wins 
Widespread Interest 


“What Rose Point Means to Me” was 
the subject of an essay contest recently 
brought to a successful conclusion by 
the R. Wallace & Sons Mfg. Co., as a 
means of popularizing the new “Rose 
Point” sterling pattern. The contest was 
engaged in principally by brides-to-be, 
who obtained their entry blanks and in- 
structions from their local Wallace 
dealer. Class magazines were used to 
announce the contest. , 

The first prize, a genuine rose point 
veil valued at $1,000, was on Dec. 27 
awarded to Miss Marion Crocker Smith, 
of Segundo, Cal. Second prize, the orig- 
inal painting by Oren R. Waggener of 
the nuptials of Napoleon III and Eugenie, 
reproductions of which were used by 
jewelers as a dealer help in promoting 
the Rose Point pattern, was awarded to 
Miss Patricia Kelsey, of Fair Oaks Es- 
tates, St. Louis County, Mo. Miss 
Smith’s prize-winning essay was the 
first time she ever entered in any prize 
competition of this sort. She saw the 
contest advertised in Harper’s Bazaar 
while returning from the Philippine 
Islands and wrote her essay on the boat. 

Sales Promotion Manager Charles H. 
Gregory reports complete satisfaction 
with the way in which the bride market 
has responded to this merchandising ap- 
peal, and compares the success of the 
new pattern with the reception met by 
“Normandie” in 1933. 





Platinum Market 


Platinum prices, as of Jan. 24, 1935, were 
officially quoted as: 


WE cde ncneucdcincndvkenedvareveni $34.00 
Containing 5% Iridium ............... 35.00 
Containing 10% Iridium .............. 36.00 
RUE ~ vc ceetekenqetaenstuctabert 50.00-55.00 
Pi Tere ee 





Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 
Date Official ing Price Official 
fan: 3 24% 57% 54 
an. 10 245 57 54 
Jan. 17 24% 56% 54% 
Jan. 24 24% 56% 54% 





In a report published in December in 
reference to a suit in which the Ger- 
manow-Simon Machine Co. of Rochester, 
N. Y., was successful in an action in the 
New York Supreme Court against a 
Rochester dealer, the report said that 
“The defendant, it was claimed, used the 
name of G.A.S. Co. and used the 
‘G. A. S. Co.’ on packages of unbreak- 
able watch crystals in a way to be con- 
fused with the name ‘Gasco.” The 
names referred to should have been 
“Gasco” and “G-S Flexo,” both of which 
refer to crystals. 









Merchandise 


Market Notes 








Attractive Watch Crystal Catalog 


An attractive catalog including all the latest types of watch 
crystal blanks designed to conform with modern watchcase 
styles is being issued early in February by the Federal Watch 
Crystal Co., Inc., 129 Fulton St.. New York. The brochure 
will be distributed among the crystal makers in the trade. 





Pompeian Bronze Adds New Lines 


The Pompeian Bronze & Pottery Co. has equipped. its plant 
with the most modern machinery and other equipment. To the 
regular personnel of sculptors others have been added. The 
company now offers not only new items and finishes, but also 
added lines, all of which are manufactured in its own plant. 
The line will be shown by Louis Sternberg at the Palmer House, 
Room, 701, during the Gift Show, Feb. 4 to 15. The showroom 
is at 225 Fifth Ave. (Room 601), with main offices at-101 Park 
Ave. The factory is at Keyport, N. J. 





“Silver Sentry” Comes Modernistically Packaged 


“Silver Sentry” is a new product to prevent silver from 
tarnishing. It fully illustrates the lengths to which manufac- 
turers will go today to give the jewelry trade an item ex- 
pressing quality. The jar is of ultramarine blue glass made 
from a special mould, with a white bakelite top. The color 
of the jar, the lebel and the box match, with the lettering on 
both the label and box very appropriately carried out in silver. 
With the entire package wrapped in cellophane. This product 
is distributed by the Columbia Refining Co. of Long Island. 





Morgantown’s Hollywood Pattern 


Morgantown Glass Works designed “Hollywood” in answer 
to the usual winter demand for something gay and colorful 
in cocktail shaker sets, wine and cordial sets, as well as drink- 
ing glassware in general. “Old Morgantown” has endeavored 
to combine refinement with brilliant colors in this extensive 
“Hollywood” service. The lower part of each article is deco- 
rated in cool satin frosting and immediately above it is applied 
a band of glossy red; next comes a band of bright platinum 
with the upper part of the article transparent. The decora- 
tion is also supplied with a black band in the place of red. 





Elgin Pops New Idea . . . the Coin Watch! 


Put out to the trade just before the holidays—without benefit 
of advertising—the new coin watches by Elgin have already 
made a name for themselves. Christmas shoppers discovered 
them and snapped them up like hotcakes. The Elgin coin 
watch is about the size of a silver dollar. A man plumps it 
into his change pocket with never a worry. ’A woman keeps 
it handy in her purse. There are no chains, no wrist-bands, 
no gadgets. The maker points out the many uses for the coin 
watch. Its size and construction make it ideal for sports, 
for business, for all general uses, and to place on the night- 
stand in its special velvet case. The Elgin Coin Watch is 
exceptionally sturdy. The crown is enclosed and specially 
shielded. The case is Veritas non-magnetic stainless steel. 
And this watch keeps accurate time for 42 hours on one winding. 





Get-Acquainted Sale in Stratford Silverplate Sectional 


Holmes & Edwards Inlaid announce a half-price sale on 
Stratford Silverplate Sectional, their companion line. This is 
the first time in 25 years that Stratford Silverplate Sectional 
has been offered at half-price. The sale will be known to 
authorized dealers of Holmes & Edwards Inlaid as the “Get 
Acquainted Sale” and will run from March 1 to March 16. 
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It is restricted to two patterns, “Cotillion” and “Tower.” As aq : 
special sales activity, it will establish in the moderate priced _ 
field new silverware services with an entirely new group of — 
consumers. Three sets are to be featured in the advertising, P 
standard 26 and 34-piece sizes and a special 50-piece combij- | 
nation for eight. Prevent-tarnish chests, solid gumwood jn 4 
natural finish, are free with the purchase of sets. It will be 4 
placed only with the Authorized Dealers. 





Gemex Announces New Type Watch Bracelets 


Jewelry merchants will be particularly interested to learn ~ 
that the Gemex Co. in their new “three star” line have intro- 
duced several radically new features in bracelet design and 
construction. Thanks to a cleverly conceived sliding feature 
(patented) and a new type ratchet extension, there is a 4 in, 
spread (3 in. extension) which makes it easy and comfortable 
for any person with even the largest hand to put on and re- 
move his watch and strap. This achievement is all the more 
striking because the new buckles on these Gemex watch brace- 
lets are decidedly small—probably as small and thin as any 
buckle that has ever been put into a watch attachment. The 
buckles employed on the watch bracelets for ladies are still 
smaller. They give an immediate impression of diminutive 
daintiness, yet are very practical and sturdy. 





Oneida Community, Ltd., introduces “The Berkeley Square” pattern 


To the distinguished group of silverware designs which have 
given them so high a repute in this field, the designers of 
Community Plate add a new creation—The “Berkeley Square.” 

The “Berkeley Square” design comes in what Oneida Com- 
munity, Ltd., calls the New Continental Finish—a finish of ex- 
ceptional brilliance which sets off to special advantage the 
sheer, simple grace of the design itself, and which achieves 
a vividly dramatic effect for the Silverware in display. From 
a delicate leaf-and-berry motif resting upon bands at the 
shank, a curved and utterly unornamented panel rises gracefully 
the length of the shaft. The simple beauty of the panel is 
emphasized by a rim touched with severely simple ornament. 

As in the case of all Community Plate designs, the Berkeley 
Square, in complete services, is presented under the Oneida 
Community, Ltd., quantity-discount policy. 





Ronson’s Gala Year Continues into 1935 


Anyone even remotely connected with the jewelry trade, 
knows what a job Ronson did for its distributors and dealers 
throughout 1934. There were the countless sales aids and 
promotion programs offered by Art Metal Works, Inc. So 
definite and consistent were evidences of consumer acceptance, 
that the trade is quite convinced the products are all-year- 
round sellers. Analysis of sales records definitely shows that 
while a tremendous volume was rolled up during the holidays, 
the sales of Ronson products were substantial throughout the 
entire year. In its plans for not only maintaining, but increas- 
ing, this month-after-month business, there is now being shown 
a new and greatly augmented line of products. The general 
trend of its new models and new designs is in the direction of 
stream lines, and ultra-modern décor. The quality standards 
are distinctly on the fine jewelry level—enamels, engine-turning, 
finishes, all being in exquisite taste, with painstaking attention 
to details that represent real artistic craftsmanship. Every 
departure introduced into the line has been planned not only 
for beauty and utility, but also with an eye to stimulating 
immediate consumer response. Although Ronson’s salesmen 
have begun showing the new 1935 lines only a few days ago, 
already the trade is responding not only with enthusiasm, 
but with substantial orders. Deliveries are being made promptly, 
in order to give jobbers and dealers the finest possible start 
for a big 1935. 
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